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Paid- -up Capital $200, 000.00 


The Original Company writing term insurance on Hdsiaiaie 


Most Attractive Proposition in the Field 


NOTICE THE GROWTH 


1916 Premiums - - - - - - $ 24,777.00 
1917 a - - - = + + 77,834.00 
1918 Hi - - - 262,118.58 
1919 (6 _—. period) 291,300.04 
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and Texas. Extending to other neighboring states. 


Home Office: ROCK RAPIDS, IOWA 
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ite the whole history of the 
Johns-Manville Fire Extin- 
guisher we can recall no instance 
where we have knowingly pre- 
scribed it as a cure-all. 


We have consistently claimed that 
its deadly accuracy makes it a better 
fire-fighter on the particular haz- 
ards for which fire authorities have 
pronounced the one quart tetra- 
chloride machine legitimate. 
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FIRE EXTINGUISHER 


APPROVED BY UNDERWRITERS’ LABORATORIES 
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TWENTY-THIRD YEAR No. 33 
$3.00 per Year, 15 Cents a Copy 


AUTOMOBILE CHANGES 
WORKING HARDSHIPS 


Declare Low-Priced Car Owners 
Look Upon Present Schedule 
With Disfavor 


AGENTS DISCONTENTED 


Claim Change Designed to Properly 
Rate Fords Is Working Injustices 
to Other Automobilists 


Local agents in some quarters are 
voicing a protest against the recent 
automobile rate change, which read- 
justed the classification of cars coming 
within the price range of $600 to $800. 
Under the new schedule, cars sold at a 
factory list price of $600 to $799 are 
treated as class E risks, for which both 
fire and theft rates are considerably in- 
creased. 

Designed as Ford Rate 


It is stated by those responsible for 
this rate change that the revision was 
made for the purpose of securing an 
adequate rate on new Ford cars of the 
open type, equipped with starter ana 
demountable rims at the factory. It 
was understood at the time the rate 
change was made that the new Fords 
were available at a factory list price of 
$600 when equipped with starter and 
$625 when equipped with starter and 
demountable rims. As a matter of fact, 
up to date this change has operated 
merely to penalize a number of cars 
formerly within the class D price range 
with the new class E rates. Complaint 
is therefore being made by agents in 
the small towns and rural communities 
who have to meet the stiff opposition 
of local mutuals and reciprocals. 


New Type Not Available 


While it will undoubtedly be neces- 
sary to collect a higher rate on the 
new model Ford when it is actually 
marketed, it is contended that action 
on the part of the rate committee was 
premature. Those familiar with produc- 
tion at the Ford plant in Detroit state 
that the company is so far behind on 
starter production that it will be some 
time before open cars will be regularly 
delivered, equipped with starting de- 
vices as a standard equipment. At a 
meeting of Ford branch managers held 
in Detroit recently, it was officially an- 
nounced that as soon as a starter 
production equals car production, all 
machines will be equipped with electric 
Starters. 

Not Enough Starters 


At present, however, the company is 
only able to secure enough starters for 
its sedans and coupes. The starter is 
being made at the Ford plant in a spe- 
cial department. It was also explained 
that some Ford cars have been equip- 
ped with demountable rims because the 
company found it impossible to secure 
a sufficient number of standard Ford 
rims. In order not to hold up regular 
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\ Huh, the Fallfiedlé Fire 
and Marine is going 


to write Use and 
Occupancy Insurance, 





They say Ican make 
lots of money wi 
this new fangled 
Kind of Insurance. 


? 





———— 
But. nobody carries 
Use and Oceupancy 
Insurance in His 


town. 








Why don't 
YOU sell it 


, f to them 


QW ”y"i"l”hl 











daily production, it was necessary 
use the demountable rims when 
supply of standard rims became ex- 
hausted. The demountable rims_ will 
not be made a part of the standard 
Ford equipment. 

Change Disturbing 


to 
the 


One local agent who is out of sym- 
pathy with the move recently made 
regarding automobile rates, says that 
the handling of automobile schedules 
has been one radical change after an- 
other, and says that some plan should 
be adopted that will make for more 
stability in this connection. Continual 
changes stir the local agent often to 
the point of discouraging him in the 
handling of the class. 


Farmers’ Rate Cited 


This agent in commenting upon this 
condition said, “There are plenty of 
inconsistencies in the present rate 
schedules. For example, the annual 
theft rate of $1.75 on a class E risk 
under the country rate schedule as com- 
pared with the three-year farmer’s car 
theft rate of $1.50. If the farmer wishes 
a one-year policy, covering the fire and 
theft hazard is it likely that he will 
pay these annual rates of the confer- 
ence stock companies, when there is 
such a glaring inconsistency as this? 
And is there such a difference in the 
theft hazard of the car owned by his 
neighbor of the small suburban commu- 
nities as to exact such a penalty?” 

An automobile insurance superintend- 
ent who has just returned from a trip 








upon which he visited a majority of the 





company’s automobile agents, says that 
he finds many in the smaller communi- 


ties rather disturbed over the present | 


automobile insurance 
states that in many instances, 
changes have been advised by 
ber of companies in the agency. 
action, or lack of action, on the part of 
some companies has convinced a num- 


He 


no rate 


situation. 


ber of agents that the companies them- | 
selves are not in sympathy with some | 
of the changes that have been made 


and hence are inclined to ignore them. 


RICKARDS MADE SECRETARY | 


At a meeting of the executive com- 
mittee of the Western Automobile Un- 
derwriters Conference held Tuesday, 
E. L. Rickards was elected secretary 
of that organization and Paul Fry, | 
assistant secretary. 

This action was deemed necessary 
because of the fact that the business 
of the Western Automobile Underwrit- 
ers Conference and the Automobile 
Protective & Information Bureau was 
so closely interwoven and had grown 
to such proportions that it was found 
necessary to coordinate the business 
and consolidate the management of 
both organizations. Mr. Rickards will 
be the supervisory head of both the 
Western Automobile Underwriters Con- 
ference and the Automobile Protective 
& Information Bureau and Mr. Fry 
will continue his_ present work under 
the supervision of Mr. Rickards. 


It isn’t_ always so much not having 
time to do things as it is not having 
energy to do them. 
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IN TWO 
PARTS — 


Part One 


| OPPORTUNITIES FOR 
FARMERS’ BUSINESS 


Now Possible to Sell Residents in 
Rural Communities Many 
Insurance Lines 


FIELD HAS BROADENED 


| Present Conditions Make Agriculturist 
Prospect for Various Forms of 
Necessary Indemnity 


Local agents situated in a commu- 
| nity where it is possible to get in touch 
with farmers are 

| that there 


| before’ 


beginning to realize 
unequalled possibilities 
them the 
but various 
farmers. 


are 


for writing of not 
| only fire, insurance lines 
| among Present-day condi- 


tions call for an entire revision of the 
| solicitation that was used 
; ago by 


a few years 
those in farming communities. . 
| Not so very long ago, the farmer was 
| considered a prospect only for a small 
| fire insurance policy on his building 
j and perhaps a small amount on con- 
| tents, little or nothing on personal 
property, and a small amount of tor 
| nado insurance. In the days when the 
| farmer bought insurance in this fashion 
| it was rarely the case that he took out 
| more than $200 on grain, hay, buggies, 
j; etc. The big thing with the farmer 
was the insuring of his buildings. 
Conditions Have Changed 


The changes that have been brought 
to the farmer have removed this condi 
tion. Today the farmer is as much of 
| a business man as his city brother. He 
is a prospect for a number of kinds of 
| insurance. His buildings may be in- 
| sured as formerly except that they may 
be covered for larger amounts and fire 
insurance on buildings, means fire, tor- 
nado, and lightning and in many cases 
| hail. A number of farm solicitors have 
developed the ability to sell hail insur 
ance on buildings. Instead of being 
the finish, this insuring of buildings to 
day is only a good start for a real farm 
insurance solicitor. Most farmers have 
more out buildings than were used a 
few years ago. The insuring of these 
| brings more premiums. 


| Contents More Valuable 


3ut the contents are almost equally 
valuable these days. Farm products 
come high. The farmer is getting a 
guaranteed high price for wheat. 
| Everything that is produced is selling 
+. figure not dreamed of a few years 
ago. The farmer knows that values 
are high. It does not take very much 
argument to show him that the loss of 
a building wholly or partially filled at 
| this time would be a serious proposi- 
tion. No farmer pretending to exer- 
cise sound business judgment will allow 

| the contents of his building to go un- 
| protected while prices are at such a 
high level. As a matter of fact, the in- 
surance secured on contents of farm 

(CONTINUED ON PAGE 4) 
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ARKANSAS CONDITIONS 
ARE MUCH IMPROVED 


Fire Insurance Observers Find 
That There Is Bright Outlook 
for Future 


STATE BEEN MALIGNED 


Actuarial Bureau Has Done Much to 
Improve Buildings and to 
Lessen Fire Hazards 





BY HOWARD J. BURRIDGE 
LITTLE ROCK, ARK., Aug. 10— 
Arkansas is not, by any means the 
sinkhole of the country from a fire in- 
surance standpoint. Few states are 
more maligned and less understood. 
“On a slow train through Arkansas” 


has given the state a black eye. It is 
no better or no worse than many 
others. In a very few years it will be 


much better than some southern states. 
Many company officials simply pass 
the state up as undesirable. It was a 
few years ago. It is no longer. Those 
who have Arkansas on the black list 
would do well to examine the facts as 
found today. 


Bureau Done Excellent Work 


The present Arkansas Actuarial Bu- 
reau (the rating and inspection ma- 
chinery of the state) was organized 
only six years ago. Until then the 
state was no man’s land. There were 
no building ordinances, requirements 
for electrical installation, or any re- 
strictions of any kind. Towns and 
buildings grew up with no regard for 
fire protection. So there were heavy 
losses. But they are going down. Here 
is the average loss ratio for all com- 
panies operating in the state for the 
past five years: 1914, 75.22; 1915, 102.69; 
1916, 57.71; 1917, 34.37; 1918, 50.49. 
That a few companies are alive to the 
favorable turn affairs are taking is 
shown in the fact that this year the 
American Druggists, Home F. & M., 
United States Fire, Cleveland National 
Union of Carton and South Carolina 
Fire have entered the state, that 23 
entered in 1918, and that none have 
withdrawn in three years. There are 
now only 100 companies licensed in the 
state, 65 of which are direct writing 
companies, and six are mutuals. The 
average loss ratio since 1881 is 59.50. 
The figures take into consideration the 
two conflagrations at Hot Springs. 


Sound Insurance Encouraged 


The state insurance department was 
created in 1917. Prior to that the state 
auditor was ex-officio commissioner. 
Since the advent of the department as 
a separate unit much more satisfac- 
tory regulation has been possible. 
Sound insurance is now being encour- 
aged and assisted. The weak sisters 
are being weeded out and eliminated. 

As manager of the Actuarial Bureau, 
J. S. Speed, who by the way is the 
younger brother of Col. A. C. Speed, 
former Ohio state agent of the Ameri- 
can Central, has done great work. Mr. 
Speed’s is the only organization of the 
kind in the country which advertises. 
An advertisement appears in each is- 
sue of “Southern Construction News’ 
offering the services of the bureau for 
consultation relative to improved con- 
struction, sprinkler equipments, hyd- 
raulic engineering and any and all de- 
vices for the protection of life and 
property against fire and the minimiz- 
ing of the fire waste in the state. This 
service, it is explained, is given free of 
cost to property owners, architects, 
engineers, contractors and public offi- 
cers. The architects are now extend- 
ing real cooperation. Laws and re- 
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| 
| DANGER OF DELAYS IN HAIL ADJUSTMENTS 








In reviewing the hail losses for the 
season of 1919 companies find that 
troublesome adjustments arose where 
claims were allowed to drag along for 
too long a period. In every community 
are to be found certain farmers who 
stir up animosity against the hail writ- 
ing companies and influence their 
neighbors to file claims and contend 
for exorbitant amounts in order that 
they may strengthen their own out- 
rageous demands. Men of this type 
naturally hold out and refuse to with- 
draw their spurious claims even though 
releases are secured from a majority 
of their neighboring claimants. 


To allow such cases as these to drag 
along until the evidence is wholly gone 
and then attempt unprepared to defend 
legal action makes necessary a much 
larger compromise payment than would 
otherwise have to be made if the case 
were gone into at once. Furthermore 
to delay action under such cireum- 
stances widely advertises the fact that 








isin are being passed and lived 
up to. Property owners in Arkansas 
are no longer “getting by” with im- 
proper construction. 


General Agencies in the State 


Operating conditions in the state are 
peculiar. General agencies dominate the 
field. Adams & Boyle of Little Rock 
have seven field men traveling the state. 
L. B. Leigh & Co. of Little Rock have 
several. These offices and W. L.' Nelson 
& Co. of Memphis, Tenn., and Trezevant 
& Cochran of Dallas, Tex., control the big 
bulk of the business. There are no fire 
company branch offices. There is only 
one local company, the Home Fire of 
Fordyce. All but a few of the fire com- 
panies withdrew when the Davis-King 
anticompact law went into effect some 
ten years ago, and a number of home 
companies sprang up. The law was re- 
pealed in 1912, and since that time all 
have quit except the Home of Fordyce. 
There is a total premium income in Ar- 
kansas of about $4,500,000. 

Probably 90 percent of the business is 
controlled by banker-agents. Arkansas 
is full of trust companies. All have in- 
surance departments. Most of the agents, 
it must be admitted, are not aggressive. 
As officers of banks and trust companies 
they will not give the proper amount of 
time to the insurance department. Little 
Rock, Ft. Smith, Hot Springs, Helena and 
Jonesboro are the principal towns, and 
are much more up-to-date and desirable 
from a fire insurance standpoint than 
those who have never been to Arkansas 
imagine. There is more modern, fire- 
proof construction in Little Rock, the 
capital and largest city, than most cities 
in the east of equal population (80,000) 
have. 


Farm Business Been Unprofitable 


Farm business in the state has been 
unprofitable. The Home of New York 
and the National Union write 70 percent 
of this class. Both of these companies 
write application business. A few have 
taken on the class on a straight agency 
basis. Last year the Aetna wrote $35,000 
in premiums in its recording department. 
For over 14 years the old Planters Fire 
of Arkansas, which wrote only farm 
risks, flourished, but it finally gave up 
the ghost. Losses were excessive. The 
state has a basis farm rate of $1.40. 

There are vast undeveloped areas in 
Arkansas and much swamp land, consid- 
erable of which is now being drained. 
Arkansas is a state of practically no 
manufactories. Raw products bring the 
income. There are some big lead and 
zine mines in the northwestern part of 
the state and coal mines in the west 
central section. Both have been un- 
profitable to the fire companies. 

But there is some good farm land, too. 
Forty miles from Little Rock is to be 
found the largest peach orchard in the 
world, covering 17,000 acres. This year’s 
erop sold for $1,000,000 unpicked. Ar- 
kansas is a good orchard state, and a 
few of the more enterprising agents have 
recently sold some hail insurance on 
growing crops. The fruit is usually 
sold as it stands on the tree. 

By far the biggest thing in the state, 





if a recalcitrant assured refuses to settle 
with the first adjuster on the ground 
he will finally reach an agreement and 
thus the situation is made very diff- 
cult for the first adjuster who attempts 
to handle the case. Also the expense 
item mounts by reason of the fact that 
several adjusters have to visit a claim- 
ant of this character. 
* * OR 


Where companies do not make 
prompt settlements the well meaning 
agent is often times placed in a very 
awkward position as he has usually 
assisted the company in securing re- 
leases from claimants who were in- 
fluenced to hold out. Those who have 
released at his request naturally be- 
come dissatisfied when the instigator 
of the trouble is paid more than they 
are because of his hostile attitude. 
This inclination to shy at settling cases 
immediately where trouble looms on 
the horizon only results in more 
trouble when final settlement is made. 








and the one that has scared out many 
of the companies, is the cotton and cot- 
ton oil industry. Cotton is the principal 
crop of the state. When cotton “goes 
bad” Arkansas does the same thing. 
Cotton mills are regarded as good busi- 
ness. It is the cotton seed oil plants that 
are dangerous. Losses on this class have 
been very heavy. The cotton compress 
process is a hazardous one and the seeds 
are highly inflammable. Improper stor- 
age has been the principal trouble. The 
seeds seem to contain a heating element 
and ignite quickly under the proper com- 
bination of circumstances. All of the 
new plants are storing the seeds in steel 
tanks instead of wooden houses. In the 
past the mistake of storing too large a 
quantity subject to one fire was made. 
It is now required that the seeds be 
broken up into areas of 10,000 square feet 
or 3,000 tons of seed, subject to one fire. 


All Cotton Product Is Used 


All of the cotton product is used. The 
cotton itself is separated from the seed, 
ginned and baled. This is one process. 
The seed is separated from the linters. 
During the war this was a frequent 
eause of fire, as linters were in great 
demand by the,government. In normal 
times 10 pounds of linters to a ton of 
seed is secured. The government installed 
special machinery to obtain 125 pounds. 
This close separation created friction and 
flash fires, covering wide areas, became 
common. This danger has now passed 
and the product will revert to its former 
users. 

The seeds are broken open, the hulls 
used for feed, and the meats compressed 
for oil. Much of this business does not 
go to Arkansas local agents as many 
of the mills are owned in the east. The 
St. Louis Cotton Compress Company has 
13 mills in Arkansas. Many are simply 
“underwriters’ agencies” for larger in- 
terests. The American Cotton Seed Oil 
Company is the N. K. Fairbanks Com- 
pany; the Buckeye Cotton Seed Oil Com- 
pany is owned by Proctor & Gamble; the 
Southern Cotton Company by the Vir- 
ginia & Carolina Cotton Company. Values 
on these properties range from $250,000 
to $3,000,000 and in the season coverage 
is difficult to obtain. 





Insurance Committee to Meet 


The special insurance committee of the 
Chamber of Commerce of the United 
States, which is taking up various insur- 
ance and fire prevention questions, will 


meet Nov. 12 in Washington. In the 
meantime various sub-committees are 


working on topics that have been as- 
signed by the committee. 


Wilbur C. Smith Resigns 


Wilbur C. Smith has resigned as sec- 
retary of the Niagara Fire. He went 
with the company as special agent in 1907 


and in 1912 was made assistant secre- 
tary. A year later he was elected sec- 
retary. 


After spending three months in this 
country and Canada, J. Sandeman, gen- 
eral manager of the Union Marine and 
the marine denartment of the Phoenix 
of — will sail for England this 
week. 





FIRE LOSSES IN JULY 


MONTH’S TOTAL IS _ $20,198,600 


—_———_——. 


Figure Is $4,600,000 Below Same 
Month Last Year But Larger 
Than for July, 1917 


The losses by fire in the United 
States and Canada for July, as com- 
piled from the records of the “Journal 
of Commerce,” reach a total of $20,- 
198,600. While this appeared a very 
large figure for one month’s destruc- 
tion of property, it is over $4,000,000 
below the figure of the same month 
last year, but on the other hand is 
about the same amount larger than the 
figure charged against July, 1917. The 
July losses were well distributed 
throughout the country, no section of 
the country suffering particularly. 


First Seven Months’ Figures 


The decrease in the July fire loss 
record causes a further reduction in 
the year’s figures to date. The first 
seven months of 1919 are charged with 
losses aggregating $145,215,575, as com- 
pared with $168,619,635 for the same 
months last year, a decrease of $23,- 
404,060. The following table gives a 
comparison of the losses by months. 
for the first seven months with those 
of the same months of the two pre- 
ceeding years: 


1917 1918 1919 
Jan. = 431,770 $37,575,100 $23,446,325 
Feb. 29,587,660 20,688,155 26,891,950 
Mar. 17,523,000 20,273,980 22,201,900 
Apr. . 18,597,225 20,108,900 15,484,750 
May . 24,968,800 20,545,900 16,516,300 
June . 15,513,270 24,890,600 20,475,750 
July 16,143,050 24,537,000 20,198,600 





‘otal $158,764,775 $168,619,635 $145,215,575 
During the month of July this year 
there were some: 242 fires, each causing 
an estimated property damage of $10,000 
or over. 
Big Fires of July 


Of the twenty-two outbreaks of fire 
resulting in losses of $200,000 or over 
during the past month, the following are 
of sufficient importance for special men- 
tion: 

Stroudsburg, Pa., boiler work... .$500,000 
Cleveland, Ohio, chemical works. 300,000 
Indianapolis, Ind., cordage plant. 450,000 


Watertown, N. Y., business block 300,000 
Calgary, B. C., lumber yards..... 450,000 
Huntington, W. Va., department 

BGO voi os. a8 ce ciareanls sachsial pare ate 400,000 
Grand Rapids, Mich., oil ware- 

house and railroad cars....... 350,000 
South Norfolk, Va., acid factory.. 300,000 
Newark, N. J., chemical works... 300,000 


Fairly Satisfactory Month 


From a fire underwriting point of view 
the July record is fairly satisfactory, as 
the losses may now be considered to 
fairly well represent the higher property 
values prevailing. On the other hand, 
with the war surcharge on fire premiums 
ordered removed by the insurance super- 
vising officials of the country, the fire 
insurance companies will have to secure 
a lower loss ratio than the average to 
obtain an underwriting profit, as the 
method adopted to pass on to the assured 
the higher taxes and increased cost of 
doing business resulting from war con- 
ditions must be discontinued in conform- 
ity with the decision of the state super- 
vising officials, and as a result the 
expense ratios will necessarily be some- 
what increased. 


Miscellaneous Notes 


Field men of the St. Paul Fire & 
Mzerine in Iowa, Illinois, Wisconsin and 
Pennsylvania were at the home office of 
the company last week for the annual 
conference. 

The Hartford Fire has awarded the 
contract for erecting its new home office 
building in Hartford on the present site 
of American School for the Deaf. The 
work of tearing down the present build- 
ing will start in the near future. 

The Trondhjems Insurance Company of 
Trondhjem, Norway, has decided not to 
enter the reinsurance field in the United 
States at present. The Trondhjems has 
had the subject of doing fire reinsurance 
here under consideration for some time 
past, and there had been some negotia- 
tions relative to its representation. 
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WON’T GIVE OUT DATA' 
OHIO BUREAU AMENDS RULES, 


Information to Be Furnished Only 
Where Company Is Interested As 
Insurer in Risk 


COLUMBUS, O., Aug. 13.—The 
Ohio Inspection Bureau has made an 
important amendment to the rule gov- 
erning the giving of information to 
agents and brokers concerning specific 
rates. The new rule follows: 

“Copies of make-ups or information 
pertaining to estimate reductions ob- 
tainable for improvements will be given 
to field representatives of subscribers 
only upon the filing of a statement by 
the party desiring the information to 
the effect that his company is inter- 
ested as an insurer in the risk on which 
the information is desired.” 


All Data Formerly Available 


And thereby hangs a tale. 

Until this amendment to the rules 
became effective, early this month, it 
was possible for any direct represen- 
tative of a company, whether he was 
special or state agent or company off- 
cial, to obtain any information he 
might desire concerning the make-up 
of any rate, on any risk. The assump- 
tion was that the company represen- 
tative would not ask for this informa- 
tion unless his company was directly 
interested as an insurer. 

The right of the field men to ask for 
and receive information of this nature 
was so far recognized that a note from 
a field man, asking that his agent be 
given the desired information, resulted 
in opening the bureau’s records to the 
agent or broker, thus nullifying the 
effect of the rule that such information 
should not be given to agent or broker 
unless he filed his request in the form 
of a letter from the assured, stating 
that the agent or broker represented 
him, as the writer of his insurance or 
part of it, and asking that the informa- 
tion be furnished. 


Developed Into An Abuse 


In practice this developed into an 
abuse that resulted in creating dissatis- 
faction among the assured and in en- 
abling agents who had no interest as 
insurers in a risk to upset business 
relations of long standing and “twist” 
the business out of other agencies by 
promising service in the way of rate 
reductions not already granted. 

In theory it is well enough that the 
agent giving the service should have 
the business; but in practice there are 
many things to be considered. In the 
first place, agents using the subter- 
fuge of a field man’s prerogative to 
“horn in” on the business do it, as a 
rule, not so much from a desire to 
give service as to get business. 


Re-Rating Not Completed 


In the second place, there are ma- 
terial conditions to be considered that 
are dominating factors in the situation. 
Within the last five years Ohio has 
been put on lower basis tables with 
respect to both buildings and contents; 
but it has been impossible for the In- 
spection Bureau to complete the re- 
rating of the state under these tables. 
In consequence, it is quite likely that 
there are many risks in the state that 
are still rated under the old tables, and 
therefore, are paying too much for 
their insurance. 

During the same period there have 
been successive changes to lower basis 
tables in all the major cities of Ohio. 
Columbus, with the main _ inspection 
office, and Cleveland and Cincinnati, 
with the major branch offices, have not 
heen completely re-inspected under these 
changes, or any of them. It follows that 
in these cities, and to a greater extent 
in other large cities which are without 
large inspection offices, there are many 
risks that have not been re-rated, and 
because they are still rated under the 




















REPORT ON MASSACHUSETTS BUSINESS 








BOSTON, MASS., Aug. 12.—The 
annual report of the insurance com- 
missioner on fire and marine companies 
has just been made public. Commis- 
sioner Hardison brings his commentary 
on conditions up to July 1, 1919, and 
declares the year up to that date, the 
best the fire companies have known in 
Massachusetts for a decade. He says: 

The year 1919 was the best one that 
the fire insurance companies have had in 
Massachusetts during the last decade, 
and it is gratifying to note that since 
the Salem fire in 1914 the loss ratio has 
been decreasing, In 1915 the percentage 
of losses paid to premiums received was 
58.99; in 1916, 45.84; 1917, 43.67; and 1918, 
37.96. This period of four years shows 
2 loss ratio with a marked and constant 
tendency downward. The reasons for it 
are probably numerous, such as (1) 
more active work for the prevention of 
fires; (2) an educational propaganda car- 
ried on through the columns of the press 
and by public addresses; (3) the work of 
the police in rounding up the “arson 
trust” of the city; (4) the fact of the in- 
crease in values without corresponding 
increase in amount of insurance, thus 
making the insurer the loser to some ex- 
tent in case of a destructive fire; (5) the 
disposition of the public to exercise 
greater care to aid in “winning the war;” 
and (6) the efforts of the insurance com- 
panies themselves which have spent thou- 
sands of dollars in inspections and given 
freely to the government the time and 
advice of their experts in respect to the 
adoption of methods and appliances for 
protecting the food supplies and the war 
activities of the country as carried on in 
the factories of the land and represented 
in its storehouses. 


Pendulum May Take Turn 


Now that the war is over and the era 
of decreasing values has begun, and the 
public loses to some degree its own sense 
of responsibility manifested during the 
war period, the natural question arises 
whether or not the loss pendulum will 
swing the other way. Then, too, there is 


the matter of conflagrations. The Salem 
fire of 1914, be it remembered, lifted the 
loss ratio of that year to 139.24 percent 
and only six years before that the Chel- 
sea disaster resulted in losses so heavy 
that the premiums received in Massa- 
chusetts for 1908 were insufficient to pay 
the fire losses of that year by 11.98 per- 
cent, to say nothing about the expenses 
of running the business. 


Ten Percent Surcharge 


With these things in view it should not 
be too hastily concluded that a reduction 
of fire premiums is yet warranted in this 
commonwealth, however it may be in 
other states, some of which have had a 
much better experience than Massachu- 
setts. There is considerable agitation for 
a reduction in rates or, specifically, of 
the removal of the so-called “surcharge” 
of 10 percent which was imposed by the 
companies after the era of high prices 
had arrived, because, as was argued in 
extenuation, the expense of the com- 
panies for labor, rent, travel, supplies, 
and, indeed, everything that the com- 
panies had to pay for had increased to 
such an extent that premiums must be 
advanced to meet the situation. In fact, 
in three states where the rates are fixed 
by state authority this surcharge has 
been ordered removed, but the companies 
contend strongly against this action, and 
hold that as expenses have not yet begun 
to decline it is not just to remove a 
charge that was put on simply to meet 
increasing expenses. This apparently 
would be a sound contention if the losses 
remained as heavy in proportion to pre- 
miums as before; but if losses have de- 
clined to as large an extent, or larger, 
than the 10 percent surcharge represents 
in increase, then the question becomes 
pertinent whether the surcharge should 
not be removed. But this decision as to 
whether the decrease on the one hand 
balances the increase on the other is not 
an easy one, nor is it wholly decisive, as 
this balance may exist for a year but not 
for a series of years, and insurance rates 
cannot be based on the experience of one 
year nor of one state. 








old tables, are paying too much for their 
insurance. 


Check Up on Renewal 


In such cases as these, with the In- 
spection Bureau unable to keep up with 
the changes, the growing congestion and 
the demand from assured for special in- 
spections, the only way to check up on 
the rate is to do it when the insurance 
comes up for renewal. Then a demand 
for a special rating will get it, and the 
assured at once enters into the enjoy- 
ment of his lower rate. 

It is in such cases as these that the 
unscrupulous agent is particularly active. 
Learning in some manner that the owner 
is paying a certain rate, he comes to the 
conclusion that a reduction is possible. 
A note from his field man to the In- 
spection Bureau has been open sesame 
in the past to the records of the Bureau 
with respect to this risk. He finds there 
has been no survey of the plant since 
the lower table went into effect, and 
with that as a lever he accomplishes 
two things: 


Seek to Create Dissatisfaction 


Creates dissatisfaction with the exist- 
ing insurance connection that results in 
twisting the business from that agency 
to his own. 

Creates a cause of antagonism and 
distrust against the Inspection Bureau 
in the agency from which he has twisted 
the business. 

It is to prevent this kind of operation 
that the Inspection Bureau has promul- 
gated its new rule. There are other 
ways, however, in which local agents 
are busily engaged in engendering pub- 
lic antagonism to the Bureau. 


Special Rating Rule Ignored 

For years there has been a rule that 
dwellings exposed within 20 feet of 
frame mercantiles or of brick or frame 
special hazards should be specially rated. 
This was ignored until the state anti- 
discrimination law went into effect. 

Now, instead of going frankly to the 
assured and telling them that the rule 
so long ignored must now be enforced 
on account of the state law, agents 
write the policy at the old rate, without 
a word of the change. Then it goes 
to the Audit Bureau, which sends it back 
with citation of the rule. Then the agent 





takes it to the Inspection Bureau, and 
when the house it rated, with the rate 
much increased, he tells the owner: 

“T did the best I could for you. I tried 
to get it through for you at the old rate, 
but the Audit Bureau wouldn’t let me 
and the Inspection Bureau made the rate 
higher.” 


Agent Adds to His Prestige 


Not a word about the unjustly low rate 
at which the property had been written 
for years, in defiance of all rules and 
regulations! The result is that the agent 
adds to his prestige as a good fellow 
and the Inspection Bureau comes in for 
a knock. As there are hundreds of these 
cases, and probably thousands, there is 
a cumulative mass of resentment piling 
up against the Bureau. And the agent 
is to blame. 

And here’s the inconsistency of him! 

Dwelling houses are written under a 
form (if not exposed) which has been 
expanded to include flat and apartment 
houses if they do not contain more than 
16 apartments. Yet hardly a day passes 
without an application to the Bureau for 
the rating of an apartment house with 
six, eight or ten flats. The Bureau 
learns that fact only after wasting valu- 
able time. 

Put It Up to Bureau 


An inquiry to the agent as to why 
he sent in the application usually brings 
the reply: “Well, we didn’t know how 
many apartments there were, so put it 
up to you.” 

As if the Bureau had nothing to do 
except count the flats in apartment 
houses! 

These are some of the things with 
which the Bureau has to contend, and 
which are serving to discredit the in- 
surance business in the eyes of the peo- 
ple; bringing measurably nearer the day 
of which Mr. Doyle spoke at Cedar Point, 
when he told the Ohio field men that in- 
surance must mend its ways or give 
way to state insurance, coupled with fire 
prevention by the state. 





Robert Moore, Jr., who has been con- 
nected with the bonding department of 
the Fidelity & Casualty at the home 
office, has been appointed office manager 
of the Commercial Casualty at its home 
office. 





USE AND OCCUPANCY 
PROSPECTS NUMEROUS 


War’s Closing Has Not Decreased 
Importance of This Form 
of Coverage 


PRESENT OPPORTUNITIES 


Now Possible to Take Advantage of 
Publicity Given U. & O. 
During Past Months 


There are still a number of agents 
who have not the right attitude toward 
use and occupancy insurance. They 
somehow regard it as a branch of the 
business that developed its chief use- 
fulness during the war, and feel that it 
is primarily a form of coverage oper- 
ating to the best advantage under war 
conditions, and to be viewed in about 
the same light as explosion and full 
war coverage insurance. They have 


not yet realized that it is as business- 
like, necessary and legitimate form of 
insurance as, for instance, automobile 
insurance, now regarded as the most 
important of the side lines. 


New Conditions Now Prevail 


Selling conditions, as they affect use 
and occupancy insurance, have altered 
notably since the armistice was signed 
in November. While the war was on 
local agents were approaching the big 
manufacturers on U. & As the 
bigger risks were lined up local agents 
dropped down to the next level and 
solicited the medium sized manufac- 
turers. When they were lined up, they 
went after what they thought to be 
the least desirable U. & O. risks, and 
in this process practically every manu- 
facturer and merchant of consequence 
received from one to a half dozen so- 
licitations on use and occupancy insur- 
ance. Now, many agents are making 
the fatal mistake of dropping the whole 
proposition, firm in the belief that the 
removal of war conditions has at the 
same time taken away the necessity 
for use and occupancy insurance. 


One Agent’s Methods 


That they are wrong is well illus- 
trated in the case of an agent who has 
written a great deal of use and occu- 
pancy business among all sorts and 
conditions of manufacturers since the 
closing of the war. This agent says 
that he finds that he is simply cashing 
in on the work done by others earlier 
in the game. For instance, he ap- 
proaches a man and gives a five or ten- 
minute selling talk on U. & O. In- 
stead of being rebuffed, the prospect 
is likely to say, “Well, that sounds 
pretty good to me. There have been 
about a half dozen special agents of 
the insurance companies talking to me 
about this use and occupancy insur- 
ance proposition, and it strikes me as 
pretty reasonable.” 

Business Worked Up 


Such a man is more than half sold. 
It is only necessary to put in the 
clinching arguments. The ground- 
work has been done and the prelimi- 
nary and educational arguments have 
been presented by those who have 
gone before. With this great field de- 
veloped, it is most certainly a mistake 
to dismiss the subject of use and oc- 
cupancy insurance as unsuited to pres- 
ent conditions. 

Small Risks as Prospect 

Too many agents associate use and 
occupancy insurance with large risks 
exclusively. There is no reason for 
(CONTINUED ON PAGE 4) 
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STUCK HAS NEW WORK 


BECOMES MANAGER IN WEST 





Will Open Office in Chicago to Handle 
the American Equitable, Knicker- 
bocker and Manufacturers 


George W. Stuck of Peoria, IIl., state 
agent of American of Newark, has re- 
signed and on Sept. 1 will take charge 


of the newly organized Central Fire 
Office of Illinois, he becoming vice- 
president of that organization, which 


will open headquarters in Chicago, it 
being incorporated for $100,000. The 
Central Fire Office has been appointed 
general agent in the western states for 
the American Equitable, the Knicker- 
bocker and the Manufacturers of Amer- 
ica, companies that are ably managed 
and intend to push vigorously for 





hs 
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GEORGE W. STUCK 
Vice-President Central Fire Office 


business in Western Union territory. 
The companies will apply for admis- 
sion to the Western Insurance Bureau. 
Mr. Stuck’s territory will extend from 
the Pennsylvania line to the Rocky 
Mountains and the companies. will 
operate in the more profitable fields. 
They will do a regular agency business. 


Stuck a Prominent Field Man 


Mr. Stuck is one of the leaders in 
the Illinois field and has built up a 
magnificent business in his territory. 
He has traveled for the American for 
15 years. He has served as president 
of the Illinois Field Club, has been on 
its executive committee for a number 
of years, was vice-president of the IIli- 
nois Fire Prevention Association and 
served on the board of directors of the 
Fire Underwriters Association of the 
Northwest. He is a very competent, 
wide awake man, who has made a study 
of the business and with larger respon- 
sibilities will be able to show his ca- 
pacity as an organizer. 

The three companies are under the 
same management, the main factors 
being R. A. Corroon and T. A. Duffey. 
The June statement of the American 
Equitable shows assets, $2,000,000; cap- 
ital, $400,000; net surplus $600,000. The 
Equitable Underwriters of which Mr. 
Corroon and Mr. Duffey are attorneys 
and managers will be merged with 
the Knickerbocker. The Knickerbocker 
after the merger is completed will have 
$1,500,000 assets and policyholders’ sur- 
plus of $1,000,000. It has just been ac- 
quired by Messrs. Corroon and Duffey. 
The Manufacturers has assets of $1,- 
900,000 and policyholders’ surplus of 
$750,000. This triumvirate of com- 
panies can be counted upon to render 
the proper service to agents and policy- 
holders as the management in the East 
is up and coming and Mr. Stuck can 








OPPORTUNITIES FOR 
FARMERS’ BUSINESS 


(CONTINUED FROM PAGE 1) 


buildings often exceeds the amount 
written on the buildings themselves. 
This feature of farm insurance alone 
provides the solicitor today with just 
about twice as much in the way of 
commissions as he earned only five or 
six years ago. 
Personal Property Values 


Then there is the farmer’s personal 
property to be considered. The house- 
hold furniture must be insured. The 
same arguments may be used here. 
Prices have doubled and tripled. Re- 
placements costs are high. A fire on a 
farm means a total loss. If a farmer 
has household furniture valued at $600 
or $700 and allows this to go uninsured, 
he is flirting with a total loss all the 
time. 

Machinery Big Item 


Farm machinery has become a big 
item. Improved farming methods are 
in vogue. As the farmer’s capital in- 
creases he puts it back into the ac- 
cessories of his business. Valuable 
and high priced machinery is bought 
because it lessons labor costs and does 
the work much more quickly and effi- 
ciently. These machinery’ values 
should be covered. Nearly all up to 
date farmers own a tractor today. This 
should be insured. It is a gasoline pro- 
pelled machine and where there is 
gasoline, there is always danger of fire. 
Companies are issuing special tractor 
policies at low rates. Many farmers 
have come to depend upon the tractor 
to such an extent that if it were put 
out of business. it would delay work 
for several days, or perhaps even a 
week or two. 


Live Stock Protection 


Live stock insurance can be made to 
appear very attractive to farmers. It can 
be easily solicited by the man who has 
always specialized upon farm insurance. 
It is strictly a farm proposition. It is 
interesting to the farmers at this time, 
when values are so high. The loss of 
an animal just now is just the loss of 
so much money. There is no difficulty 
in marketing live stock, and has not been 
for the past two years. No line of insur- 
ance can be presented to the farmer 
more easily and naturally than live stock 
insurance. It works into a farm insur- 
ance canvass without the use of any 
high- -pressure methods. Any experienced 
farmer knows that over a period of years 
a fixed number of animals will die. 
The loss may be light one year and heavy 
the next, but during a five-year period 
the loss will come. In other words, there 
is no dodging a certain loss. Live stock 
insurance protects against and reim- 
burses the farmer for this regular yearly 
loss. It has been said that live stock 
insurance simply takes the money out of 
one of the farmer’s pockets and puts it 
into another. Live stock insurance is re- 
newable annually. The commissions are 
attractive to the agents and the business 
can be secured with very little difficulty. 


Hail on Growing Crops 


Hail insurance on growing crops is a 
form of indemnity the value of which 
has been widely proven, particularly in 
the west and northwestern states. A 
farmer uninsured against this disaster 
may go to the expense of plowing, plant- 
ing and cultivating a crop, only to have 
the results of all of the time and money 
he has spent swept away in a single 
afternoon. Hailstorms give no warning 
of their coming. Like tornadoes, they 
spring up suddenly, spread disaster and 
rass on. Their coming is not heralded. 


All Lines Necessary 

these forms of insurance are 
necessary to the business farmer. They 
are as important to him as workmen’s 
compensation insurance is to the factory 
owner. They all cover accidents, disas- 
ters and mishaps that are likely to and 


All of 





be relied upon to do the needful in the 


West. 

Mr. Stuck has made arrangements for 
opening headquarters in the Insurance 
Exchange at Chicago. He will aim to 
start operations about the first of the 


month. 





USE AND OCCUPANCY | 
PROSPECTS NUMEROUS 


(CONTINUED FROM PAGE 3) 


this. The small and medium manufac- 
turer and merchant offers the same op- 
portunity to the local agent as is pre- 
sented by the large manufacturer, the 
only difference being that the premium 
is not so large. 

From an underwriting standpoint, the 
medium-sized frame risk is often as at- 
tractive to the company as the larger well- 
constructed plants. That is, a heavily con- 
structed fireproof risk of high valuation 
would, in the event of a loss of any conse- 
quence, present a-serious proposition to the 
company carrying the risk as the loss 
would likely be total owing to replacement 
difficulties. Labor and materials would be 
difficult to secure and the process of re- 
construction would necessarily be slow. 
On the other hand, the frame risk could 
be easily rebuilt. Perhaps the period of 
total inactivity would not exceed ten days, 
and partial inactivity of five days addi- 
tional would put the risk back into normal 
running condition. 

From a selling standpoint, there are 
plenty of arguments to advance to the 
more moderate sized factory owner. The 
big risk is naturally well financed, has 
ample resources, and is in all respects in a 
strong position. The same cannot be said 
of a smaller manufacturer. In case of a 
loss he has not much reserve to tide him 
over the period of inactivity. In order to 
hold things together he will have to retain 
his most important department heads and 
traveling men, and such other members of 
the firm as are essential to a profitable 
conduct of the business. During the time 
that the.plant is shut down, he will have to 
pay these salaries, in order to hold things 
together and have the nucleus of a good 
organization when business resumes. This 
expense proves a heavy drain upon the con- 
eern which has only a medium-sized cash 
reserve. Under such circumstances use and 
occupancy insurance plays an important 
part. It carries the manufacturer over 
what would otherwise be a very distressing 
period, and starts him out again in good 
financial condition. 


Here to Stay 

Use and occupancy insurance is here to 
stay. There is a legitimate and constantly 
growing demand for this form of indem- 
nity. It was much the same with automo- 
bile insurance some years ago. Many 
agents refused to believe that automobile 
insurance would assume large proportions, 
or become of sufficient importance to pay 
much attention to. It has now grown to be 
the most important of the side lines. Use 
and occupancy insurance is enjoying the 
same sort of a healthy growth. The agent 
who can look into the future is not going 
to let the grass grow under his feet, but 
will inform himself concerning U. & O., 
accumulate some selling arguments, and be 
thoroughly fortified. 








are happening with unfortunate regular- 
ity. To sum it up, the average farmer 
today is a prospect for eight or ten forms 
of insurance instead of one or two. None 
of the various lines of insurance that 
he may be solicited for can be ignored. 
Most farmers purchase all of them. These 
various forms of indemnity are not luxu- 
ries purchased only by the most wealthy 
farmers, but plain protecting necessities 
that no foresighted farmer will allow 
himself to be without. 


Personal Protection 

In addition to all of these, 75 percent 
of the farmers today are prospects for 
automobile insurance. Most of the fire 
companies are now selling a three-year 
term policy to farmers that is attractive 
because of its low rate, and liability and 
property damage insurance rates have 
only recently been reduced in the rural 
communities by about 50 percent. At 
least three-fourths of the farmers in 
the country own automobiles today and 
may be successfully solicited for one 
form of coverage or another. It is also 
possible to sell the farmer accident and 
health insurance and life insurance, al- 
though it is found by experienced farm 
solicitors that these personal forms of 
insurance must be solicited on a separate 
interview. In other words, a salesman, 
because of the number of forms of in- 
surance that the farmer is interested in 
cannot simply make a selling talk on 
each one and expect to get the business. 
But the business is there and can be 
gotten, if not in one interview, then in 
two, and if not in two, then in four. The 
chief point is that the business is there, 
and that it did not used to be there, and 
that the time to get it is now. 





DETROIT LOSS POINTS 
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WADSWORTH FIRE FEATURES 





Comment and Report on Sprinkled 
Risk Loss—Water Pressure at 
Detroit Inadequate 


Companies are exhibiting a more 
than ordinary interest :n the recent 
loss to the sprinklered plant of the 
Wadsworth Manufacturing Co. at De- 
troit, This is the third large loss to a 
big sprinklered automobile plant at 
Detroit within the last year. The 
losses to the Saxon Motor Co. and 
the Wilson Body Co. are well remem- 
bered. These fires make it quite clear 
that the water pressure at Detroit is 
wholly inadequate. The city has 
grown by leaps and bounds and now 
covers a wide area. The water facilities 
have not kept pace with this growth. 


Water Pressure Weak 


The pressure seems sufficient to cope 
with an ordinary blaze, but in the more 
valuable plants over three or four 
stories in height it does not seem pos- 
sible for the Detroit fire department to 
throw effective streams of water. In 
spite of the fact that the National Board 
in its 1917 report gave the Detroit fire 
department a clean bill of health, and 
commended the water works system 
the heavy losses continue and there 
seems to be a failure of pressure at 
the critical moment. Those who have 
investigated the Wadsworth loss are 
convinced that the water pressure in 
Detroit is insufficient for the needs of 
the city. 

Features of Risk 


The Wadsworth plant was a high 
grade sprinklered risk. The main 
buildings were divided by an open 
court yard. Owing to the rush of busi- 
ness the company was storing a por- 
tion of its product in this space 
under tents. In addition a highly in- 
flammable frame structure 32 feet wide 
had been constructed by the company 
3 days prior to the fire. This building 
which connected the two sprinklered 
buildings was termed by the Wads- 
worth company as a conveyor, as it 
housed the continuous chain system. 
Its existence was unknown to the 
Western Factory Insurance Associa- 
tion which carried the line. 


How Fire Started 


According to all accounts the fire 
started in a refuse burner in the court- 
yard, spread to the goods stored under 
tents and then set the wooden con- 
veyor on fire. The flames swept 
through the conveyor toward the main 
building. This building was equipped 
with Fenestra windows which had been 
left open all night at an angle of about 
60 degrees. The elevator shaft door 
was open, as was the conveyor door. 
It is believed that before the main 
body of flame struck the building oc- 
casional flashes darted through the 
open windows, setting off about 250 
sprinkler heads. This theory is sub- 
stantiated somewhat because of the fact 
that the gravity tank supplying the 
sprinkler equipment was quickly drained, 
and when the heavy mass of flames 
from the conveyor struck the main 
building the sprinklers were ineffective 
and did little to check the spread of 
the fire. 

Fire 


When the fire department arrived 
two steamers were connected and 
pumped water into the sprinkler equip- 
ment from the city mains. It was then 
found that the pressure was weak and 
the fire department seemed unable to 
cope with the situation. Those who 
have been interested in the two pre- 
vious big sprinklered fires in Detroit 
say that the Detroit. fire department 
seems to operate on the theory that 


(CONTINUED ON PAGE 10) 


Department’s Theory 
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of our Agents and Assureds has earned for the AMERICAN 
EAGLE its reputation as a progressive and wide-awake American 
Company. | 


AMERICAN EAGLE service is founded upon ample financial 


strength and is directed by a management of long experience with a 
sound record in the field of underwriting. 


Agents are invited to present their problems to the Company. 
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80 Maiden Lane Insurance Exchange Bldg. 208 W. Jackson Blvd. 
NEW YORK SAN FRANCISCO CHICAGO 


A Good American Company to Represent 
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Production Sidetracks Protection 


One of the keen observers of the 
day remarked in commenting on a re- 
cent fire that it was another case of 
where “production is put ahead of pro- 
tection.” 

In many of the modern plants, es- 
pecially those that are getting out prod- 
ucts to meet an inordinate demand, are 
now found production engineers. It 1s 
the function of this personage to speed 
up. He is a combined efficiency and 
speed expert. It is his duty to see that 
the stream going out is kept moving 
and increased. He must see to it that 
time is gained here and there, that 
there are short cuts to certain ends, 
everybody be kept on their toes and 
every possible factor contributing to 
output be stimulated. 

This man’s vision does not compre- 
hend conservation nor _ protection. 
Along with the production engineer 
there has not been created the pro- 
tection engineer who has the same au- 
thority. We had a case the other day 


that illustrates this point in the burn- 
ing of the WapswortH MANUFACTURING 
CoMpaANy’s plant at Detroit. Here was 
a concern getting out the sedan bodies 
for Ford cars. There is a great demand 
for this product and the production 
engineer was speeding up to the limit. 
In an areaway between two buildings 
was piled a lot of excelsior, hair and 
other very inflammable material that 
was not properly safeguarded. The 
fatal spark alighted in this stuff and 
that was the end. The production en- 
gineer made one fatal error. He did 
not count the fire hazard nor did he 
take into consideration the effect of 
fire on production. 

Is it not time that the production 
engineer be held responsible also for 
preventable fire loss and his worth and 
salary be gauged by his ability not only 
to maintain or increase production, but 
to keep the plant intact so that pro- 
duction will not be disturbed by fire? 
Is that not a vital function? 


Driving the Lessons Home 


Cart. J. J. Conway of the CincinnatTI 
SALVAGE Corps, a unique character in 
this country, a man of vast public use- 
fulness, having his whole heart in the 
fire prevention movement, uses every 
possible advantage to carry home the 
lessons that he has been teaching for 
many years. Not long since the Putt- 
MAN Car Company’s plant at Ludlow, 
Ky., across the river trom Cincinnati 
burned. Here were employed some 
150 men who had practically grown up 
in the establishment, learned the trade, 
purchased their little homes in Ludlow 
and depended on this concern for their 
livelihood. The plant burned down. The 
PULLMAN CoMPANY now states that it 
will not rebuild, but will transfer its 
activities to Pullman, Ill. These work- 
men, therefore, will have to seek new 


jobs. They will probably not be able 
to get the wages they have been ob- 
taining before. They will have to go 
farther to their work and it will be 
more expensive. 

Captain Conway used this illustra- 
tion with the labor unions in Cincin- 
nati, showing them that the workmen 
should have a great interest in pre- 
venting fire. Maybe their establish- 
ments will be burned up, and they will 
be thrown out of work, like the Lud- 
low concern. It may be that they will 
not be able to get the same wages as 
before. He showed the labor unions 
that it is to the interest of their mem- 
bers to use every endeavor to protect 
their working places against fire and 
to keep the hazards at a minimum. It 
was a forceful lesson sent home. 


The Business of Life 


“A HUMAN life has three values, 
namely: Its relation to the family, its 
relation to a business, and its relation 
to an institution. Every one of these 
values should be insured against loss 
from premature death. The family 
must be viewed like a business, for the 
average man’s first and most impor- 
tant business is his family. It should 
be conducted like a business, and pro- 
tected against bankruptcy. 

“How few men regard their families 
as a business! And yet, when you stop 
to think of it, that is just what the 
bringing up of a family, or the taking 


care of dependents or taking care of 
one’s own after years, amounts to. It 
is a business of the most serious na- 
ture that may be any moment inter- 
rupted by death and plunged into bank- 
ruptcy.”—Dr. Solomon S. Huebner. 


HE is a wise man and a good man, 
too, that knows his original and end; 
and answers it by a life that is ade- 
quate and corresponds therewith. There 
is no creature fallen so much below 
this as man; and that will augment his 
trouble in the day of account; for he 


is an accountable creature——William 
Penn. 











PERSONAL SIDE OF THE BUSINESS 
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Manager John Marshall of the Fire- 
men’s Fund in Chicago is now trying 
to prove an alibi. He opened a letter 
this week from an attorney down in 
Illinois stating that he had received a 
letter from the Fireman’s Fund signed 
by “John Marshal!.” The attorney re- 
called the days when he was an umpire 
in the St. Louis Trolley League and 
often admired John Marshall who was 
the star pitcher of the East St. Louis 
baseball team.- The pitcher was famili- 
arly known as “Side Swipe” Marshall. 
This attorney was glad to find where 
“Old Side Swipe” was located. He 
said that in umpiring he often admired 
the fine assortment of curves that 
“Side Swipe” handed the opposing 
team. When he set his iron heel in 
the pitcher’s box and wound up he 
was sure to see a fast one break over 
the plate that deceived the most wily 
batsman. 

The attorney waxed warm in his 
tribute to the famous “Side Swipe” 
Marshall of the East St. Louis team. 
Manager John Marshall is now trying 
to convince the attorney that while 
he gained fame in his younger days as 
a trick bicycle rider and buck and wing 
dancer he is compelled to acknowledge 
that he was not a baseball player. 


H. H. Noble of Chicago, special agent 
of the City of New York, who traveled 
in the central west, died last Thurs- 
day after a long illness. Mr. Noble 
was a stepson of W. E. Main of Madi- 
son, Wis. 

Mr. Noble died at his summer home 
at Traverse City, Mich. The funeral 
was held at Madison, his old home, the 
company being represented by Secre- 
tary J. Carroll French and Special 
Agent Harry B. Doten of Chicago. Mr. 
Noble formerly traveled for the Weed 
& Kennedy companies throughout the 
west but had been connected with the 
City of New York in the field since it 
started. He had jurisdiction over the 
western states, except Wisconsin. He 
also looked after Chicago and Cook 
county. He was 46 years of age. Since 
Mr. Noble has been in impaired health, 
he confined his attention to Michigan, 
Indiana and Cook county, Harry B. 
Doten looking after the rest of the 
field. He leaves a widow and a son, 
the latter attending college at the Uni- 
versity of Wisconsin. 


W. R. Houghton, special represen- 
tative of the foreign fire department 
at the home office of the London & 
Lancashire, will sail for home the lat- 
ter part of this month. He has spent 
several weeks traveling through Canada 
and the United States, making a study 
of conditions for his company. 

Clark F. Hinman has gone with the 
Alfred M. Best Company of New York 
to take executive charge of the fire and 
marine reporting and special service 
work. Mr. Hinman formerly traveled 
in the Ohio field for the Prussian Na- 
tional and later the London Assurance. 
At one time he was connected with 
the Ohio Inspection Bureau. He left 
field work to go into the local business 
at Akron, O. He enlisted in military 
service and was discharged a_ few 
weeks ago. 

Miss Eva Yunker, daughter of 
Charles H. Yunker of Milwaukee, 
president of the Milwaukee Mechanics, 
died at the family residence, Aug. 4, 
after an illness of several months. Miss 
Yunker was 26 years of age. 


H. H. Walker, secretary of the west- 
ern farm department of the Home of 
New York, who is laid up in St. Luke’s 
Hospital, Chicago, recovering from a 
broken leg, was the recipient last 
Saturday of many letters and telegrams 
from his friends, it being the comple- 


tion of 53 years of continuous service 
with his company. The western farm 
office sent baskets of flowers to him. 
Mr. Walker is bearing his affliction 
with fortitude and fine spirit. 


Following his recent trip to Chicago, 
whither he went to appoint an Illinois 
state agent, Charles Lyman Case, 
United States manager of the London 
Assurance, will spend a few weeks 
upon his Maine farm, located eighteen 
miles from Poland Springs, and upon 
one of the best elevations in the Pine 
Tree State. The farm is one in which 
Mr. Case takes keen interest, and from 
which he derives no little comfort. His 
son, Charles E. Case, assistant United 
States manager of the North British 
& Mercantile, who is likewise a gentle- 
man farmer in a modest way and owns 
an attractive place near that of his 
father’s, left Aug. 8 for Maine, where, 
for a brief season, he will forget that 
the “surcharge” and kindred problems 
exist. 





Wayne Ridgway, only son of Secre- 
tary and Manager Charles H. Ridgway 
of the Western Millers of Kansas City, 
Mo., was killed last week in an auto- 
mobile, being run down by a railroad 
train at Lawrence, Kans. Young 
Ridgway was very highly regarded and 
had splendid ability. He was an in- 
spector for the company. 


Howard A. Archer of Paris, Ill., who 
was recently appointed western super- 
intendent of the Pacific Fire and Bank- 
ers & Shippers of New York, will have 
nine states in his territory. He has 
made an initial trip through Missouri 
to appoint agents. Mr. Archer is one 
of the live young insurance men of the 
west. He established his agency in 
Paris, two years ago starting with 
nothing. His family lives there and he 
desired to get some experience as a 
local agent. In two years’ time he has 
built up a premium income of $60,000. 
He has the district agency of the Phoe- 
nix Mutual Life and is general agent 
for the Globe Indemnity for several 
counties. Mr. Archer started in the 
insurance business as a solicitor of life 
insurance in New York for the Phoenix 
Mutual Life. He is a successful sales- 
man and came in contact: with the 
Pacific Fire people in New York as a 
life insurance man. 

He was one of the three men that 
devised and carried through the fed- 
eral farm loan plan whereby a floating 
policy is issued by the Pacific Fire to 
protect the interests of the farm loan 
banks loaning money to farmers. Mr. 
Archer was formerly connected with 
the Cambridge Press and when the war 
broke out he was in charge of its work 
in southern Africa, Iocated at Johan- 
nesburg. His career shows the suc- 
cess that follows a man who is alive 
in his community and equips himself 
technically, so that he can give sound 
insurance counsel to his clients. 


EVANS EMPLOYES IN GROUP PLAN 


Employes of the Continental, Fidel- 
ity-Phenix and American Eagle have 
been advised by President Evans of 
the consummation of a plan whereby 
every member of the staff on the pay- 
roll Aug. 6 will have his or her life 
insured at the expense of the employ- 
ing corporation, arrangements to that 
end having been effected with the Met- 
ropolitan Life. 

The individual protectron ranges in 
amount from $250 to $2,500 according 
to term of service. The free nursing 
serving of the Metropolitan Life is in- 
cluded. Further Mr. Evans states the 
pension plan guaranteeing annuities to 
all who have been in the employ of the 
companies for 25 years or more will 
be continued. 
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HUGGARD TO GREAT AMERICAN 





F. W. Shirer of West Virginia Been 
Made Ohio State Agent of 
the Springfield — 





R. T. Huggard, Ohio state agent of 
the Springfield Fire & Marine, has been 
appointed Ohio state agent of the Great 
American and American Alliance. Fred 
W.. Shirer, West Virginia state agent 
of the Springfield, is transferred to 
Ohio by the company to succeed Mr. 
Huggard. Mr. Huggard has been in 
the continuous service of the Spring- 
field for almost 40 years, starting as 
an office boy in the western depart- 
ment and working up through the vari- 
ous positions until he entered field 
work in Ohio. He has long been re- 
garded as one of the wheel horses in 
his state and has been a conspicuous 
factor in all the important movements 
insurance-wise in Ohio. When George 
B. Sedgwick was called to Chicago as 

assistant western manager of the Great 

American the company went gunning 
for big game and landed it. 

Mr. Shirer is one of the West Vir- 
ginia top-notchers, a man of splendid 
character and experience. He _ will 
maintain the excellent supervision that 
the Springfield has had in Ohio. 





HEFFERNAN GOES WITH SUN 





Secretary St. Louis Fire Underwriters 
Association Returns to Field with 
Headquarters in Omaha 





P. J. Heffernan of St. Louis has been 
appointed state agent of the Sun and 
Patriotic in Iowa, Nebraska and east- 
ern South Dakota with headquarters 
at Omaha to succeed Harold Rose, who 
returns to Oklahoma to take care of 
his father’s business. Mr. Heffernan 
is one of the best known field men in 
the west. For eight years he was con- 
nected with the Scottish Union & Na- 
tional, at the head office at Hartford, 
leaving there as an examiner to succeed 
John F. Stafford, who was. special 
agent in Iowa, Nebraska and Missouri. 
In addition to the regular work in his 
field he adjusted losses for the com- 
pany in Illinois, Kentucky and Ten- 
nessee. He filled that position for 13 
years. When he resigned he became 
an independent adjuster and for the 
last year and a half has been secretary 
of the Fire Underwriters Association 
of St. Louis. Thus Mr. Stafford, who 
is manager of the Sun and Mr. Heffer- 
nan are brought together again after 
very close association in the Scottish 
Union years ago. 


. 


Fred W. Larkin 


Fred W. Larkin, who has been as- 
sisting State Agent Tanner of the 
Cleveland National in Ohio, has gone 
with the Crum & Forster companies 
in that state and will assist State Agent 

. F. Murray. 








F. W. Doll 


F. W. Doll, formerly of the Standard 
of Hartford, has been appointed special 
agent of the Caledonian in Illinois, Mis- 
souri and Kansas with headquarters at 
St. Louis. 





R. B. Wallace 


Robert Bruce Wallace, who has been 
State agent of the Sun in Oklahoma, 
is returning to Denver to be special 
agent for the National of Hartford in 
Colorado, Wyoming and New Mexico. 
For a number of years he was con- 
— with the Rocky Mountain Board. 
He is the son of Robert Wallace of 


FRANKLIN WITH AUTOMOBILE 





National Board Fire Insurance En- 
gineer Will Locate in Chicago for 
Hartford Company 





T. Z. Franklin, the well known fire 
insurance engineer, who has been con- 
nected with the National Board, has 
been appointed special representative 
of the Automobile of Hartford and will 
supervise the service department that 
will be opened in the Insurance Ex- 
change building, Chicago, being in con- 
junction with the service department in 
the east. Mr. Franklin was formerly 
the inspector for the New York Under- 
writers, having headquarters in Chi- 
cago and is well known to western 
men. He has splendid ability. 

This makes two former western tech- 
nical men who are now connected with 
the Automobile. R. R. Stone, who was 
formerly inspector of the improved 
risk department of the- Phoenix of 
London in the west is home office 
special agent of the Automobile. 





F. D. HESS TO SUCCEED STUCK 





Well Known Peoria Field Man Has 
Been Appointed Illinois State 
Agent of American 





Fred D. Hess of Peoria has been ap- 
pointed state agent of the American 
in Illinois to succeed George W. Stuck, 
who becomes vice-president of the Cen- 
tral Fire Office which will have the 
western management of the Knicker- 
bocker, American Equitable and Manu- 
facturers. Mr. Hess is one of the lead- 








NINETY YEARS OLD 


HALE AND HEARTY 


The Franklin Fire 


Insurance Co., of Philadelphia 
ELDREDGE G. SNOW, President 


Organized 1829 Charter Perpetual 








“Nothing humbler than Ambition when it is about to climb.” 
—Benjamin Franklin. 


action. Without it there would be no progress, 

no growth. For nearly a century, starting in 
the city where American Independence was born, THE 
FRANKLIN FIRE INSURANCE COMPANY of 
PHILADELPHIA has aspired to furnishing the high- 
est type of insurance indemnity and to prove itself 
worthy of the confidence of its loyal Agents and its 
Policyholders. Under the new Management, as if 
born again, the ambition of the Company is still to 
render a bigger and better Service to its Agents by a 
hearty co-operation in all matters of mutual interest 
and by supporting unhesitatingly good business prac- 
tices. 


A MBITION has been called the mainspring to 











ing field men of the state who has not 
only been prominent as a business get- 
ter and agency organizer, but has taken 
a leading part in the Illinois Field Club 
and other organizations. Mr. Hess has 
two assistants, John B. Tetlow and H. 
B. Allen. Manager Charles FE. Sheldon 
will appoint another assistant in the 
near future. 





L. W. Snider and P. L. Randall 


L. W. Snider, Michigan state agent 
of the Concordia Fire. has been made 
state agent in Wisconsin to succeed 
Henry E. Miller, who recently resigned. 
Mr. Snider traveled in Wisconsin for 
the Westchester, and therefore, is well 
acauainted in the state. Paul L. Ran- 
dall of Detroit, who is now connected 
with the agency of Chas. N. Roe of 
that city, has been appointed state 
agent in Michigan to succeed Mr. 
Snider. 


Phoenix Assurance’s Casualty Plans 


That the Phoenix Assurance of Lon- 
don is seriously considering the organi- 
zation of an accident company inthe 
United States, as recently reported, is 
admitted by J. Sandeman Allen, marine 
manager of the company, who is now in 
New York. He states that no definite 
action will be taken, however, until data 
which he and United States Manager 
Beresford have been gathering, can be 
laid before Sir Gerald Ryan, general 
manager, and the board of directors. Sir 
Gerald had planned to visit the United 
States himself, but met with a serious 
accident and was unable to make the 
trip. 


Fireman’s Fund Helps Employes 


The directors of the Firemans Fund 
have authorized the payment of an extra 
month’s salary to the employes of the 
company throughout the United States 
to assist them in meeting the present 
emergency created by the continued and 
increasing high cost of living. A similar 
allowance was made in December, so this 


STATEMENT JULY, 1919 


Cale: ume oi oss So i eacacccovanacdasacedaendeuacedavgadseccccauees wr 316.10 
COED av:idancenecntnedsccedsndaasdbasduadunetahdadsedeenihens 1,000,000.00* 
BPA Saeco 5 dc an tds eacetescnGseneksdendeddeeysdagasda ew aacen dvs. ee 
PROG CII a Saks cn dececdendcdannewdscnansweadieseectudndadetanadas 1,210,498.91* 


“Surplus as regards Policyholders, $2,210,498.91 
Fire, Lightning, Automobile (Complete Cover in Combination Policy), 
Explosion, Hail, Marine, Profits and Commissions, Rents, Rental Values, 
Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Windstorm. 














;. _ THE AUTOMOBILE™ — 


INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 
$9,216,200.73 


LIABILITIES, EXCEPT CAPITAL 


$5,382,334.00 


SURPLUS TO POLICYHOLDERS 


$3,833,866.73 


LINES WRITTEN 


FIRE MARINE AR aes. 
TORNADO WINDSTORM MAIL P ACKAGE 
RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 

LLS COMMISSIONS USE AND OCCUPANCY 
CARGOES ft ee INLAND MARINE 
FLOATERS LEASEHO INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 
AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 


























the Paul B. Gaylord Agency in Denver. 














is the second in nine months. 
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Minimizing Fire Hazards— 


A New Talking Point 


Tell your most difficult client that 
the Foamite Firefoam Company 
will be glad to arrange a demonstra- 
tion at their own expense, on the 
client’s grounds under conditions 
that approximate his most danger-. 
ous fire hazard. 


The more dangerous the risk, 
blazing oil, gasoline, inflammable 
chemicals, etc., the more convincing 
the demonstration will be. 


If the client decides to install 
adequate 


mite 


= 





see the ae, are 
that he will—you can afford to con- 
sider him a good risk. 


If you will write us we shall send 

our booklet, “60 Seconds and Out” 

and give you what information you 
eed to talk convincingly. 


FOAMITE FIREFOAM COMPANY 


806 Fifth Avenue Bldg. NEW YORK 

















By G. A. 
NO TRUTH IN THE RUMOR 


The home office of the Atlas Assur- 
ance has cabled to its managers in this 
country that there is no truth whatever 
in the story published in one of the 
insurance papers to the effect that the 
Phoenix of London was purchasing the 
stock of the Atlas, and that the latter 
company might go into the control of 
the Phoenix. This periodical rumor 
regarding the Atlas comes forth peren- 
nially, but nothing ever comes out of it. 








STILL COLLECTING SURCHARGE 


Local agents who may be tempted 
to ignore the immediate collection of 
the 10 percent surcharge in view of the 
recommendation of a special committee 
of the National Convention of Insur- 
ance Commissioners, would do well to 
bear in mind that all present rates 
hold until changes therein are author- 
ized by the governing rating organiza- 
tions. The action of the committee 
referred to is recommendatory merely. 
The resolution will be submitted at the 
annual meeting of the commissioners 
in Hartford on Sept. 9-12, and if ap- 
proved by that body—as it probably 
will be—the companies will be formally 
notified of the action. 

in turn the matter will then be taken 
up by the company organizations. 
Meantime, let it be distinctly under- 
stood the charge is to be collected. 





SUMMER HOTELS GOOD RISKS 


Summer hotels throughout the east- 
ern resorts have proven satisfactory 








risks to the fire insurance companies 
thus far, and unless losses thereon are 
reported within the next six weeks, the’ 
class will close the season in a highly 
creditable manner. All of the resorts 
are liberally patronized and at figures 
that enable the hotel owners to recoup 
for the poor showing of the past two 
years. This obviates entirely all moral 
hazard. Physical dangers are carefully 
watched. If laxity in the latter respect 
occurs at all it will be at the season’s 
; end, when the properties are either be- 
| ing overhauled, or are being closed for 
| the winter months. 


| 





SPRINKLER LEAKAGE POLICY 


Among other important matters de- 
cided upon at the recent joint meeting 
| of representatives of the Eastern and 

|the Western Sprinkler Leakage Con- 
| ferences held at Buffalo, was the adop- 

tion of a revised form of sprinkler 
| leakage policy. The contract known 
las “Form B.” will be on sale on and 
later Oct, 1. 

Confusion having resulted with re- 
| spect to repairs and replacement clause 
| of the old sprinkler policy, certain com- 
j panies recognizing such claims, while 
others refuse to do so, the new contract 
clearly excludes all ‘liability for such 
cause. Indemnity against damage to 
the equipment, however, rider is at- 
tached to the policy. 








RIOT INSURANCE 


Companies report a great interest in 
the demand for riot insurance from the 
central west. Contrary to general ex- 
| pectations there was virtually no call 
| for this form if indemnity either dur- 
| ing or following the great street rail- 
| way strikes in Brooklyn. 











ATTITUDE TOWARD U. & 0. 
Until lately a majority of the com- 
panies have been viewing with disfavor 
the writing of use and occupancy in- 
surance upon stocks where replace- 
ments of manufactured goods, outside 
of raw material in manufacturing plants, 
was desired by the assured. This atti- 
tude has checked the wide sale of use 
and occupancy protection confining the 
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and machinery. The lack of definite 
opinion as to the rate to be charged 
for the different coverages has militated 
against the selling of this class of in- 
surance by agents generally. For in- 
stance, in an Ohio city, the other day, 
a very large concern desired a use and 
occupancy coverage upon its pay roll 
only. Instead of writing this as a part 
only of the expectancy of general use 
and occupancy coverage a demand was 
made for a higher rate than the entire 
usual coverage. This precluded the 
writing of the policy and brought about 
the feeling on the part of the insurance 
company that the assured company 
deemed this to be its only probable 
loss, and that in the event of loss, 
difficulty would arise in a satisfactory 
adjustment where one item of coverage 
under use and occupancy was to be 
considered only. 





RUBBER CEMENT HAZARDOUS 


The explosion and fire hazard of rub- 
ber cement, such as is used in auto- 
mobile tire repairing, was demonstrated 
in a recent accident at Chetek, Wis. 
The fluid was being taken out of a 
barrel and because it flowed slowly, 
one of the proprietors of the shop went 
about doing other work while the 
measure he was drawing the cement 
into was allowed to stand under the 
spigot. He was called away and quite 
a bit of the cement ran over the floor. 
In an adjoining room the vulcanizing 
was being done and suddenly there was 
a flash. The vapcrs from the cement 
had filled the room and ignited from 
the open flame in the vulcanizing de- 
partment. The burning liquid was 
thrown over the room and on two of 
the men at work. Another workman 
rushed each of them out into the grass 
and rolled them until the flames on 
their clothes were extinguished. Both 
were burned so badly, however, that 
they died within 24 hours. The damage 
done to the stock of tires was heavy. 








Passing Comment 








What They Are Talking About 
In Office and Field 




















SELECTING MORE CAREFULLY 
A® companies gain experience in the 
writing of riot, civil commotion and 

strike insurance, it is found that this 
business must be selected about 
carefully as straight fire insurance lines. 
When this form of indemnity was first 
put on the market, all of the com- 
panies writing the class eagerly ac- 
cepted nearly everything that was 
offered without much effort to deter- 
mine the desirability of the risk. 

There are certain features in the un- 
derwriting of riot and civil commotion 
insurance that must be watched. For 
instance, it has now become a well 
established fact that it is dangerous 
to write lines on factories employing 
Italian workmen. The Italians are the 
premier bomb throwers of the world. 
In Chicago, for instance, the experience 
on macaroni factories has been poor. 
Wherever there are a number of or- 
ganized Italian laborers there is likely 
to be trouble. Companies are begin- 
ning to shy at business offered by fac- 
tories employing a large number of 
Italian workers. 


as 


Enters More States for Reinsurance 

The American National of Columbus, 
O., is entering New York, Massachusetts, 
New Hampshire, New Jersey, Maryland, 
Delaware, North Carolina, Louisiana, 
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and occupancy insurance on buildings 


Texas, West Virginia, Montana and Ne- 
vada for reinsurance only. 
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CHICAGO PREMIUM RETURNS 


In reporting Chicago premium re- 
turns for the year ending June 30, a few 
errors have been made in the previous 
issues of THE NATIONAL UNDERWRITER. 
In order to provide correct figures for 
those who file this material for future 
reference the subjoined list is printed 
showing the correct figures for all com- 
panies which have reported their fire 
insurance writings in Chicago up to 
date: 














1919 1918 
Allegheny Und. .... 2,843 1,844 
MGIBATIA: 2.6. kiss 33,262 32,214 
American, N. J..... 267,348 233,995 
Amer. Eagle ....... 73,856 77,883 
Amer. Natl, O.....-. 38,127 23,854 
Assur. Co. of Amer.. 25,418 20,739 
po ee Eaee 8 -iceneens 
BO Pe ree 115,804 85,195 
Bank. & Shippers... *, Aree 
Ben PIAMe. ...kcee 28,281 27,304 
a 1,460 1,572 
Birmingham ...6s-. 16,985 16,585 
British Und. ....... 41,726 37,029 
SECT CLE 75,197 72,472 
Caledonian, N. Y.... 8,464 8,640 
Caledonian, Scot.... 79,001 75,962 
COMPOTINE. 6 isms s-vess 34,193 24,856 
Cent. Mfrs. Mut....  aererr 
(ol rer ener eran 41,687 38,349 
ees as sae cece cs 12,395 10,465 
City OF Fe Svc. issax 53,668 46,481 
Cleveland Natl...... 33,561 27,197 
Colonial, N. ¥...<.. 4,358 4,072 
ey BS eee 377,961 337,335 
Caml Un. No x... 105,103 90,472 
COMCETEGIS 2 cccdevscs 48/151 62,183 
Connecticut ........ 116,113 108,361 
Detroit, ©. & M..... 47,391 46,470 
Lo res ae 8,383 7,652 
errr ree 14,382 . 
Fidelity-Phenix 268,783 3,37 
t=” 9 Se 98,933 5,018 
Fireman’s Fd, ...... 143,765 »4$ 
Firemen’s, N. J..... 89,015 2, 
Firemen’s Unds..... 40,922 40,552 
CED eee ds we ee 43,473 46,155 
Globe & Rutgers.... 246,784 214,549 
Hamilton 558 17,812 
Hanover 107,276 
Hartford 378,957 
REE kkcaccceccscs BRE sé eccws 7 
Ind. Lbrmen’s Mut.. 4,414 7,741 
Industrial 18,205 16,874 
Ins. Und. 38,646 40,223 
lowa Und 35,684 34,834 
Lew URE .cscscecss 33,961 31,837 
L & L. & G, Eng... 458,102 439,781 
Lumbermen’s Mut... 7,332 6,909 
Lumber. Mut., Mass. 4,206 3,768 
Mechanics, Pa. ..... 41,868 42,176 
Mechan. & Traders. 14,673 16,746 
Merchants Ud., N. Y. 19,584 21,533 
Michigan F. & | Oa 52,418 45,802 
Millers Mut., Tex... 4,381 4,246 
BMT OWES. 20006006 Ss ) eae 
Milwaukee Mech.... 173,689 145,375 
Minn. Insp. Mut.... 1,387 3,198 
National, Ct........ 170,986 168,621 
Nat’l, France ...... 35,891 26,561 
Natl. Liberty ...... 189,473 164, 553 
NGOWAEE sc Sis ceccces 49,730 57,441 
New Zealand ....... REtGe «iceaeas 
INFRBOEE a5 6 c.c06 ste 79,984 80,099 
No. Branch, Pa..... 13,936 11,596 
Northern Assur..... poe >) ine 
North —- eeewawe 57,83 52,440 
RU bce ese 8,727 6,404 

Norwich Union awe 104,182 88,572 
OCMIG Bare. «<.6.6.6cc6 97,220 81,121 
CRG TRG ccccuiees Sen. hexane 
OMG Undies ss ccscs | errr. 
Pec IN, Wisecccus 73,244 67,218 
ig eee eee 170,472 156,007 
PStOrneHle 6.66664 6% 101,027 85,992 
Pawtucket Mut. .... 2,294 2,662 
Pa. Lbrmen’s Mut... 4,171 3,461 
Pa. Millers Mut..... 7,670 3,650 
People’s Natl. 6% 39,764 
Phenix, France 31,786 
Phoenix, Ct. 2 145,420 
QUGON. 6c cccwds ‘ 167,359 
PEGG 6-3 sere v6 60s oe «<“<eaewe 
Rhode Island ....... 55,414 46,936 
Royal, Bs. <..'s0<0% 439,112 429,690 
Security, Ci. cicecs 162,646 148,358 
MOM oc aceheen ene WERe . sc natens 
PROMS. ce ccccsces 101,018 85,829 
, re ere CS ae 
State AsS@UF. ....<.% ,166 9,563 
CE ak sé Ceeuedes 25,446 38,183 
StUYVERAME 2. .cccss 33,675 44,771 
RO Pc. foe eee es eer 
Ln, ore Pee eee 94,895 71,742 
POE filet 655.4 cen cae | eee 
M6 ee 3,249 4,182 
Und. Gt. Amer...... pa ¢ rere 
Und., Gt. West...... py | en re 
op I. 2 ae Sen. .dvespae 
UROMy IG Woh 66'sc0s 8,403 8,659 
Union Assur. ...... GG0Ge © &ccaccae 
United Firemen’s ... 16,425 17,549 
Us. ee MOR as cca < cs 33,331 be 536 
Virginia F. & M..... 53,443 
Westchester ....... 

Western Assur. 

V2 a a 

Yorkshire 





W. G. ALLBRIGHT RESIGNS 


W. G. Albright has resigned as su- 
perintendent of agencies of the west- 


cut. Mr. Albright will go into the local 
business at Elgin, Ill., where he has 
resided for many years. He has formed 
a partnership with Glen L. Russell at 
Elgin and the agency will be known as 
the Albright-Russell Company. Mr. 
Albright will continue to supervise the 
four counties surrounding Elgin for 
the Connecticut. : 
Mr. Albright is one of the veteran 
farm underwriters of the west. He has 
been with the Connecticut for about a 
quarter of a century. He is unusually 
well versed in farm insurance, spent a 
number of years in soliciting the busi- 
ness and has had much to do with the 
success of the Connecticut in its farm 
department in Illinois and other Mid- 
dle Western states. Mr. Albright was 
at one time Illinois state agent of the 
company. 

* ok x 
MUCH UNREST IS SEEN 


The employment situation in Chi- 
cago offices was never so acute or seri- 
ous as at present. Every office manager 
is confronted with a critical problem. 
Compensation to office employes has 
not advanced in the same degree as in 
the case of wage earners. The contin- 
ued increased cost of living on every 
side has put employes to it to meet 
their obligations where they have de- 
pendents. Increases in salaries have 
been made and bonuses have been 
given but the slack is soon taken up by 
increases in living cost. The pinch has 
come in every office and the managers 
are endeavoring to take care of the sit- 
uation as best they can. Undoubtedly 
the many recent changes among field 
men have been largely due to the op- 
portunities in the local agency ranks 
or elsewhere for a larger stipend. In 
the offices many of the minor employes 
have gone into manual work and are 
making more than they could in their 
former positions. 

One examiner, who has been giving 
a great deal of thought to the subject, 
suggests that insurance companies es- 
tablish a commissary under the aus- 
pices of the Underwriters Salvage 
Company so that insurance employes 
can make purchases at reasonable cost. 
He says that the insurance companies 
take over a number of stocks or can 
purchase goods in large quantities at 
wholesale prices, and by adding enough 
to take care of the operating expense 
can still sell to insurance employes at 
much less cost than they have to pay 
at regular retail establishments. 

Owing to the higher wages secured 
in various crafts younger men are keep- 
ing away from office employment. This 
is causing a larger demand for boys in 
the more subordinate positions. Alto- 
gether the office manager who has 
charge of the help and who does the 
employing and salary fixing is con- 
fronted with a human problem that is 
very serious. 

* * 
ISSUE OVER MUTUALS 


Secretary Harry P. Cooper of the 
National Association of Mutual Insur- 
ance Companies is considerably aroused 
over the protest that has been made 
against the Federal Land Bank using 
small mutuals to cover farm property 
where these banks have made loans. 
It seems that the protest was made 
against a small county mutual in Idaho 
which is alleged to have cash assets of 
$250, with insurance in force of $1,- 
500,000. Secretary Cooper says un- 
doubtedly an effort will be made and 
is being made at this time to discount 
the reputation of farm mutuals with 
a view to having their policies rejected 
by these banks. 

Secretary Cooper declares that there 
are a number of farm mutuals that at 
the end of the fiscal year have but 
little money on hand. They depend, 
he says, entirely -upon assessments 
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WM. B. CLARK, President. 
A. N. WILLIAMS, . 

E. J. SLOAN, 
GUY E. BEARDSLEY 
Vice-President and Secretary 

RALPH B. IVES, 

Vice- President, at Western Branch 
E. S. ALLEN, , ‘ Assistant Secretary 
W. ROSS McCAIN, Assistant Secretary 
W. F. WHITTELSEY, Marine Vice-President 
| a * ba e 4 arine Secretary 
GEO. L . BURNHAM, Comptroller 
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and intelligently ant 





Committees and all those who formulate insuranc 

18 years in this field. —Dixit et Fecit— 
Office with Knight, Smith & Co. 

Room 1568 Ins. Exchange, CHICAGO, ILL. Phone Wabash 3033 


in Chicago, Cook County and the Greater Metropolitan District. 


es 
Inspections {This inspectorate very properly gauges the expectancy of fire risks 


signed sells this talent to companies, agents, brokers and _ the busi- 
ness public, herewith tendering counsel to all State Insurance Officials, Legislative and Municipal 


icipates events before they occur. {The under- 


e laws designed for the public weal. 


C. W. PIERCE 


Independent Inspector and Fire Prevention Counselor 











« WYNNE & 


General Agents 


1554 Penobscot Bldg. : : 


NEW AMSTERDAM CASUALTY COMPANY 
Agents wanted in Michigan 
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KINSELLA .. | 
for Michigan | 
CAPITAL $1,000,000 | 


: : Detroit, Mich. 














215 East Douglas Ave. 
ALL LINES OF INSURANCE 
HANDLED 


The Wheeler, Kelly & Hagny Co. 
INSURANCE 


» WICHITA, KANSAS 


ENGINEERING DEPARTMENT 
IN CONNECTION. 








J. G. HUBBELL, Mer. 


NATIONAL INSPECTION CO. 
INSPECTION OF HEAVY RISKS 


108 SO. LA SALLE ST., CHICAGO 











GEO, A, MOWRY 
President 


W. A. GORDON 
Secretary 


WM. WALSH 
Ass’t Secretary 











Twin City Fire Ins. Co. 


MINNEAPOLIS 
Capital $500,000 














INDEPENDENT ADJUSTERS 





ILLINOIS MISSOURI 


QUINCY ADJUSTMENT 
& SERVICE BUREAU 


Well’s Building, Quincy GEORGE C. GILL, Mgr. 


ILL., WIS., IND. 
C.H.TAYLOR 
1866 Insurance Exchange, Chicago 
Phone Wabash 2546 
ADJUSTER OF FIRE LOSSES 


YLLINOIS AND EASTERN IOWA 
WESTERN ILLINOIS ADJUSTMENT 


IOWA 








Kansas Oklahoma Eastern Colorado 
WARREN ADJUSTMENT BUREAU 
R. B. WARREN, Manager. 


Fire Loss Adjustments for the Companies Only 
No. 229 Beacon Building Wichita, Kansas 





| NORTHES™ MICHIGAN ADJUSTMENT COMPAN® | 
iusters of Fire Losses 
206 ms Bide 01 Federal Ave. Saginaw, Mic 


MINNESOTA AND TRIBUTARY STATES 
J. F. MAIN & COMPANY 








UUREAU. 
62 S. Ch St., ne, Til. , 
i. BP. Arnold W. A. Bartleté 
Fire and Aatponpbile Losses. 


ILLINOIS INDIANA 
ELDRIDGE H. SPERRY 
506 & 7 Robeson Bldg., Champaign, Ill. 
Western Union or Long Dist. Phone (Office 147, 
es. 458) facilitates prompt service 


ILLINOIS 


THOMAS A. PETTIGREW 
Eades Building, Streator, Illinois 











Fire loss adjuster for the companies. Building Losses 
a specialty. 
North & Central Southern Eastern Western 


ILLINOIS WISCONSIZ. IOWA INDIANA 
BEN C. COOPER 
Central Lie Bldg., Ottawa, Illinois 
ADJUSTER OF FIRE LOSSES FOR THE COMPANIES 
34 years in insurance work 


NORTHERN Leona EASTERN IOWA 
ustment and Inspection Bureau 
STACEY M. CA Mane Manager Chadwick, — 
Adjuster of fire losses and inspector of risks 
for the companies. 12 years’ experience in in- 
surance work. 








General Adjusters. 14 years experience. 
506 Palace Bidg., Minneapolis, Minn. 
KANSAS 
JOHN M. KINKEL W. P. KINKEL 


KINEKEL ADJUSTMENT AGENCY 
« FIRE, TORNADO and AUTOMOBILE 
NEBRASKA WESTERN IOWA 
CONFIDENTIAL ADVICE & ADJUSTMENT BUREAU 
W. H. Hatteroth, Attorney and Manager. 
Inspection reports. Investigation and adjustment of 


all classes of claims. Cases handled in court if nee- 
essary. 1418 First National Bank Building, OMAHA. 





OHIO—WESTERN PENNSYLVANIA 
FRANK A. DUNNING CO. 


Claims & Adjustments 
Ohio Bldg., Akron, O. Main 50, O. C. 2667 


WISCONSIN AND MICHIGAN 
Pire Loss Adjustments. Wisconsin and No. Michiga: 
Over 25 ex 
DAVID LAWSON _ 
Room 1, Cook Block Oshkosh, Wisconsi+ 
Local-and: Long: Distance Telephone 786 








IND. ILL. EY. 
H. N. ODELL 
110 Upper Second Second St., i: vansville, Ind. 
Adjusters of Fire, Tornado, Aut»mobile and Iaiaud 








ern farm department of the Connecti- 
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Buckeye National Fire 


Insurance Co. 


Surplus to Policyholders $149,508.34 





ECONOMIC MANAGEMENT MAKING SPLENDID PROGRESS 





OHIO AND MICHIGAN AGENTS WANTED! 


















The COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 


DETROIT, MICH. 


ASSETS - - - - - 
SURPLUS TO POLI CYHOLDERS ~ - - 


$1,765,472.60 
1,096,744.07 


LICENSED IN 
Michigan, Ohio, Pennsylvania, New Jersey, Illinois, Indiana, 
Wisconsin, Iowa, Minnesota, New York, Massachusetts, 
Rhode Island, Louisiana, California, 
Tennessee and Kansas 
A Reliable, Progressive Agency Company Representatives solicited 

















ANTHONY MATRE 
President 


BENRY REIS, M. D. 
Vice-President 


JOSEPH BERNING NAPOLEON PICARD 
ice-President Secy-Treas. 


DIRECTORS 
THOMAS E. GALLAGHER HENRY REIS, M. D. 
JAMES F. HOULEHAN JOSEPH BERNING 
DR. FELIX GAUDIN HUGH O'NEILL 







NAPOLEON PICARD 
ANTHONY MATRE 
FRANCIS J. MATRE 


A good company for good agents 


MARQUETTE NATIONAL 


FIRE INSURANCE COMPANY 
INSURANCE EXCHANGE 


ASSETS OVER ONE MILLION CHICAGO, 













































THE INSURANCE ALMANAC 
For 1919 


THE MOST COMPACT, COMPREHEN- 
SIVE REFERENCE BOOK IN THE IN- 
SURANCE BUSINESS—COVERS ALL 
BRANCHES, FIRE, MARINE, LIFE and 
CASUALTY, GIVING UP-TO-DATE IN- 
FORMATION AS FOLLOWS: 


COMPANIES — Correct Corporate Titles, 
Addresses, Dates of Organization, Names of Officers, 
Directors, Territory Covered, Lines Written, Summary 
of Annual Statements giving salient features, Capital, 
Surplus, Reserves, Premiums, Losses, etc. Amounts 
written in various side-lines, Companies which write 
Special Forms of Insurance, etc. 

ORGANIZATIONS—National, State and Local. 

THE STATE—State Laws, Taxes and Fees, 
Summary of Workmen’s Compensation Laws of Each 
State. New Legislation of 1919. State Officials. 

WHO’S WHO IN INSURANCE—Biographical 
Sketches of Prominent Insurance Men, many of whom 
you know. 

INSURANCE ENCYCLOPEDIA — Definitions 
and Instructive Material for Reference on all kinds of 
Insurance. 


“If You Don’t Know, Look in the Almanac!” 


Send $1.00 to 
THE WEEKLY UNDERWRITER nteworx, 8 Y. 

















expenses. 
that the Farm Loan Board and the 
Federal Land Bank have treated the 
mutuals very kindly. He says, how- 
ever, there is a possibility of a great 
deal of dust being kicked up in attempt 
to prejudice these banks and the fed- 
eral farm loan board against mutual 
insurance policies as collateral. 

He addressed the Farm Loan Board 
at Washington with the request that 
if hearings were to be had as to the 
use of mutual policies as collateral the 
mutuals be represented. The Federal 
Farm Loan Bureau in reply stated that 
the attention of-the Treasury Depart- 
ment had been called to the condition 
of some of the small mutuals, that 
Commissioner Norris will discuss the 
matter with the complainants on his 
return. Secretary Cooper is anxious 
to find out who the complainants are. 

x kK * 

Cory, Moorhouse & Co., at Chicago, 
have been appointed Cook county man- 
agers of the Ohio Valley Fire & Marine 
of Paducah, Ky. 

*x* ok * 

The Bartholomay-Darling Company of 
Chicago has been appointed Cook county 
general agents for the American Equita- 
ble of New York. 

ak: Pak 

Charles P. Whitney of Critchell, Mil- 
ler, Whitney & Barbour of Chicago has 
returned from a trip to Seattle. 

* OF 

Vice-President Ralph B. Iwes of the 
Aetna in its western department has 
gone on a month’s vacation to his sum- 
mer home on Lake Champlain. 


DETROIT LOSS POINTS 

(CONTINUED FROM PAGE 4) 
its chief function is to confine a fire 
to consider its task well done if it 
can confine a blaze to the one risk 
and not endanger adjoining property, 
almost irrespective of whether or not 
the original risk is totally destroyed. 

In its report on the fire the Western 
Factory states: 

The primary cause of this loss is one 
which is present in many risks in De- 
troit. It is the overwhelming desire for 
production, all other things being sacri- 
ficed to this end. Where’ formerly 
manufacturers recognized the necessity 
of protecting all new additions and pro- 
cesses before they were put to use, now 
they are erected and put into operation 
over night and the installation of fire 
protection postponed to a _ convenient 
time or, more often, it awaits pressure 
upon the assured before it is under- 
taken. Even after an agreement has 
been obtained to install the necessary 
fire protection there is much delay, due 
largely to hesitancy of the assured to 
undertake the expense of sprinkler work 
which at this time is extremely high, 
the figures often being prohibitive in 
the minds of the assured. Again, after 
contracts are let, there is often a long 
delay in getting the material on the 
ground and the work executed. In this 
connection it should be noted that there 
is no large stock of pipe, fittings or 
sprinklers in the city of Detroit, these 
materials being shipped, after closing a 
contract, from Chicago, Youngstown, 
Chio, Warren, Ohio, or other headquar- 
ters of the sprinkler companies. All effort 
is being made to remedy the undesirable 
conditions and one inspector of this asso- 
ciation is giving his entire time to such 
matters. 

Rumors to the effect that this plant 
was not actively operated or even idle 
are not based on proper information. 
It was running fully and was producing 
its maximum output at the time of fire. 
A strike some weeks ago had long ceased 
to be a factor in production. 

This line covered sprinklered build- 
ings and contents only and was written 
by the Association as Classes 1 and 2, 
with a 50 percent loss estimate and a 
constitutional line of $20,000. It was not 
anticipated that a fire would communi- 
eate from either No. 6 or No. 1 to the 
other. 

The total insurance was $2,000,000, of 
which $1,775,500 was in the Association, 
the amounts in excess of the constitu- 
tional line of $20,000 per member being 
specially authorized. The assured car- 
ried no Use and Occupancy insurance. 

The loss is estimated between 60 and 
70 percent. 


An inferior actor, referring to the cab- 
bage which was thrown at him, said: 
—™ in the audience has lost his 
ea 








Secretary Cooper asserts | 





LOSSES OF 
THE WEEK 


























Chicago, IL, Aug. 2—There is quite a 
loss to the Northwestern Terra Cotta 
Company, Hermitage avenue and Diver- 
sey parkway. Insurance: 


Amer. Alli..$100,000 Minneap’lis.$ 15,000 


Brit. Amer. 55,000 Millers Nat. 15,000 
Connecticut. 25,000 N. B. & M. 75,000 
Coml. Union 15,000 Nat. U., Pa. 70,000 
Century ... i6; Nat. Hart... 150,000 
Fid.-Phen. 86,000 Pa. Und.... 35,000 
General .... 20,000 Phoen. Eng. 30,000 
Globe & R.. 19,000 Pitts. Und.. 20,000 
Hartford 25,000 Royal ..... 10,000 
Ins. Co.N.A. 75,000 Springfield... 35,000 
Mech. & Tr. 37,500 Urbaine ... 20,000 
Merchants . 45,000 ‘ 


Lanesboro, Minn., Aug. 6—The school 
building and contents, School District 
No. 158, suffered a probable $40,000 to 
$50,000 loss. The origin of the fire has 
not been determined, but it is believed 
it started in the attic of the building. 


Insurance: 

Springfield.. -Oi8: 000 Lon. & ee 5,000 
St. PAL. <5. 10,000 Fire Assn. ,00 
Continental . 10,000 Hartford .... 10, 000 


Bank. & al 10, 000 Home ....... 5,000 
Milw. Mech. 5,000 | L.. & L. & G. 10, 000 


Akron, Ohio, an guaff here is an esti- 
mated loss of 10 per cent to the building 
and garage of Blanch E. Hower, 144-148 


Nerth Union street. 4 Insurance: 

Amer. Cent...$2,000 Sun ......... $2,000 
Automobile .. 2,000 Granite os: 1,500 
Equitable .... 2,000 Fire Assn.... 1,500 
Phoenix ..... ,000 Phoen. Lon. 1,500 
Prov. Wash... 2,000 Eag.S. & B. dD. 1,500 
Springfield.... 2,000 


* * * 

Milwaukee, Wis., Aug. 9.—There is a 
considerable loss on the three-story brick 
store and hotel building at 145 Third 
street, owned by Gimbel Bros., and occu- 
pied by the Milwaukee Barbers’ Supply 
Co., Davidson Hotel, etc. The blaze was 
confined to the rear room of the barber 
supply company. The Davidson Hotel 
may make a claim on contents for smoke 
loss. Insurance on building: 


Fid. Phenix.$ 5,000 St. Paul .. hae 2,500 
Gr. American 17,500 
Hanover .... 5,000 Total . $22,500 500 
Hartford ... 2,500 


Insurance on contents of Milwaukee 
Barbers’ Supply Co.: 


Phoenix, Se ex ecawne $ 1,000 

Hartford ..$ 5,000 Mar. Nat’l... 1,000 
Am. Central. 2,000 Phenix-As. . 1,000 
Western ... 1,000 Girard ...... 1,000 
eee 1,000 Gr. American 1,000 
UNION «ccd 1,000 Globe & 
Commercial . 1,000 Rutgers .. 1,000 
Equitable .. 1,000 Phoenix .... 1,000 
Fid.-Phen. .. 1,000 Milwaukee 
PERN, 2.005 1,000 Mechanics. 6,000 
Niagara 1,00 

ma wieenes 1,000 Total ..6c. "$30,000 000 

Queen ...... 1,00 


* 

Lawrenceville, Ill, Aug. 6—There is a 
$350,000 loss to the Indian Refining Com- 
pany, Ine. Lightning struck tank No. 
127 containing 1,350,000 gallons of gaso- 
line. Total insurance carried $2,752,205. 

* * 


Kenton, O., Aug. 11—-There is a total 
less to the building and carriage tools of 


P. Houser. Insurance: 

OMIOnt. 2.6 $1,000 New Hamp...$1,500 

Citizens . - 1,000 Union Mut.... 1,000 
* * * 


Creston, Ia., Aug. 6—There is a total 
loss of $5,000 to the steam drying build- 
ing’ of the Tramp Bros.’ brick yards. 
The fire originated in the roof of the 
building from a spark from the furnace. 


Tulsa, Okia.—A a in the pressing 
room of the Palace Clothier, 322 South 
Main street, caused a $15,000 loss on the 
stock of clothing. 


Litehfield, Ill, July 31—There is a 
$3,000 loss to the Oxide Plant of the 
American Zinc Company of Illinois. Ori- 
gin unknown. 

* * * 

Toledo, 0., Aug. 4—Lightning caused a 
fire in the plant of the Citizens Ice & 
Cold Storage Co., damaging it to the ex- 


tent of $5, — Insurance: 
Penn. .......$29,000 N. B. & M...$12,200 
Hartford - 41,000 No. Amer.... 18,000 


Westchester. 35,850 
* * * 

Heyworth, Ill... Aug. 6—Fire destroyed 
20,000 bushels of grain in the elevator of 
the Harrison Ward & Co. The loss is 
total. 

* * * 

Toledo, 0., Aug. 6—There is a $25,000 
loss to the building and contents of the 
Electric Auto Lite Corporation, Cham- 
plain street. The fire started when a 
portable incandescent lamp was dropped 
and broken, igniting the vapors from 
the oven in which cords are dipped in oil. 


Chicago, IIL, pon 9—-Spontaneous com- 
bustion in the tar tanks is believed to 
have started the fire in the plan of the 
F. Becker Asphaltum & Roofing Com- 
pany, St. Paul and Winnebago avenues. 


(CONTINUED ON PAGE 30) 
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GOVERNOR MEANT BUSINESS 


Did Not Mince Words When It Came 
to Demanding Removal of the 
Surcharge 


COLUMBUS, O., Aug. 13.—Gover- 
nor Cox’s demand on the insurance 
companies to remove the 10 percent 
war surcharge tax did not come with 
any surprise to local agents as they 
knew such a move was brewing. The 
Ohio premiums run in the neighbor- 
hood of $21,000,000. At the very outside 
the surcharge would produce $2,000,000. 
Governor Cox accepted the surcharge 
purely as a war measure and laid em- 
phasis on the fact that it was levied by 
the insurance companies owing to in- 
creased hazards incident to war indus- 
tries. Seemingly he ignored the in- 
creased cost of operation and increased 
cost of adjusting losses and replace- 
ment. It is stated that at the confer- 
ence with the insurance men Governor 
Cox was very courteous in his remarks 
but when he found the local agents de- 
murring he abandoned his conciliatory 
manner and spoke words with the bark 
on them. While he did not say so in 
that many words those in the confer- 
ence inferred he would set the legis- 
lative machinery in motion in January 
not only to take off the surcharge but 
probably induct the state into the fire 
insurance business. There has been a 
sort of reaction against the insurance 
companies throughout the state because 
of the fact that the 10 percent plainly 
appears as a surcharge tax. Many pol- 
icyholders believed that this was a tax 
levied by the government. It is likely 
that the surcharge will be removed in 
due season but just when cannot be 
told. 





USE AND OCCUPANCY LEADER 





Not Much Attention Being Given to 
Other Side Lines in Ohio—Losing 
Auto Risks 


COLUMBUS, O., Aug. 13.—Ohio 
local agents are giving an ‘increased 
amount of time to the sale of the fire 
insurance side lines. There has been 
an unusual increase in the automobile 
business of the stock companies in the 
larger cities, but on the other hand, 
there has been in the rural communi- 
ties an almost entire loss of business 
already on the -books, the mutuals 
having become very active in the state. 
A number of mutuals have made an 
aggressive bid for business in the state 
and have been quite successful. 

Use and occupancy insurance seems 
to be getting more attention than any 
other of the newer fire insurance side 
lines. Most of the U. & O. business 
has been- secured by the larger city 
agencies, through the efforts primarily 


specialized on this class of indemnity. 
Those mercantile and manufacturing 
corporations which employ a man to 
assume charge of their insurance affairs 
have been found to be most responsive 
to a canvass of use and occupancy in- 
surance. It is significant that of the 
field men who have made a specialty of 
the fire insurance side lines, especially 
the younger men, many have, within 
the past two years, gone into the local 
agency business, 

In Ohio not many riot and civil 
commotion policies have been written. 
Objection has been made to the action 
of the eastern conference covering riot 
and civil commotion policies in re- 
serving the right of cancellation at any 
time. Many agents have refused to 
solicit this class of business as they 
must necessarily inform the assured of 
this reservation on the part of the 
companies, which is intended to pro- 
tect the companies from lack of knowl- 
edge of the true situation which may 
be only known to the assured and not 
to the agents or to the companies at 
the time of writing the business. 


Agents and Side Lines 


One of the leading Chio state agents 
in commenting on the solicitation of 
business by local agents said that the 
majority of agents give little or no at- 
tention to canvassing for the so-called 
side lines. Some go after the automobile 
business pretty hard, but few are active 
even in soliciting windstorm insurance. 
He says that his experience shows him 
that it is much easier to get a new agent 
who knows nothing about insurance to 
take up the side lines than it is to in- 
terest an established agent, as the latter 
seems to think when he has secured the 
fire line he is through with the assured. 
This state agent says that the local men 
are few and far between outside of the 
big cities that are doing anything in 
creating new business in the way of 
working up the side lines. 





Heavy Storm Loss in Ohio 


On Aug. 6 a ‘severe storm swept Ohio, 
killing four people, causing a loss of 
$2,000,000 and driving 200 families from 
their homes. Three persons were killed 
by lightning at Youngstown, and in Ash- 
land county $1,000,000 in building and 
crop damage was done. Forty bridges 
were washed away. Destruction of barns 
and crops by lightning is reported. 


S. W. Todd & Co., Meford Bldg., Akron, 
O., the real estate and investment firm, 
has entered the fire insurance field and 
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CALL MEETING AT STREATOR 


Annual Convention of Illinois Associa- 
tion of Insurance Agents to 
Be Held Sept. 24 


Secretary Shirley E. Moisant of the 
Illinois Association of Insurance 
Agents was in Streator last week ar- 
ranging for the annual meeting which 
will be held in that city Sept. 24. The 
Streator agents will give a smoker at 
the Elks Club the evening of Sept. 23, 
and there will be two sessions on the 
24th. The afternoon session will be 
open to field men and the public. There 
will be the usual annual banquet. 
George North Taylor, a former Illinois 
association president, resides at Strea- 
tor, as does O. B. Ryon, general coun- 
sel of the National Board. The officers 
are now preparing the program which 
promises to be a most interesting one 
in every way. 


ROW ON AT McLEANSBORO, ILL. 





City Attempting to Collect $55,200 in 
Occupancy Tax Fines From 
Fire Companies 


Companies are taking an interest in 
the suits filed by the city of McLeans- 
boro, Ill., against the companies op- 
erating in the city. An energetic city 
attorney has unearthed a city ordinance 
which provides that the companies 
must pay the 2 percent tax on gross 
premiums to the treasurer of the fire 
department on or before July 15 of 
each year. Failure to do this carries 
with it a penalty of $200. Agents in 
McLeansboro have never been particu- 
lar about tendering these premium 
checks promptly on July 15. As in 
every other city the payments were 
made whenever the agents got around 
to it. Learning this year that there 
would probably be trouble a number of 
agents tendered their checks to the 
collector on the 15th of July, but they 
were refused. Only one agent, W. 
Seavers, representing the Fireman’s 
Fund and the United States Fire paid 





is now seeking fire companies. 


the occupancy tax this year before July 





The Globe Fire Insurance Co. 
The Western Insurance Co. 


HENRY WACHTER, Manager . 
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KEYSTONE UNDERWRITERS 


DEPARTMENT OP 


All of Pittsburgh, Pa. 
Combined Capital - $ 900,000 Combined Net Surplus - - - $ 733,329 
Combined Assets - - 3,179,134 | Combined Surplus to Policyholders 1,633,329 


The United American Insurance Co. 
The Union Insurance Co. 


218 Fourth Ave., PITTSBURGH, PA. 
FISH & SCHULKAMP 
General Agents for Wisconsin 
Madison ¢ Wisconsin 


15. There are 26 companies operating 
in McLeansboro and $55,200 is involved 
in the suits now in the courts. 

The Sun, Milwaukee Mechanics, and 
Royal suits have been brought to trial. 
The Royal asked for a chatize of venue 
and won its suit. The attorney of 
McLeansboro has appealed the case to 
the circuit court. The court ruled that 
ordinance 27 under which the attempt 
was made to collect penalties was void. 
It held that the Illinois state statutes do 
not confer the power on any~city to im- 
pose a penalty, but that the city ordi- 
nance provides the only means of 
collecting the taxes imposed. The attach- 
ing of a penalty is reserved for the 
machinery of the state. The Queen has 
also been sued and its case may come to 
trial in the circuit court first. The com- 
panies have never paid this tax direct 
but have always relied upon the agents to 
serve notice upon them whereupon drafts 
were sent. There has never been an in- 
clination on the part of the companies 
to dodge this tax for the reason that all 
fire department taxes paid are deducted 
from the general state tax. It is thought 
by field men who are familiar with the 
situation that an enterprising city col- 
lector saw an opportunity to make some 
collection fees by the enforcement of an 
old and forgotten statute. 


Eldridge H. Sperry Retires 


Eldridge H. Sperry of Champaign, Il., 
one of the most prominent adjusters in 
the middle west, has retired from adjust- 
ing work for the time being, in order 
to look after his interests at Yazoo Delta, 
Miss. Mr. Sperry has limited his activi- 
ties to Illinois and Indiana, and has 
been very active as an independent ad- 
juster. 


Illinois Conditions Improving 


Firemen at the two engine houses in 
East St. Louis, Ill., which were closed by 
the city on account of a lack of funds, 
have been put back by popular subscrip- 
tion as a result of the efforts of a cit- 
izens’ committee of 20. The committee's 
action saved the city from a raise in 
rates. 

Arrangements have also been made for 
reestablishing the fire stations at Rock 
Island, which have been closed since Nov. 
12 of last year. 

Illinois cities and towns generally have 
kept their fire fighting equipment up to 
the pre-war standard in spite of rising 
costs and there have been only a few 
places where there has been any deter- 
ioration along that line. Some of them, 
however, have been inclined to rely too 
much on improved apparatus and espe- 
cially on motorized equipment and have 
not given the attention which they should 
to their water supply. One town which 
bought a new motor engine recently 
found when steps were taken to try it 
out that it was impossible to get enough’ 
water to make the proper tests and was 
advised to send the engine back and put 
the money into waterworks improve- 
ments. 





Watching Elgin Situation 


Close watch is being kept on the sit- 
uation at Elgin, and other towns on 
the Aurora, Elgin & Chicago electric 
line where the water supply has been 
affected by the strike of employes of that 
road. Several of the towns depended en- 
tirely on that company for pumping their 
water. It is stated that enough water is 
being pumped to give fire protection, 
although practically none is supplied for 











domestic use. There is some question as 
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Every policy is backed 
: CURIT by the entire assets of 
the Fire Branch. 


NORTH BRITISH & MERCANTILE 
INSURANCE COMPANY 


Fire, Tornado, Sprinkler Leakage, Automobile, Marine, Explosion, 


War Risks and Kindred Lines 


CECIL F. SHALLCROSS 
UNITED STATES MANAGER, 76 William St., New York 


Our Fieldmen and Engineers are 
prepared to give expert advice SERVI CE 


on Insurance Problems. 
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THE LIVERPOOL & LONDON & GLOBE 


Insurance Company, Limited 


Its United States assets are $17,083,985.30, every 
dollar representing UNITED STATES INVEST- 
MENTS, which are held in trust for sole protection 
of American policyholders and subject to strict 
supervision of State Insurance Department. 


WESTERN DEPARTMENT, 1144 Insurance Exchange, CHICAGO 
CINCINNATI DEPT., 401 Fourth Nat. Bank Bldg., Cincinnati, O. 














cURGE EL, FEENEY, President 


WARD T LYONS, Secretary-Treasure: A M. WAGNER, Supt. of Agencie: 


The Columbian Insurance Co. 


430 N. Pennsylvania St., Indianapolis, Ind. 


$529,005.00 
344,529.00 


The Securities of this Company are deposited with the Indiana Insurance 
Department for the Protection of Policyholders and Creditors 
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PIONEER 


Fire Insurance Company 


of America 


29 South LaSalle Street 
CHICAGO 














AN ILLINOIS 
COMPANY 








The Superior Fire Insurance Co. 
PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, Prest. EDWARD HEER, Sec’y and Treas. 

Why not make room in your agency for aconservatively managed, 
medium-sized American Company whose indemnity, trestment of agents 
and assured, will bear inspection for nearly half a century? 


Capital $400,000.00 Surplus to Policy Holders $730,417.59 
Assets $2,083,462.49 
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National Bibevty 


Insurance Gompany 
of America. 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK II 1859 
STATEMENT JANUARY 1, 1919 


Cash Capital . ° $1,000,000.00 
Assets $9,609,646.00 Net Surplus - $2,395,417.89 
Liabilities, inchading Capital -  7,214,228.11 Surplus to Policy Holders - 3,395,417.89 
HEAD OFFICE: 62 WILLIAM STREET, NEW YORK @ 














WOLFLE, STEFFELIN & COMPANY 


WONDERFUL SERVICE 


823 THE ROCKERY -- ADAMS & LASALLE STS. -- CHICAGO 


RESIDENT MANAGERS 


THE FRANKLIN LIFE INSURANCE CO. 


GUARANTEED low cost Life Insurance issued by the strong, 
conservative Life Insurance Company, operating over 3+ years 


WE RECOMMEND THE FRANKLIN LIFE 























to how effective the supply would be 
in case of a really serious fire, but it is 
believed that enough could be concen- 
trated to meet such an emergency and 
definite action has been held off on ac- 
count of the belief that the situation 
could not continue long, although it has 
now lasted for two weeks. The towns 
in question are also without electricity 
and are using candles, kerosene lamps 
and gasoline torches for illumination, 
but it is not considered that the hazard 
is seriously increased by that fact. 





Will Meet at Highland Park 


The quarterly meetings of the Illinois 
State Board and the Illinois Field Club 
will be held at the Hotel Moraine, High- 
land Park, Ill, Sept. 10, the day fol- 
lowing the meeting at which the Con- 
servation Association of Illinois will be 
brought into being. The Illinois Field 
Men will thus have a sole two days’ ses- 
sion at Highland Park. 





Indiana Hearing Sept. 17 


INDIANAPCLIS, IND., Aug. 12.—T. S. 
McMurray, rate expert of the Indiana 
insurance department, has returned to 
Indianapolis from the conference of the 
committee of state insurance commis- 
sioners at New York and will advocate 
the elimination of the 10 percent sur- 
charge in Indiana. A hearing on this 
subject before the Indiana insurance de- 
partment is scheduled for Sept. 17. The 
committee of commissioners in New York 
took action to recommend the removal 
of the surcharge at the coming annual 
meeting of the National Convention of 
Insurance Commissioners in Hartford, 
Sept. 9. 





Illinois Notes 


Clinton Hoit of Mt. Vernon, IIL, suc- 
— to the agency of his father, C. C. 
Toit. 

The Franklin transfers at Petersburg, 
Tl, from Yates & Thornton to Harry G. 
Balster. 

The Home has transferred at Momence, 
lll. from Thomas F, Payne to W. J. 
Ward. 

Frank A. Church, who has been in 
another line of business, has purchased 
the Walter Tanner Agency, at Paris, Il. 





Indiana Notes 


The Indiana State Firemen’s Associa- 
tion will meet at Marion, Aug. 20 and 21. 
There is considerable entertainment 
mixed with the business program. 

Following the recent visit to Indian- 
apolis of Claude F. Snyder, manager of 
the Henry Clay Fire, Fieber & Reilly 
have been appointed local agents for 
that company. The Henry Clay also has 
an agency with Emory C. Crawford. 

The Indianapolis Board of Public 
Saftey has recommended to Mayor Jewett 
the adoption of the two-platoon system 
in the fire department. It will require 
an increase in the force of one-third. 
The plan would go into operation Jan. 1. 





Wisconsin Notes 


Chippewa Falls has purchased 500 feet 
of additional fire hose. 


Beaver Dam has placed in service a 


new American-LaFrance motor fire 
engine. 
Waupun is taking preliminary steps 


| towards the purchase of a triple combi- 


nation motor truck. 
Carter & Morse, local agents at She- 


boygan, have reorganized under the 
‘name of O. S. Morse & Son. Ralph L. 
' Morse, son of O. S. Morse, has taken the 


' place of the late H. G. Carter in the firm, 


effective Aug. 1. 


The new Lion Store at Fourth avenue 
and Mitchell street, Milwaukee, which is 
being erected to replace the building de- 
stroyed by fire with a loss of $200,000 or 
more in February, will be equipped with 
a sprinkler system, the contract for 
which has been let to the Independent 
Aetna Co. 





Dakota Notes 


With hay at $40 per ton at Lead, the 
city officials are commencing to be of 
an opinion that their fire horses will soon 
be discarded for motor driven apparatus. 

The Mandan Loan & Investment Co., of 
Mandan, N. D., will hereafter conduct 
a general insurance business only, hav- 
ing dispensed with its abstract depart- 
ment. 

After building a fine auditorium, Dead- 
wood put a shingle roof on it, nothwith- 
standing the fact that the building is 
near the railway. A spark caused a 
fire on the roof, but fortunately it was 
discovered early. 

In order to reduce fire losses in the 
grain districts at this time, with harvest- 
ing and threshing under way, Commis- 
sioner Van Camp has issued a warning 
to threshermen and farmers suggesting 
methods of fire protection. 
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CRITCHELL, MILLER, 
WHITNEY & BARBOUR 
15th Floor, Insurance Exchange 
CHICAGO, ILLINOIS 


Over LP Years of pag ey 
Successful Operation in Chicago 
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BOUGHT AND SOLD 


tations Furn 


BABCOCK, "RUSHTON & COMPANY 


137 So. La Salle St. Central 8900 
CHIC. 








HOTEL WISCONSIN 


Big Hotel of Milwaukee 


HEADQUARTERS for INSURANCE MEN 
500 Rooms-400 with Bath 











ROSSIA INSURANCE CO. 


HARTFORD, CONN. 
FIRE and MARINE INSURANCE 














LEADING HOTELS 


Che Following Will Be Found the Headquarters 
for Insurance Men and Tue NATIONAL 
UnperwritEer Will Be on File in the 
eading Room at _— Hotel 
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MINNESOTA 
—_— ORMONDE 





Insurance Men’s Hotel 


VIRGINIA, MINN. 


NEBRASKA 
NEW On the Lincoln Highway 


ENSHAW HOTEL *u" 


T. J. O'BRIEN CO., Props. 
Home of Blue Goose 
$1.00 Without Bath $1.50 Up With Bath 


15th and Farnam Streets OMAHA 
NORTH DAKOTA 
HE GARDNER 


EUROPEAN PLAN 


25 combination sample rooms, bath, $2.00, a 50 
70 rooms with running water, $1.00 to $1. 

80 rooms with bath, $1.50 to $3.00 

Finest cafe in the Northwest. Cuisine unequaled. Rest- 
ful, quiet—only hotel in the city not on a car line. 


FARGO, N. D. 














A. H. Letmbacher, Mgr. 
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ATTITUDE ON NORTH COUNTRY 





More Companies Will Tighten Up Be- 
cause of Inadequate Forest Patrol 
Appropriation Recently Voted 





MINNEAPOLIS, MINN., Aug. 12— 
After making a thorough survey of the 
situation, a number of companies have 
withdrawn from the section of north- 
ern Minnesota that was in the path of 
the forest fires last October. The com- 
panies which have not altered their pol- 
icy to any extent since the big fires last 
fall are now expected to make a move, 
as the Minnesota legislature has ap- 
propriated only $85,000 for forest fire 
patrol. Field men assert that this is 
hopelessly inadequate, as the state for- 
ester, basing his estimates upon a de- 
tailed and scientific system of forest 
patrol, has asked for more than $300,000 
a year and stated that less than that 
sum would be inadequate to perform 
the necessary service. 

A number of companies have with- 
drawn from International Falls in the 
northern part of the state. There have 
been rather heavy withdrawals from 
Grand Rapids and other towns between 
Brainerd and Duluth. Contrary to the 
expectations, very few have withdrawn 
from the mining towns on the Mesaba 
range. These towns are not as a rule 
exposed to forest or brush fires. It is 
a small town tucked away in the brush 
that the field men are afraid of, and as 
there seems to be no inclination to in- 
crease rates, the companies are pulling 
up stakes. 

No companies are extending their 
lines in the wooded district. Those 
which are continuing have had an un- 
derstanding with the local agents and 
cautioned them about taking on new 
business. 

There has been no concerted action 
so far as withdrawals are concerned. 
A few, whose interests were small in 
the region, have gotten out of the ques- 
tionable area. Some companies having 
more general representation have gone 
over the list and picked a town here 
and there for withdrawal. A few com- 
panies which were rather hasty about 
withdrawing from the wooded district 
now find that they have about as much 
liability in this section as before, hav- 


ing taken on a rather large volume via; 


the reinsurance route. 


Fine School House Burns 


Even the very best school houses burn. 
At Lanesboro, Minn., the other day a fire- 
proof school house caught fire from the 
electrical apparatus which operates the 
ventilating system, causing a $45,000 
loss. There was $72,000 insurance car- 
ried. 


Duluth Agents Organize 


DULUTH, MINN., Aug. 12—The Duluth 
Underwriters Association, composed of 17 
lecal agents as charter members, or- 
ganized at a meeting held here last 
night. J. H. Harper was elected presi- 
dent and E. B. Dunning, chairman of 
the board of directors. The membership 
includes all representative agencies in 
the city. 





Chisholm Agency Incorporated 

The First National Company has been 
organized at Chisholm, Minn., to conduct 
the insurance business of the First Na- 
tional Bank of Chisholm, The company 
has been capitalized at $25,000. The 
agency will be continued in the bank, but 
its affairs will be operated separately 
from those of the bank. Officers of the 
company are Gust Carlson, president; 
Cc. A. Munro, vice-president, and C. L. 
Train, secretary-treasurer. S. J. Hirstio 
is the manager. 


Neglected Crops Not Allowed 
BISMARCK, N. D., Aug. 13—S. A. Ols- 
ness, insurance commissioner, has issued 
a statement to the effect that the state 
hail commission will not recognize claims 
for hail damage on crops that are left 
uncut and unharvested and not cared for 





im proper season coincident with good 
husbandry. The notice was issued to do 
away with the possibility of the state 
being required to make payments of hail 
losses on abandoned grain acreage, of 
which there is considerable in some sec- 
tions of the state. 





Markell Goes with Borhus 


Samuel W. Markell, who has been con- 
nected with the C. J. Hedwall Company 


; ot Minneapolis for 16 years, has joined 


the H. C. Borhus Insurance Agency and 
has taken charge of its city department. 





Minnesota Notes 


Max Cheeley and Eben Davis 
formed a partnership and entered 
local business at Elk River, Minn. 

The executive committee of the Con- 
servation Fire Prevention Association of 
Minnesota is composed of W. O. Cham- 
belin, Commercial Union; L. F. Daniel, 
Scottish Union & National; Wm. U. 
Knight, State of Pennsylvania, and W. F. 
Sweazea, of the Niagara. 


have 


the 
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SPRINKLER LEAKAGE REPORT 





St. Leuis Fire Prevention Bureau 
Issues Bulletin on Conrades Chair 


Co. Loss 





ST. LOUIS, MO., Aug. 13.—A re- 


port has been issued by the St. Louis | 


Fire Prevention Bureau on the recent 
sprinkler leakage loss which caused a 
damage of $12,496 to the J. H. Con- 
rades Chair Co. and $2,200 to the 
Scharff-Koken Manufacturing Co. It 
seems that the head of one end of the 
pressure tank for the sprinkler equip- 
ment in the premises of the chair com- 
pany blew out with a loud report and 
great force, apparently loosening at 
the bottom first, blowing the head 
partly through the roof, breaking some 
sprinkler pipes then falling down on 
the floor, breaking holes through the 
floor as it fell. The tank had been 
pumped up by the engineer about an 
hour before and a few minutes before 
the head of the tank let go, one of the 
employes on the floor observed that it 
was leaking around the end rivets. The 
force of the recoil when the head blew 
out broke the discharge pipe under 
the tank and threw the tank itself 
back about eight feet. 

The tank was installed about thirty 
years ago and has been in continuous 
service ever since. It was approximately 
five feet in diameter and 20 feet long, 
having a capacity of about 3,000 gallons, 
being kept two-thirds full of water, with 
75 to 80 pounds air pressure. It was 
found that some places in the lower part 
of the shell and the heads which have 
been constantly under water had been 
reduced to rust and corrosion in the very 
thinnest places approximately from the 
eriginal one-fourth inch to one-eighth 
inch in the shell and from three-eighths 
of an inch to three-sixteenths of an inch 
in the head. Investigation showed no 
evidence of excessive pressure having 
been pumped into the tank. There was 








Opportunity for Examiner 


Dean Rater and Inspector desires 
position, preferably in or near 
Chicago. Field and Cook County, 
| also four years underwriting ex- 
| perience. Address 90-B, care The 
| National Underwriter. 


Middle West fire company wants competent 
examiner. Splendid opportunity for right | | 
man to develop into executive position. 
Address giving experience, referen-es and salary 


expected. All replies confidential. Address 
96-H, care The National Underwriter. 

















INCORPORATED 1851 ' 


WESTERN ASSURANCE 


COMPANY 


OF TORONTO, CANADA 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTION AND 
STRIKES—MARINE AND TORNADO INSURANCE 


Assets January 1, 1919, in U.S 


; 4,693,580.53 
Surplus in the United States..................00.0000000 00. . 


1,733,616.33 
inclusive, $45,098, 883.86 











FIRE, MARINE, WINDSTORM, 
AUTOMOBILE, SPRINKLER 
LEAKAGE, RIOT AND 
wurauce Company : 
of Walston! EXPLOSION INSURANCE 


STUART MORGAN, State Agent, Michigan, East Lansing 
CASHMAN & EVANS, General Agents, Colorado, Denver 
N, T. JULIAN, State Agent, Ohio and West Virginia, Columbus 
F. G. HERMAN, State Agent, Indi.na and Kentucky, Indianapolis, Ind. 
P. P. WIPPELL, State Agent, Illinois and Wisconsin, P.O. Box 225, Chicago 
O. i: PRICE. State Agent, Missouri, Kansas and Oklahoma, Kansas City, Mo. 
E. S. FREEMAN, State Agent, Iowa, Nebraska and Minnesota, Omaha, Nebraska 















Capital and Surplus 
$250,000.00 


Ss 


Rein surance 


American Merchants 
Fire Insurance Company 











Kansas City Missouri 








Incorporated 1833 


British America Assurrance Co. 


HEAD OFFICE—TORONTO, CANADA 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS AND STRIKES 


United States Branch, Ist January, 1919 


fo EERO ET OEE CE PET PRY Y EET OE? BEE ELM ELS EER Ee? Tey te peer Sapien rr -$2,462,182.24 
“SUTTER I RS PS EDO EES ARID WP Mr eu: Syete ahmed 1,645,684.41 
Ia assed iinses550 Sosa taadeatendgaevaneebaas the kdasoeei taste aude $ 816,497.83 


Total losses paid in United States from 1874 to 1918, inclusive, $26,197,532.58 
W.°B. MEIKLE, President and General Manager. 











Capital Fire Insurance Company of California 
Agents wishing to represent a high class progressive company, apply to 
BIERCE & SAGE Co., Michigan State Agents 
219-220-221 Hammond Bidg., Detroit 
Correspondence solicited for direct lines or re-insurance on mercantiles and special hazards where not represented 
Prompt Service Telephone, Cherry 5154 














ro relief valves in the air line from the } | 


to competitors by not submitting to the assured an estimate for equipping 
their premises with AUTOMATIC SPRINKLERS. We will co-operate with 
agent and assured and submit figures showing sprinkler cost as well as in- 
surance saving, and extend payments ozer several years if desired. 


Address ENGINEERS, 86-X, care The Nationa! Underwriter. 











96 Maiden Lane 





KING, ALLEY & LAWRENCE 


GENERAL AGENTS New York City > 


Acceptable fire risks solicited from agents and brokers in all parts of the 


United States and Canada 














IMPERIAL ASSURANCE COMPANY 


Enables its Agents to take advantage of progressive movements and new features in 
insurance. The Imperial writes Use and Occupancy, Sprinkler Leakage, Tornado, Profits, Rental and other special 
classes in addition to its regular Fire lines. This gives an Agent facilities to fully meet the requirements of his patrons. 


West:rn Department; 

Insurance Exchange, Chicago 
Head Office: 

100 Williams St., New York 
Pacific Department;  . 

343 Sansome St., San Francisco 
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“A Staunch and Reliable American Company” 
M. FERRY President 
Bi BOOTH, Vice-President 


F. A. SCHULTE 
Treasurer 







“38 Years of Honorable Indemnity” 
CASH CAPITAL, $400,000.00 
Surplus to Policyholders, a ae 45 


Asscts, $1,950,400.05 
tM. T. BENALLACK’ General Agent, Home 


Losses paid over $9,414,889.24 
Department, DETROIT, MICH. 














HOTEL FONTENELLE 
OMAHA, NEB. 
GREGORY, Manager 


Knee nme 


330 Rowne—500 Baths 
RATES 
One person - « « «» (Ree 
Two persons - - $3.50—$7.00 


H. EDGAR 








INCORPORATED 1720 


Royal EXCHANGE ASSURANCE 


LONDON, ENGLAND 


UNITED STATES BRANCH 


RICHARD D. HARVEY 
92 WILLIAM STREET, NEw YORK 


UNITED STATES MANAGER 








WM. L. DICKELMAN HENRY J. WOESSNER HAROLD J. BARBOUR 


DICKELMAN, WOESSNER AND BARBOUR 


Successor to Wm. L. Dickelman & Co. 


Insurance Exchange General Agents u. S. and Canada) Excess Lines 


Telephone Wabash 
B ng hicago 5509 








Nearly Fifty Years of success under same managemen} 


INCORPORATED 1876 


THE OHIO MUTUAL FIRE INSURANCE CO. 


















Total Cash Assets $300,319.63 SALEM, OHIO Net Cash Surplus $221,123.76 
Losses Paid Since Organization, $1,252,848.24 

J.R. VERNON, President J. AMBLER, Secretary 
Business od reese 

If 7, oh one years 
amenes business 
to the this Com- 
pany has 
sate Gua Tp abe 
Ohio tested a loss 


f 


Dayton, O- 








The Leading Mutual Fire Insurance Company on the Pacific Coast 


Northwestern Mutual 
Fire Association 


F. J. MARTIN, Pres. H. K. DENT, V. Pres. M. D. L. RHODES, Secy. 
Chicago Representative, JAMES S. KEMPER, Lumber Exchange Building 











MAIN OFFICES, CENTRAL BUILDING, SEATTLE, WASH. 


‘ 
' 








SCOTT RUTLEDGE, President W.A. RUTLEDGE, Secretary 





THE LARGEST AND LOWEST PRICED HAIL INSURANCE ASSOCIATION 
IN THE WORLD. INSURES GROWING CROPS 





HOME OFFICE - - “ - DES MOINES, IOWA 











pump in the pressure tank. In its com- 
ment upon the case the bureau states 
hat “This unusual occurrence emphasizes 
the importance of the necessity of in- 
sisting upon installation of reliable re- 
lief valves in air lines, not only in new 
equipments, but also in old equipments, 
where, for lack of experience or definite 
rules governing at time of intallation, 
relief valve may have been omitted.” 


NEW REPORT ON WICHITA, KAN. 


National Board Engineers Call Atten- 
tion to Inadequate and Obsolete 
Fire Alarm System 


The engineers ‘of the National Board 
have made a report on Wichita, Kans., 
finding that there has been considerable 
improvement in the distribution system 
since the report of 1911, but the quan- 
tity of water available for fire protec- 
tion in the congested district is stiil 
inadequate. The engineers say that the 
situation relative to fire alarm trans- 
mission is critical and calls for the 
immediate installation of a mode:n 
system. At the present time entire de- 
pendence is placed on telephone service 
for fire alarm. The engineers say that 
experience in other cities shows there 
is always a possibility of the wrong 
location of fires being given over the 
telephone and locations being incor- 
rectly taken at fire stations, of inter- 
ruption of telephone service by broken 
down cables, the total interruption of 
fire alarm service occasioned by 
strikes affecting the telephone com- 
panies over which the city has no con- 
trol. The engineers recommend the 
appointment of a suitably qualified 
building inspector to devote his entire 
time to the duties of this office. It is 
also recommended that a determined 
effort should be made to remove over- 
head wire obstructions. The engineers 
say that an engine company is needed 
at a new station in the vicinity of Har- 
rison and Porter avenues. 


SURCHARGE IS OFF IN KANSAS 


Companies Retain All Collections Made 
Up to Aug. 1—Injunction 
Suit Dismissed 


TOPEKA, KAN., Aug. 12—The war 
surcharge has been taken off Kansas 
business, effective Aug. 1. The suit 
now pending in the Shawnee county 
district court to enjoin Commissioner 
Travis from enforcing his order that 
the surcharge be removed is to be dis- 
missed at the expense of the compa- 
nies. The companies are to retain the 
surcharge collections made on all busi- 
ness written up to Aug. 1. Money col- 
lected since that date will be returned 
to policyholders. 

This is the effect of the agreement 
made between J. M. Thomas, represent- 
ing the fire insurance companies op- 


erating in Kansas, and the commis- 
sioner, and approved by Richard J. 
Hopkins, attorney general. It ends 


the litigation over the application of 
the surcharge and settles the row which 
has been going on between the com- 
panies and the department for several 
months. 

Collections under the surcharge have 
averaged about $40,000 a month. Since 
April 1, when the department ordered 
it removed, the collections have been 
kept virtually in escrow, awaiting the 
decision of the court as to whether the 
companies should be allowed to keep 
the money or return it to the policy- 
holders. 


Kansas Requires New Reports 


TOPEKA, KAN., Aug. 12—Stock fire 
companies doing business in Kansas in 
their annual reports for the present year 
will be required to show all of the rein- 
surance of Kansas business they have 
written for other companies and also 
that ceded to other companies. The 
blank will require the name of the com- 
pany reinsured and the reinsuring com- 


pany, also the gross premiums, the pre- 





miums on reinsurance cancelled and the 
net premiums on risks reinsured. 

There will also be an agents’ commis- 
sion schedule in which the companies 
will be required to show the exact 
amounts paid to agents during the year; 
also a schedule for all the officers and 
employes of every company, where they 
live, the capacity in which they serve 
and the salary they receive. This in- 
cludes not only officers and employes in 
general offices but every employe of the 
company. 

A paster schedule will be required to 
show the expenses of each company in- 
curred against the premiums collected 
in Kansas, the amount of unearned pre- 
miums on Kansas business and the in- 
crease or decrease in unearned pre- 
miums. 





School Insurance Divided 


DES MOINES, IA., Aug. 12—Every local 
agent in Des Moines gets his share of 
the fire insurance on the Des Moines 
school buildings. The school board de- 
cided to insure the structures for 50 per 
cent of their entire value but the fire- 
proof buildings are to pay premiums 
kased upon 30 per cent. The total annual 
premium will be $11,744.11. This is to be 
divided among the representative under- 
writing agencies. Some years ago the 
school board tried a_ self insurance 
scheme but gave it up as a bad job. 





Iowa Meeting Aug. 15 


DES MOINES, IA., Aug. 12—The Iowa 
Fire Prevention Association and the Con- 
servation Association of Iowa have been 
called to meet at the Harris Emery tea 
room Aug. 15 to take up the matter of 
reorganization in accordance with the 
plan adopted at the recent Chicago meet- 
ing. 


Ruling on Grain Insurance 


TOPEKA, KAN., Aug. 12—While grain 
insurance cannot be written for less than 
66 days under the rules of the fire insur- 
ance companies doing business in Kan- 
sas, the insured may cancel the insur- 
ance at any time he sees fit. This is the 
ruling of Commissioner Travis in re- 
sponse to several requests for an opinion 
by agents operating in the state. The 
cancellation is to be made on the basis 
of the short rates of the annual premium 
rate. 





Wants State to Make All Rates 

TOPEKA, KAN., Aug. 12—The com- 
plete handling of all rating matters in 
Kansas by the state and the compulsory 
use of the state’s rate sheets will be 
urged before the next legislature by 
Commissioner Travis. The last legisla- 
ture gave the department $17,000 for 
making inspections and testing the rates 
promulgated by the bureau and this work 
is just now under way. The engineers 
are now testing the water and fire fight- 
ing situation at Parsons and Coffeyville 
and may order a reinspection of these 
towns for the purpose of a lower classi- 
fication. 


Report on Kansas City, Kans. 

The National Board’s engineers have 
made a survey of Kansas City, Kans., and 
made some recommendations as to fire 
fighting facilities. It is urged that an 
additional 15,000,000 gallon high lift 
pump be provided; that the filter ca- 
pacity of the water works plant be 
increased to more nearly meet the maxi- 
mum consumption rate; that the distri- 
bution system be strengthened by the 
early installation of mains along a num- 
ber of streets. The engineers call atten- 
tion to the urgent necessity of discon- 
tinuing the present unsatisfactory method 
of transmitting fire alarms and the im- 
perative need of a modern fire alarm 
system. At present the alarms are trans- 
mitted by telephone. 





Nebraska to Hold Meeting Soon 

OMAHA, NEB., Aug. 13.—Nebraska is 
certain to permanently adopt the fire pre- 
vention and conservation organization as 
advocated by F. M. Pond, in his report of 
the recent conference in Chicago. Chair- 
man Lyle will call a meeting of the 
Conservation Association soon, when 
plans for the future will be discussed. 
He will retire from the chairmanship 
at that time, as he has been in the har- 
ness two years. 





Nebraska Hail Business Good 
OMAHA, NEB., Aug. 13.—The last bus- 
iness has been written in the most suc- 
cessful hail insurance year the state of 
Nebraska has ever had. Many losses 
(CONTINUED ON PAGE 18) 
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THE LARGEST EXCLUSIVELY AUTOMOBILE 
MUTUAL IN OHIO 


The 
NATIONAL 
MUTUAL 


Insurance Co. 





Writing Full Floater, Fire, Lightning, 
Windstorm, Explosion and Theft 











CELINA, OHIO December 31, 1918, we had over 19,000 Policy Holders, Nine 
Mullion Theft and Eleven Million Fire Insurance in torce. 
E. J. BROOKHART, 


Secretary Live Agents Wanted in Ohio and Indiana 











cpeht AMEp, 4.00 
<, a7 GREAT AMERICAN AGENTS 
& : + 20,000 
OHIO POLICYHOLDERS 
25 





HOME OFFICE OFFICIALS 
AND EMPLOYEES 


All working together for mutual saving 
and protection, has made the Great Amer- 
ican a company of the people, by the peo- 
ple, for the people. Correspondence from Ohio 
agents given prompt and friendly consideration 


“penis 


MANSFIELD.OHIO. 








HEALTH and ACCIDENT INSURANCE. 
AUTOMOBILE INSURANCE 


Fire, Theft, Collision, Property Damage, Public Liability—Full Coverage 
At Actual Cost—Participating—Three Year Policies 
Extra Low Rates to Rural and Small Town Auto Owners 


The Liberty Mutual Insurance Company 








4%. BR, JONES, Secretary and Manager DAYTON, OHIO 











pk 


ona 


| TODAY 


LIVE AGENTS WANTED 
TO WRITE HAIL AND CYCLONE INSURANCE. 
TERRITORY OPEN IN ALL NORTHWEST STATES. 
PER CENT COMMISSION. 


WRITE — ST. PAUL MUTUAL HAIL & CYCLONE INS. CO. 
805-6 Pioneer Bldg., St. Paul, Minn. 





———>—- = 














The Union Mutual Fire Insurance Assn. 
of Emmetsburg, Iowa 


INCORPORATED 1897 
P. J. SHAW 
President 


GEO. H. BAKER 
Secretary 













HE Central Manufacturers’ for the first six months of 1919 had the 
best experience in the history of the Company. Its net cash surplus 
has now reached the sum of $678,459.38, with an increase of cash assets 
to $1,387,266.95. 











I So. La Salle Street Chicago. 








THE BUCKEYE UNION INSURANCE CO. 


Elmer D. Webb, Pres. Lima, Ohio 


Ohio’s Youngest Company Specializing on Automobiles 


Ira E. Wagner, Sec. 











The fact that we are youthful means we have openings 
for good agents in Ohio. Address Home Office. 











KNOX MUTUAL INSURANCE CO. 


Incorporated 1838 MT. VERNON, OHIO 
SURPLUS OVER $200,000.00 
Business Confined to Ohio 
B. M. ALLEN, President 





H. S. JENNINGS, Secretary 
) 











“* Fire Insurance as You Would Write It’’ 
The Merchants Fire insurance Co. of Indiana 


The Indiana Retail Merchants Mutual Fire Ins. Co. 
Mutual Company) 
Both Companies under same management in the same office, 
Gome Office: Suite 804 Merchants Bank Ralph B. Clark, 
Indianapolis Secretary & Mgr. 





OHIO UNDERWRITERS MUTUAL FIRE INS. CO. Y“S:re"* 
Organized 1903 Cash Surplus Over $50,000.00 


Conservatively Managed C. M. PURMORT, Secretary 








GRAND RAPIDS MERCHANTS MUTUAL FIRE INSURANCE COMPANY 


325-28 HOUSEMAN BUILDING, GRAND RAPIDS, MICH. 
A Clean Company Operating in Michigan Only 
ANTHONY KLAASEN, Pres. WM. A. HAAN, Secy. PAUL HOEKSTRA, Treas. 





THE AUTO OWNER WANTS fitste'one' reason we write it the way we do. 
THE AGENT WANTS THE SAME KIND 


MID -WES at's anot reason 


MUTUAL AUTOMOBILE INDEMNITY ASSOCIATION 
Wichita, Kansas. r+ 3 J. B. HENDERSON, Secretary 











~ AMERICAN MUTUAL INSURANCE COMPANY 


Agents Wanted in Ohio, Indiana and Illinois 
FIRE, TORNADO, AUTOMOBILE and MARINE 
J. W. McGINETY, Secretary. 





Indiana Pythian Bldg., Indianapolis 








—The Original Druggists’ rey és msurance Company— 
neorporat 
THE RETAIL DRUGGISTS’ MUTUAL FIRE INSURANCE COMPANY 
Cincinnati, Ohio, 81 Atlas Bank Bldg. 
Total Assets — 855.70. Operating a in Ohio and Indiana 
PHILIP LEHR, Pres. ROBT. ey D, T: C. L. McINTIRE, Secy. 
Agent: C. C. FELTS, Ft. a... Ind. 








The Merchants’ and Manufacturers’ Mutual 


Organized 1876 Insurance Company Mansfield, Ohio 
Jomal amount at ob 36. 932,379 Net cash surplus, $85,889.39 
Total assets, $137,900.53 


Contingent assets, 339,310.95 
Writing a general classification Auto fs 

Annual dividends to policyholders 
S. N. FORD, President G. W. DeYARMON, Secretary 


ire floater department 





Richland Mutual Insurance Company 
MANSFIELD, OHIO 
Incorporated 1850 

TOTAL ASSETS 
~A. C. CUMMINS, President 








$2,486,445.48 
BUSINESS CONFINED TO OHIO R. SMITH, Secretary 








E. J. Forney, Pres. 
Incorporated 1873 


Dayton Mutual Fire 


DAYTON 
Insurance Co., “oto 


B. C. COLEMAN, Secy. OF MANSFIELD, OHIO 


Conservative and Careful - 





Managemeut Insurance = $8,918.528.00 
AGENTS WANTED Total Assets 472,284.09 
Address Home Office. ~ 











J. M. Cook, Sec’y 


Mansfield Mutual 


Fire Insurance Company 


An Agency Company 











LOST POLICY 


CERTIFICATES Farmers Alliance 


Save 5 — antive = rewriting a pol- Insurance Company 
icies, and trouble of calculating earned pree 
miums. No troublesome signatenen to be of Kansas 


obtained. Safer than 


utting out a second _ 
policy. @ Designed by Carey & Zimmerman. McPHERSON, KANS. Organized 1887 


— fom at imeeee hio. Thousands Pentima and Coating ent Assets, $610,000.00 
sis sito Sito gras ‘2 Sao Mo WANTED—First clase Adjuster, also 

— Sold by — Assistant Manager. Agents wanted in 
THE NATIONAL UNDERWRITER unoccupied territory. 


Rough Notes 


Chicago Indianapolis NewYork Cincinnati I.F_TALBOTT,Pres. C.F.MINGENBACK, Secy 
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“INTRODUCTORY 


HOW TO INCREASE 
Insurance Managem' Incom: 


Insurance Companies’ | 
Tnsuray Agents 


Mr. Live Insurance Manager: 








My name is Vance, (Ad-Vance). I am the 'Ihiian' wh 
past year, to help you increase your busipss -- tt 
you. 
I am here today to see what progressive-pprisions 
Premium Income -- this Fall-and-Winter -.éni to ry: 
Now is the time to talk Turkey. If you wifl follow 
ow it is to be done. 
WHAT WE DO 
We originate Business Promotion -- Direct@y-Meil - 
We Prepare and Produce the Entire Work, the I6 
placed in the mails - or - sent to your pnts. 
ANSWER 













Well, Mr.Vance, we haven't had anything 
much advertising -- and has gone along ~ 
upon our agents. 


We have expended enormous sums -- for 
but have never seen any direct results. 


That is just the trouble -- Mr. L. I. hh, 

ecause you have never had a logical p 
paigne In fact, the Instruments you have 
duce business. Such articles may keep 
good, in Reaching the assured. 


OFFER 





Supposing Mr. L.I.M., we should make up 
Intensive and Effective direct-by-mail 
to be made -- you of course, will be in 
propose to do for you, Mr. L. I. M. 


Mr. Vance, if you will guarantee to make 
co-operation of our agents -- and place! 
glad to have you submit the plans. 


We will do it, Mr. LeI.M., in fact, we WB do even 
not only producing business, -~ but will Beate age 










We guarantee there will be no obligatiot,Bn your p 
approval, as a principle. 
There need be no time or work involved ,ory 
the finished articles -- as we ship the Moments 
-- and they in turn, distribute by meil, F otherwi 
RIOT AND CIVIL COMMOTION -- BUILDINGS Ii PURSE oF 
ALL CASUALTY LINES -- LIFE INSURE -- aRE 4 
Ashden 4 iS 
DAV . - - | Mana 








"delivered to \l 
~ Post Office. ie 
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@ Managem’ Incomes, 
rance Copanies’ Incomes, 
Insurang Agonts' Incomes. 





am the 'Rdian' who has been ‘on your trail' for the 
four busimss -- through your agents -- and theirs through 


ressive-pprisions you are contemplating, to increase your 
finter --¢ni to again offer my assistance and Service. 


If you wl follow me for a minute -- I will show you -- 


-- Direct@y-Mail -- Campaigns, and formulations. 
e Work, the Idea to the finished printed product - 
to your spnts. 


inything ng in mind, in fact, our company has never done 
» along --—n the same old way, year-after-year, depending 





-- for years -~ for Blotters, Calendars, and Novelties, 
results. 


L. I. Myf your company has wasted thousands of dollars -- 
gical p ned, well-thought-out, result-producing cam- 
s you havemeed (with all good intent} have no power to pro- 
may keep name before your agents, but do rietle, or no 


| make up &@ place before you, -=- for your use -=- the Most 

»by-inail e-, the Strongest intelligent appeal, possible 
‘11 be inteeted. Certainly. That is precisely what we 

[. Me 


96 to make® & plan for us -- which will bring about the full 
and place W@-- as a preferred company with them, we will be 
Anse 


fact, we do even more, our plans shall be the means of -- 
. but will Beate acencles gencies for you. 


obligation, Bn your part, if the ideas will not meet with your 
involved » OY your company, in the handling of any of 

, ship the #otments -- by parcel post -- direct to your agents 
.@ by mail, ¥ otherwise. 


FILDINGS 18 PURSE OF CONSTRUCTION -- AUTOMOBILE LINES <- 
FE INSURIG-- ARE ALL GOOD LINES TO CONCENTRATE UPON. 


- Our Se 






4 1, Manager, pte of Advertising Literature 
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NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 











TOKIO 


THE 


Marine and Fire 





Insurance Company, Limited 








United States Fire Branch 
J. A. KELSEY, General Agent 
80 Maiden Lane, New York 








H. W. MURRAY, Supt. of Agencies 19 So. La Salle St., Chicago 
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DETROIT NATIONAL FIRE 


Insurance Company 
41-43 John R. Street 
DETROIT - - - - - MICHIGAN 


PHILIP BREITMEYER, Pres. GEORGE K. MARCH, Sec. & Gen. Mgr. 























John W. McGinety 


ASSETS, $250,000.00 





lines, including Ocean and Inland 
Marine insurance. 





MacENANEY & McGINETY, Managers and Attorneys in Fact 





THE MISSOURI VALLEY 
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are still being reported on corn, but the 
small grain losses are all in. The state 
agent for the company ‘which has been 
longest in the hail field, says Nebraska 
has never seen such a year, and that 
competition is the one big reason for 
the amazing growth of the business. 

For sixteen years this company had 
the field to itself. During that time the 
highest annual total of premiums was 
$53,000. This year, counting the business 
done by the state and private compa- 
nies, the total will be $3,000,000 or more. 
Last year it was $2,500,000. 

The state, which has entered the hail 
insurance game, claimed two months ago 
to have written $400,000. It probably has 
reached the $500,000 mark by this time. 
The companies report that total loss 
ratios in Nebraska probably will be less 
than 50 percent. 


Would Change Hail Requirement 


TOPEKA, KAN., Aug. 12—An order di- 
recting the fire insurance companies op- 
erating in Kansas to remove the rules 
relating to prorating clauses in tornado 
and hail business and the requirement 
that hail coverage equal that of tornado 
coverage has been made by the Kansas 
insurance department. The order was 
sent to Paul W. Terry, head of the Kan- 
sas inspection bureau and attorney-in- 
fact for the companies. The department 
holds that hail and tornado are two 
separate and distinct hazards, bearing 
little, if any, relation to each other, and 





that the insured should not be required 


to carry insurance in excess of the 
amount of loss which he could possibly 
sustain by hail. 


Missouri Notes 


Cffices for the Kansas City branch of 
the Underwriters Adjusting Co. have 
been opened by Frank B. Welpton, the 
manager, -at 408-10 New York Life Build- 
ing. 

O’Brien, Hobart & Perrin have been 
appointed sole agents of the Pacific Fire 
at Kansas City, Mo., and Lawton, Byrne 
& Bruner have taken the sole agency of 
the company at St. Louis. 


George A. Olson, who has been at- 
tached to the Chicago office of the West- 
ern Adjustment, is now working out of 
the Kansas City, Mo., office, owing to the 
absence of A. JD. Fulton and the rush of 
business at Kansas City. 


Kansas Notes 


The city of Hutchinson has begun the 
work of removing some of the bad fire: 
hazards. The city commissioners, ac-. 
companied by the chief of the fire de- 
partment, are visiting all of the old 
structures in the business district and 
have ordered the removal of several of 
the worst*fire traps. 


Fire at Altamont, in Labette county, 
last week destroyed the two best busi- 
ness blocks in the town, causing a loss 
of $110,000, not more than two-thirds 
covered by insurance. In another fire 
at Milford, in Geary county, the loss will 
exceed $30,000, with about $20,000 insur- 
ance. Stone buildings on each side of 
the fire area prevented the spread of 
the flames. 


The articles of incorporation of the 
lowa Citizens’ Fund Mutual of Mason 
City, Ia., have been amended to permit 
the company to write fire, lightning, 
ternado and hail. 
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CALIBER OF TEXAS SPECIALS 


Field Men in State Have Developed 
Initiative and Ability to Supervise 
Large Territory 


DALLAS, TEXAS, Aug. 12—In the 
very nature of things Texas develops 
field men with the ability to supervise 
territory. Contact with Texas field men 
reveals almost at once the fact that 
they are well equipped to take a large 
stretch of territory under their super- 
vision. The distances in Texas are 
greater than in any state in the Union. 
Sleeper rides from one town to an- 
other are common. The field man who 
is transferred to Texas from another 
state is at first almost overwhelmed 
with the distances. It follows quite 
naturally then that the Texas field man 
who is not able to so arrange his affairs 
as to give all parts of the state the 
proper amount of attention must drop 
out. 

The successful Texas field man after 
a certain period of time develops what 
is really a small general agency. Many 
companies have two or three field men 
in the state. The Home has eight. As 
the agency plant develops additional 
field men are added. 

The state of Texas is as large as the 
Western Union territory occupied by 
many companies. The field man who 
understands the Texas situation is very 
soon given a free reign by the com- 
pany he represents. Texas is a state 
apart from the rest and the important 
field men in the state, men like Tucker 
of the Aetna, Snell of the Firemen’s 
Fund, Thomas of the Royal, Monagan 
of the Phoenix and Dargan and Mc- 
Larry of the Home and several others, 
make the decisions for the companies 
they represent in Texas. The compa- 
nies have seen the necessity of placing 
the responsibility for profit or loss in 
Texas in the hands of their Texas field 
men, as a result of which there have 
been developed in Texas field men able 
to make decisions, men of sound judg- 
ment and vision who are given a great 
deal of latitude by their companies, but 
do not abuse the privilege. At the 
present rate of increase it is safe to 
predict that within the next ten years 











all of the leading companies operating 


in Texas will have at least three or four 
field men traveling the state under the 
direction of one supervising head. 


Firm Name Changes 


L. A. Stevenson will be associated with 
the firm of Houstoun & Tyler at Houston, 
Tex., as of Aug. 15. Mr. Stevenson will 
have entire charge of the fire insurance 
department of the agency. For the last 
six years he has been with the State Fire 
Insurance Commission and at the present 
time occupies the position of chief rater. 
He has had charge of the department for 
raking and revising rates for the spe- 
cific risks throughout Texas and has been 
active in the revision of schedules for 
rating. He is an expert in the applica- 
tion of the Texas general basis sched- 
ules. Prior to his appointment as chief 
rater, Mr. Stevenson served the commis- 
sien for several years as south Texas 
representative. The Houstoun & Tyler 
agency is general agent for the auto- 
mobile department of the Hartford Fire 
for south Texas and general agent for 
the Hartford Accident & Indemnity. 


Texas Licenses 31 Companies 

DALLAS, TEX., Aug. 12—So far this 
year thirty-one new fire insurance com- 
panies have been licensed to do busi- 
ness in Texas, according to reports re- 
ceived here, but not one’ of these is a 
Texas corporation. It is believed that 
the so-called blue sky law has deterred 
the formation of insurance companies 
in the state. Of the companies licensed 
three are mutuals, thirteen are American 
stock companies and the remainder are 
foreign concerns. Three big fire insur- 
ance companies have merged this year. 
They were located at Dallas and formed 
a $1,000,000 concern with headquarters 
here and branch offices in other cities. 


Tulsa’s Fire Fighting Facilities 

The engineers of the National Board, 
in making a survey of Tulsa, Okla., rec- 
ommend that a first and second 10,000,000 
gallon high lift pump and a. 10,000,000 
gallon low lift pump be installed. It is 
also recommended that the fuel supply 
be safeguarded by an underground fuel 
oil tank of proper type, capable of hold- 
ing a five days’ supply. Recommenda- 
tions are made for the installation of 
mains along Frankfort avenue, Owosso 
avenue and Third street. It is also 
deemed advisable to employ additional 
men in each fire company. It is recom- 
mended that an engine company, a com- 
bined pump, chemical and hose wagon 
and ladder company with a combination 
service truck be established in West 





Tulsa. The engineers find that in the 
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congested value district of the city con- 
ditions have been improved somewhat in 
the amount of new fireproof construction. 
The predominating weak structural con- 
ditions, however, in combination with the 
inadequate and unreliable features of the 


fire fighting facilities, high winds, and 
serious overhead wire conditions, make 
“the probability of serious group and 


block fires high. The engineers call at- 
tention especially to the block bounded 
by Boulder avenue, First, Main and Sec- 
ond streets, where the possibility of a 
serious fire involving a large portion of 
the block is imminent. 


Personal Liability Recognized 


Ranger, Tex., in the center of a new 
oil producing center, already having 
20,000 population, has included in its orig- 
inal code of ordinances a section fixing 
personal liability for the cost of extin- 
guishing preventable fires. Chief In- 
spector T. F. Baker of the Texas Fire In- 
surance Commission was called in to 
assist in drafting the ordinance code for 
this city. 








Texas Credits Cancelled 


AUSTIN, TEX., Aug. 12—The state fire 
marshal is conducting an investigation of 
a number of towns in Texas which passed 
a fire marshal’s ordinance apparently for 
the purpose of securing credits on their 
key rate, and without having any inten- 
tion of enforcing the provisions of the 
ordinance. The result is that charges on 
key rates have been restored in a large 
number of towns, and it is understood 
that other towns are also to be added to 
the list. Among the towns where key 
rate charges have been restored are 
Franklin, Lott, Mart, Round Rock, 
Granger, Mount Vernon, Palacious, San 
Augustine, Lorraine, Leonard, Kyle, Cool- 
idge, Conroe, Claude, Shamrock, Hearne, 


Athenrs, Hubbard, Dalhart, Rusk, Cam- 
eron, Jewett, Hutto, Somervill and 
Kearns. 


Report on Retailers Fire 


OKLAHOMA CITY, OK., Aug. 12—The 
insurance departments of Kansas, Okla- 
home and Nebraska have just completed 
examination of the Retailers Fire of 
Oklahoma City. The report is that the 
company is well managed, is paying 
losses promptly and has admitted assets 
of $559,000. The company is applying 
for permission to do business in Ne- 
braska. 





New Cotton Certificate Adopted 


OKLAHOMA CITY, OK., Aug. 12—The 
state insurance board has adopted a uni- 
form insurance certificate relative to the 
insurance of cotton, and its use will be 
required in future by all companies in- 
suring cotton. 

It is a made a condition of the insur- 
ance that only actual payment by cash, 
check or otherwise, together with the 
passing of a written delivery order, and 
a transfer to purchaser on books shall 
constitute delivery, and that tickets, 
checks or receipts for cotton deliverable 
to bearer shall not be considered full evi- 
dence of ownership, but must be verified 
by written delivery order and transfer on 
beoks. The assured is also required to 
keep a set of books showing a complete 
daily record of all cotton handled. 


Galveston Company Renamed 


AUSTIN, TEX., Aug. 12—The Marine 
Motor and Insurance Company of Amer- 
ica is the latest marine and automobile 
company launched by the interests be- 
hind the American Indemnity of Gal- 
veston. Only a few days ago these in- 
terests chartered the American Marine 
Insurance Company but the New York 
department would not accept the new 
name because it was identical with that 
cf another company. Entirely new ar- 
ticles of incorporation have been filed and 
the new concern has been formally li- 
censed, following examination by the 
Texas department. 

Galveston will be the principal office. 
Besides writing marine lines it will take 
auto risks, including fire, explosion, 
transportation, collision, property dam- 
age and theft, but not public liability. 
Incorporators are S. E. Kempner, J. F. 
Seinsheimer and T. J. Anderson. 





Texas Notes 


Fire losses in Dallas for the last three 
months totaled $151,430 less than for the 
corresponding months of last year, ac- 
cording to figures compiled by Chief 
Myers, 

Mayor E. J. Diffenbacher, of Beaumont, 
has started a campaign for the removal 
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WANTED: Agency Supervisor Familiar with Kansas Territory 


One who is acquainted in the territory, has had experience in securing and training agents 
and who has the ability to develop a good agency organization in the State can secure a 
good contract carrying salary, traveling expenses and a bonus on production by addressing 


J. Frank Montgomery, Agency Manager 


American National Insurance Company 
of Galveston, Texas 














F.C. VAN DUSEN, President 


Minneapolis 


JOHN D. McMILLAN, Vice-President 


Marine Insurance Company 


MINNEAPOLIS, MINNESOTA 


This company will be glad to receive agency applications and will take up with union offices the question of its repre- 
sentation. 


The underwriters are former field men who had had long experience in agency operations. 


There are many striking features in the Minneapolis F. & M. which make it attractive. We can tell them to you, 








NORTH BRANCH FIRE comeany’ SUNBURY, PA. 


Incorporated 1911 Capital $500,000 Net Surplus $160,493.14 Assets $1,392,556.14 


CITY cay OF PENNA., PITTSBURGH 


COMPANY 
Incorporated 1870 Capital. $256,000 Net Surplus $68,381.07 Assets $660,328.77 


PITTSBURGH FIRE  comeany.” PITTSBURGH, PA. 


COMPANY, 
Incorporated 1851 Capital $200,000 Net Surplus $116,057.35 Assets $644,677.62 


























CASH CAPITAL $839,580.00 


CLEVELAND NATIONAL 


FiRE INSURANCE COMPANY Pre 
CLEVELAND, OHIO aes 


APPLICATIONS FOR AGENCIES DESIRED 


E. KIMBALL 
PRESIDENT 


Penny KEMP 
po URER 
NAGING UNDER- 
MM URITER 





ASSETS 
$1,662,212.57 

















Peninsular Fire Insurance Company 
HOME OFFICE EXECUTIVE OFFICE 
SAGINAW, MICHIGAN GRAND RAPIDS, MICHIGAN 
Will write general classification with special service and something new for farm insurance. 
alesmen who can present a high grade proposition convincingly will be inter- 
. A Michigan company—organized, owned and managed by Michigan men. 


COLON 4 LILLIE, President 
COMFORT A. TYLER, Vice-President J. FLOYD IRISH, Managing Underwriter 


ested. .. 























F. H. Hawley, President W. E. Haines, Secretary 


71ST ANNUAL STATEMENT OF THE 
Ohio Farmers Insurance Co. 


LE ROY, OHIO 


MI ii dininviicadiaaas wdddsedeeadces ss <a Qeeee 
WINS a odin on kc cnccecsas éegeedadesdedesde.:. are 
es vi isnseetninse 2,845,381 


EMCTORES . .. 2. ccccccccce diatauasadhuuanbeae 322,048 
WII i oc coccacccccccecccceccesteascs — 
Increase ............ 26,280 
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WRITE HAIL INSURANCE 


Establish your connections now for 1919 with 


A. J. Shaw General Agency 


HAIL INSURANCE BUILDING, McPHERSON KANS. 


Five high class stock companies covering the states of 
Kansas, Oklahoma, Nebraska, Colorado, New 
Mexico and Wyoming. 








Many of our agents made from $1000 to $2000 in commissions in 45 days in 1918 

















from the fire limits of all tumble-down 
frame shacks, and has the co-operation 
ot the state fire marshal. Many of these 
shacks were erected within the fire 
limits in violation of the fire ordinance 
during the days of Beaumont’s oil boom 
fifteen years ago. 

State Fire Marshal Inglish and Capt. 
Robert L. Pollard, state purchasing agent 
and former member of the fire insurance 
commission, are fishing in the Fueces 
river on Capt. Pollard’s ranch in Uvalde 
county. Albyn H. Haynes, chief clerk 
to the fire insurance commission, is 
auvgling for tarpon near Carpus Christi 
on the Texas coast. 





Oo. E. Young, who has been assistant 
insurance commissioner of Oklahoma for 
several years, is leaving the department 
Oct. 1, to make his home on a farm near 


Bentonville, Ark. 
Soa TEA YT 








H. C. WHALEN, Pres. A. S, BUZZE, Secy. 


THE CENTRAL STATES FIRE 
INSURANCE COMPANY 
Wichita, Kansas 


Writing 

FIRE :: TORNADO :: HAIL :: AUTOMOBILE :: MARINE 
Entered 

KANSAS OKLAHOMA TEXAS 
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66 Broadway, New York 


E. F. PERRY CO.; Inc. 


INSURANCE BROKERS 
SPECIAL FACILITIES, FORMS AND SERVICE FOR LUMBER RISKS 


CE 
UNITED STATES 


HOME. OFFI 
HMerr =6-(s§-§ CWOOUIS' H. PARKER A MUTUAL, 
- MANAGING DIRECTOR FIRE. INS. CO. 


PUTT 
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ARIZONA 


CENTRAL DEPARTMENT 


FIRE INSURANCE COMPANY? COVERING 
PHOENIX, ARIZONA iaeiaiitaaliiaaiis 
Mag WISCONSIN — MICHIGAN 
CAPITAL 
$200,000.00 CHAS. P. HALL 


2019 INSURANCE EXCHANGE 
CHICAGO 


EDGAR M. DAVIS 


VICE-PRESIDENT AND 
. GENERAL MANAGER 

















NATIONAL SECURITY FIRE INSURANCE COMPANY 


Western Reliable 
Progressive Service 


Conservative 
Prompt 


A Useful and Desirable Agency Company 


Agents wanted in Iowa, Kansas, Colorado, 
Wyoming and Nebraska 


Home Office: 1406.Farnam St. - - 


Omaha, Nebraska 











HAWKEYE SECURITIES FIRE 
ee Se 


FIRE, TORNADO, HAIL AND AUTOMOBILE 
Applicants for agencies address Home @ffice, Masonic Temple, Des Moines, Ia. 

















THE INTER-STATE FIRE INSURANCE CO. 
CAPITAL, $259,150 ASSETS, $616,934.38 
SURPLUS TO POLICYHOLDERS, $317,696.71 
Address after July 1, 1919 
110 Fort St., West, Detroit, Michigan fem 


here then 




















THE SOUTHERN STATES 

















HOPE TO STAVE OFF FIGHT 





Kentucky Agents Anxious to Keep 
Insurance Tangle from Coming 
Before Legislature 





LOUISVILLE, KY., Aug. 12.—Al- 
though considerable discussion is be- 
ing heard relative to the rating tangles 
existing between the Kentucky Actu- 
arial Bureau and the State Rating 
Board, and failure of the latter office 
to co-operate, it is sincerely hoped that 
there will not be another insurance 
fight in the 1920 legislature, such as 
that of a few years ago, when the com- 
panies withdrew from the state after 
drastic legislation was passed _ that 
made underwriting unprofitable. There 
is no doubt that the state board has 
been checking up figures closely on all 
reratings, not so much for the benefit 
of the state as a whole, but in order to 
have something to harpoon the under- 
writers with. Agents generally feel 
the activities of the board as they have 
been carried forward during the pres- 
ent political campaign, and it appears 
that the board is endeavoring to se- 
cure for itself enough state backing to 
go before the legislature and obtain 
powers that it has not had for some 
years past. In fact, N. O. Gray has 
been threatening in printed statements 
to carry rate matters before the legis- 
lature and secure rulings where his 
powers stop. Some underwriters be- 
lieve that with the close of the present 
political campaign things will simmer 
down, while others feel that the next 
session of the legislature in 1920 will 
be kept busy in handling various in- 
surance matters. 





Building Light in Louisville 


LCUISVILLE, KY., Aug. 12—Local 
agents report a fair volume of business, 
with some improvement in general prop- 
erty insurance, and a very fair volume 
of grain business. Building operations 
as a whole have been much better than 
during last year, but July activity was 
smaller than that of June, whereas it is 
generally larger, and so far August has 
not shown much activity. 

In June an increase of 32 percent in 
number and 62 percent in value was 
shown, and in July an increase of 43 per- 
cent in number and 52 percent in value. 





North Carolina Acts on Surcharge 


NEW YORK, Aug. 13—Word has been 
received here that Commissioner Young 
of North Carolina has ordered the 10 per 
cent surcharge on fire insurance rates 
taken off Aug. 15. 





Lafon Made President 


The Conservation Association of Ten- 
nessee and the Tennessee Fire Preven- 
tion Association have been disbanded 
and at a meeting at Nashville the Con- 
servation & Fire Prevention Association 
of Tennessee was organized. M. J. Lafon 
of the American Central was elected 
president; H. A. Yates of the Hartford, 
vice-president, and Norman B. Perry of 
the Aetna, secretary. 

The removal from Tennessee of Mr. 
Yates, who has been appointed Illinois 
state agent of the London Assurance, 
leaves a vacancy in the office of vice- 
president which can not be filled until 











Apply to your Agent for Insurance covers on | 
EXPORTS and IMPORTS 


PARCEL POST—Domestic and 
Foreign 


HOUSEHOLD FURNITURE and 
MERCHANDISE IN 
TRANSIT 


TOURIST BAGGAGE and 
PERSONAL EFFECTS 
Domestic and Worldwide 


SECURITIES and CURRENCY 
by REGISTERED MAIL 


Prompt and Efficient Service 


Insurance Company of North America 


Marine Department 
GEORGE L. McCURDY 
MANAGER 


1101-209 W. Jackson B!vd., CHICAGO, ILLINOIS 
Telephones: Wabash 1543—1027 














Hotel Dyckman 


Ma MINN. 
THE COMPLETE HOTEL 
Each of its 300 rooms is outside and has bath 


on 

e dig- 
nity with a fa- 
miliar home- 
| likeness tarely 
(}found in 
| Metropolitan 
| hotels. Two 
‘| splendid cafes 
for. ladies and 
Z| gentlemen, al- 
soa Club Grill 





Exclusively European Plan—$1.50 and upwesd 
Under the exclusive of - 











FIRE—TORNADO—AUTOMOBILE 


COMMERCIAL UNION 
Assurance Co., Ltd., of London 


PALATINE 
Insurance Co., Ltd., of London 


COMMERCIAL UNION 
Fire Insurance Co., of New York 


UNION 
Assurance Soc., Ltd., of London 


CALIFORNIA 


Insurance Co., of San Francisco 


WESTERN DEPARTMENT 


N. E. Cor. Clark and Monroe Streets 
hicago 
H. C. EDDY, Resident Secretary 











NEW HOTEL 


Pr | BREVOORT 


Chicago, Illinois 
On Madison St., near LaSalle 
One minute from the 
Insurance District 
The Patronage of In- 
surance Men Is 

Solicited 4 


eee ae a Laurence R. Adams , Sec’y and Mgr. 
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ORIEN 


INSURANCE 
COMPANY 


of HARTFORD, CONN. 





A. G. McILWAINE, Jr. - President 
HARTFORD, CONN. 





CHARLES E. DOX, Manager 


WESTERN DEPARTMENT 
39 S. La Salle St., Chicago, IIl. 


< 


SAM B. STOY, - - - - Manager 
SAN FRANCISCO 























The Concordia Fire 


Insurance Company 
of Milwaukee, Wis. 


Total Assets, 

Jan. 1, 1919 . . . $3,404,843.08 
Capital Stock .... 750,000.00 
Reserve ....... 1,904,913.89 


Surplus to Policy- 
holders . 





1,253,367.64 





— Writing— 
Fire Tornado 
Sprinkler Leakage 


Rents Use and Occupancy 

















Cincinnati Underwriters 
121 East 3rd Stes CINCINNATI, O. 


Eureka F. & M. Ins. Co. Security Ins. Co. 
Organized 1864 


Organized 1881 





COMBINED STATEMENT 


Capital - - - $250,000.60 
ssets - 959,818.98 
Surplus to Policy Holders 631,728.12 





F A. itive i. 
ENUS, 
AM. rom BARTON. "Asst. Secy. 
R. B. HEATON, State Agt. 








WHEELING FIRE 
INSURANCE COMPANY 
OF WHEELING, W. VA. 


Organized in 1867 
a. Capital $200,000 
Assets $624, Net Surplus $151,269 


oe F. STIFEL, Pres. 


RF. —— 0. E. body ogg 
WM. ¥. FISCHER, Sugt. ef cae 
E.A KEELER agen 
714 Wiese? Bldy. Cleveland, Ohio 


Special Agent for Ohio, Indiana and Penna. 
Herrick & Auerbach, — 


Western Departm 
Insurance Exchange Bldg., on Til. 





























Elmer F. Bagley & Co. 


Established 1895 
INSURANCE AND INVESTMENTS 


Topeka, Kansas 





GENERAL AGENTS and MANAGERS 
loc a amen eee | 





companies with assets of over 
$34,000,000.00, 
writing Fire, Tasssilie, Hail and Livestock. 
Six Special Agents. 
Over seven hundred Local Agents. 


the next quarterly meeting in October. 
The executive committee of the associa- 
tion is composed of the officers named 
above, together with F. H. Warren, 
Royal; James B. McKee, L. & L. & G.; 
A. H. Underwood, Queen; E. H. Stock- 
man, National Union; H. W. Robertson, 
Hanover, and T. Graham Hall of Hall & 
Benedict, general agents. 





Complain of Conditions in South 


NEW YORK, Aug. 12—Many com- 
plaints are being received by agency 
managers from their field men in the 
south in regard to the competition of 
non-affiliated companies, whose numbers 
increased materially during and_ since 
the war. This includes not only the 
lccal companies which have withdrawn 
from the rating bureaus but it is stated 
that there are at least ten or twelve 
agency companies operating in that sec- 
tion which are not contributing any- 
thing to the maintenance of the bureaus 
or association, but are receiving all the 
benefit from them. 





Kentucky Notes 


Ulrie S. Atkinson, assistant manager of 
the Royal, Atlanta, was in Louisville 
this week in conference with Milton C. 
Miller, Kentucky special agent. 

J. N. Martin, of Lewis & Martin, agents 
at Morganfield, Ky., has acquired the in- 
terest of Mr. Lewis in the firm, and will 
continue the business. 


Better service for the agents of East- 
ern Kentucky has been announced by J. 
Cc. Parker, manager of the Kentucky 
Actuarial Bureau, who has made arrange- 
ments for locating a resident inspector 
at Pineville, Ky., in the heart of the 
Southeastern Kentucky coal operations. 


At the next meeting of the Louisville 
Board of Fire Underwriters the question 
of allowing a 10 percent commission 
where agents place insurance with other 
lecal agents, will be one of the principal 
topics. Indications are that regulations 
will be changed to allow such commis- 
sions. 





Virginia Notes 


Following satisfactory tests, Chief 
Joynes of the Richmond fire department 
announces that he will equip his men 
with the regulation army mask for use 
in fighting fire. 

More than 60 Richmond firemen have 
signed pledges to join the union, it is 
said. Others are holding out, it is under- 
stood, because the organizer, a repre- 
sentative from the State Federation of 
Labor, is not affiliated with the Interna- 
tional Federation of Fire Fighters. 

The Colonial Underwriters and the 
American Central are looking for con- 
nections in Richmond. The former was 
recently replaced by the Union of Canton 
in the W. W. Hardwicke & Co. agency 
recently, while the latter was given up 
by A. L. Pleasants & Co. after this firm 
had taken on the Fireman’s Fund. 








NEWS FROM THE EAST 




















EXAMINING THE SENECA FIRE 





New York Department Is Probing the 
Running Mate of the New York 
National 


NEW YORK CITY, Aug. 13.—Su- 
perintendent Phillips of this state is 
giving careful attention to the Seneca 
Fire of Buffalo, the running mate of 
the New York National which col- 
lapsed last week. Both were involved 
in the collapse of the North Penn Bank 
of Philadelphia as they had deposits 
there. The New York National has 
already been taken over by the New 
York department for liquidation and 
the department is now probing the 
Seneca Fire to find its condition. 

Superintendent Phillips said that the 
Seneca had on deposit in the North 
Penn Bank more than $200,000, but 
held two depository bonds of $100,006 
each issued by a strong surety com- 
pany. If these depository bonds are 
paid, the Seneca could reinsure its 
outstanding insurance, pay all its 
claims and would have a small surplus. 
The reinsurance of the business is be- 
ing arranged for under the authority 
of the New York department. 








Denial of Wilcox Charge 


WASHINGTON, D. C., Aug. 12.—A. 
Mitchell Palmer, attorney-general of the 














United States, who formerly was alien 
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1794—125th ANNIVERSARY—1°19 





GUSTAVUS REMAK, Jr., Pres. 
WAITE BLIVEN, Vice-Pres. 
H. W. STEPHENSON. Vice-Pres. 


TOTAL ASSETS 
$4,737,532.76 


INSURANCE. 





CASH CAPITAL $1,000,000 


JOHN J. P. RODGERS, Sec’y and Treas, 
SAM'L P. RODGERS, Asst. Sec’y 


SURPLUS TO POLICY HOLDERS 
$1,310,917.86 


FIRE, TORNADO, AUTOMOBILE, LIGHTNING, RENT, USE AND OCCUPANCY 
AGENTS WANTED WHERE NOT REPRESENTED 








NORTHWESTERN FIRE AND MARINE 
INSURANCE COMPANY 


JANUARY ist, 
Total Assets, $1,438,440 


C. T. JAFFRAY.. 
E. C. WARNER. 


eae ereeeeses 


MINNEAPOLIS, MINN. 
1919 


Net Surplus, $146,837 


Capital, $400,000 


OFFICERS 
PE OCT TLC TERT TCT ETRE CECTCECOPOR ES President 
JOHN F. INN ci sccadiinndnadcishesinsaxent Vice-President and Manager 
HOUT CEE CETTE TEE CTC CCE COCOCT ETC CL CCE EPCOT Vice-President 
Live wigineeké cade banca Vice-President 


ISAAC HAZLETT.......c.ccccccccccccces 


WILLIAM COLLINS. ........+.+.+.0++++++++ Treasurer and Assistant Secretary 


H. J. GIBS 


We cddeedas 


o Oenecccccceccecedcccces MOMMRNe GUSIOtEty 

















Iowa National Fire Ins. Co. 








FRANK L. MINER, Vice-President e. 
C S. VANCE, Second Vice-President 





Des Moines, 


FIRE-- LIGHTNING--TORNADO and 
AUTOMOBILE INSURANCE 


An IOWA Company 


IOWA Agents wanted 


JOHN L. BLEAKLY, President 


For IOWA Business 


M. SPENCER, Seerctary 
FRANK P, FLYNN, Treasurer 























F. R. Ormsby, Pres. 


G. F. Hutchings, Secy. 


Joseph Winum, Treas. & Asst. Secy: 


Industrial Fire Insurance Co. 


AKRON, OHIO 





Capital $300,000 


Surplus to Policyholders $403,670 





An Ohio Company writing business through Ohio Agents. 


Farm Department. 


AGENTS WANTED 


Why not represent an Ohio company? 











AUTO-OWNERS INSURANCE COMPANY 


LANSING - - MICHIGAN 


Live Agents Wanted where not represented 
Most protection offered by any Company in Michigan 


V.V. MOULTON, Sec’y., F. P. WRIGHT and F. A. WALL, Field Su:2’e. 
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CLEMONS, KNIGHT, MENARD CO., INC. 


Springfield SEN Mari I 
ire arine Ins. 
Co. of Massachusetts 


GENERAL INSURANCE AGENTS 
725-726-727 Farwell Bidg., Royal Insurance Co., Ltd., 
DETROIT, MICH. ngla 
M. CRITCHELL Travelers Insurance Co. of 
Managing Underwriter artford 
General Agents: Fidelity-Phenix Fire Insurance 
North American Accident Co. of Ill. Co. of New York 
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PATRIOTIC 


ASSURANCE COMPANY, LIMITED 
of Dublin 


Established 1824 
Abstract of Statement of Condition of United States Branch, December 31, 1918: 


Assets - - - - - : - - - $829,513 
Reserve - - - - - - - - - 201,930 
Surplus - - - - - - - - - 554,805 
Increases for year ending December 31, 1918: 
; zi Assets - ~ - - - - - - - bei od 
ESTABLISHED 1824 aT: ae aE 


PRESTON T. KELSEY, United States Manager 


Western Department Pacific Coast eee 


United States Branch 
NEW YORK CHICAGO SAN FRANCISCO 























Greater Capacity for Local Agents | 


Use our unlimited capacity and wide experience for placing additional business 
beyond the capacity of admitted companies. 


Binding Contracts with Guaranteed Underwriters at Lloyds and British Companies maintaining 
United States Deposits. Immediate telegraphic binders given. 


MARSH & McLENNAN 


Insurance Exchange, Chicago 








19 Cedar St. 1615S California St. 201 Sansome St. 107 S. Fifth St. 901 Ford Bidg. 
NEW YORE DENVER SAN FRANCISCO MINNEAPOLIS DETROIT 
314 Superior St. 17 St. John St. 23 Leadenhall St. 
DULUTH MONTREAL LONDON 











The Fireman’s Fund was established and started in the 
fire business in 1863, organized a marine department in 
1867 and originated the agency system for automobile 
business in 1904. Today the company stands in the 


front rank in all three lines throughout the country. 








FRED. S. JAMES & CO. 


General Fire Assurance Co.—Paris. Organized 1819 
Urbaine Fire Insurance Co.—Paris. Organized 1838 
Eagle, Star & British Dominions Ins. Co.—London. 1807 


Agency Superintendents 


123 William Street 
New York 


CARROLL L. De WITT P. A. COSGROVE 


WM. A. BLODGETT 




















REINSURANCE ONLY 


GLOBE NATIONAL FIRE INSURANCE CO. 


SIOUX CITY, IOWA 
Paid Up Capital, $1,000,000.00 
EDD G. DOERFLER, Secretary and General Manager 











































property custodian and in that capacity 
had many dealings with foreign insur- 
ance companies and those suspected of 
having German connections, made em- 
phatic denial to the Senate committee 
which is investigating his fitness for con- 
firmation in his present high office, that 
he had ever cast any reflections on the 
loyalty or integrity of William G. Wil- 
cox, of New York, formerly a director of 
the International Insurance Company. 
The alien property custodian took over 
the International and certain holdings 
in the keeping of Meinel & Wemple of 
New York. In the course of these trans- 
actions, Mr. Wilcox alleged, Mr. Palmer 
unjustly accused him of disloyalty. He 
testified to the circumstances before the 
committee, which at once called the 
attorney-general, who entered a denial of 
any such action or intent. 











Nipon Fire Enters 


The Nipon Fire of Japan entered the 
United States for fire and marine insur- 
ance. It will operate in this country 
through Fester, Fothergill & Hartung of 
New York. 





Davis Goes to Boston 


NEW YORK, Aug. 12—J. Walter Davis 
of the North British & Mercantile staff 
will join the Boston and Old Colony as 
superintendent of the special risk depart- 
ment at their home office. Mr. Davis is 
well known in the technical underwriting 
field, starting in the Underwriters Bu- 
reau of New England, where he remained 
for five years. He went with the North 
British and has been connected with the 
office for the last twelve years as as- 
sistant in the special risk department. 


Hearing on Marine Insurance 


BOSTON, MASS., Aug. 12.—The sub- 
committee of the Committee on the Mer- 
chant Marine and Fisheries has held 
hearings and extended to the American 
underwriters an invitation to give their 
views on what change should be made in 
legislation for the purpose of building 
up American marine insurance. 

A committee of the Association of 
Marine Underwriters of the United States, 
‘consisting of Hendon Chubb, chairman; 
‘William B. Winter, William R. Hedge, 
‘president of the Boston, and Benjamin 
Rush, president of the association, has 
\been appointed to draft recommenda- 
tions which will be submitted to the 
association at a meeting Sept. 3. 





Three Licensed in Massachusetts 


BOSTON, MASS., Aug. 12—Massachu- 
setts licenses have been issued to the 
Rossia of Hartford to do a fire and ma- 
rine business with H. C. Fairfield as Mas- 
sachusetts agent; the Western Insurance 
Company of Pittsburgh for a fire busi- 
ness with George S. Rosencrantz as agent 
and the South Carolina Insurance Com- 
pany for a fire business only with Wil- 
liam A. Muller & Co. as Massachusetts 
agents. 


Massachusetts Tax Higher 


BCSTON, MASS., Aug. 12—All insur- 
ance companies doing business in Massa- 
chusetts, both domestic and foreign, with 
the exception of certain mutual compa- 
nies, will be obliged to add a 1 percent 
tax on their net incomes from Massachu- 
setts business the coming year as a re- 
sult of the action of the recent legisla- 
ture. The law was in force last year for 
war purposes. It was decided late in the 
session of the legislature to extend the 
law through the present year under the 
title of a “War Bonus Tax.” Companies 
are now receiving notice of the tax and 
blanks to be returned to the Massachu- 
setts tax commissioner not later than 
Aug. 15. 


Will Sell First Russian 


NEW YORK, Aug. 13.—Stock of the 
First Russian of Hartford will be sold 
at public auction by the alien property 
custodian early in September. Goodwin 
Beach, an instrument broker of Hartford, 
who purchased the shares some weeks 
ago, failed to comply with the terms of 
sale although the time limit in which to 
do so was extended twice. 





Eastern Notes 


The Ohio Millers Mutual Fire of Can- 
ton, O., has applied for admission to New 
York. 

Joseph J. Barrett has entered the local 
business at Syracuse, N. Y., having 
opened offices at 810 New Keith Theatre 
Building. Mr. Barrett was formerly con- 
fidential secretary to Andrew D. White. 
Associated with him in the agency is 











Miss Kathryn A. Slattery, who has for 
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four years been with the Syracuse Fire 
office. 


Pennsylvania Notes 


President Charles E. Leippe of the 
Mutual Fire of Reading, Pa., prominently 
identified with financial and. industrial 
interests, is one of the principal organ- 
izers of the Manufacturers’ Association 
of Berks County, Pa.. 


W. S. Leib, commissioner of Schuyl- 
kill county, Pa., and agent at Pottsville 
for the Superior Fire and the American 
Surety, was held under $7,500 bail at 
Philadelphia on the charge of conspiring 
te defraud the Schuylkill Railway Com- 
pany of $17,500 while acting as claim 
agent and general manager. 

The following agency appointments 
have been made in Philadelphia: Wm. L. 
Bradway, Inc., for the Importers and Ex- 
porters of New York; J. Howard Brown 
& Co., for the Importers and Exporters, 
of New York, and the Hawkeye Securi- 
ties Fire, of Des Moines; Interstate In- 
surance Agency, for the Excelsior, of 
New York; and . D. Prince for the 
Guardian Fire, of Salt Lake City. 


Massachusetts Notes 


Charles C. Rigby, formerly with the 
fire departments of two of Boston’s 
leading agencies, and Henry A. McGrath, 
from the marine department of Patterson, 
Wylde & Windeler, have formed the 
brokerage firm of Rigby, McGrath & Co. 

The Russell club, the City Firemen’s 
Union of Boston, is circulating petitions 
for signatures for placing the question 
of “granting a two-platoon system” for 
Boston firemen on the ballot at the 
November election, under the initiative 
and referendum. 

J. Walter Davis, formerly with the 
Underwriters Bureau of New England 
and also with the North British for some 
17 years, will join the Boston and Old 
Colony Sept..1, as superintendent of a 
new special risks department to _ be 
established by those two Boston com- 
panies. 


Pacific Coast Notes 


Ray H. Hare, for ten years a member 
of the Yakima, Wash., fire department, 
serving as captain, was selected chief of 
the fire department to succeed E. G. 
Dawson, effective Aug. 10. Dawson some- 
time ago tendered his resignation, after 
15 years’ service, to go into the auto- 
mobile business. 

Charles R. Page, formerly general au- 
ditor for the Firemen’s Fund, has ac- 
cepted a position as treasurer of the 
Atlantic Gulf & West Indies Steamship 
lines. During the war Mr. Page served 
on the United States Shipping Board. 
He will locate permanently in New York. 





Position open in the states 
of Illinois and Indiana, for 
a Special Agent, for an old 
established company writing farm 


and mercantile business. All re- 
plies held confidential. Address 


91-C, care The National Underwriter. 








An old line stock company will give 
a general agency for automobile insur- 
ance for Milwaukee and surrounding 
territory. When answering kindly give 
an estimate on this year’s premiums. 


Address 94-F, National Underwriter. 








WANTED POSITION 


By young man, 25 years of age, married, 
university graduate, employed at present in 
insurance department of large manufacturing 
concern. Five years’ general experience of all 
lines of insurance. Address 95-G, care The 
National Underwriter. 








LOUIS NEWMARK & CO. 
“Adjusters for the Assured” 


510 Insurance Exchange 
Teleph 175 W. 
Wabash 2508 CHICAGO j,c\con Bled. 








PACIFIC COAST FIELD 




















FORCES MATTER TO A HEAD 


Aetna Announces That It Will Pay 
More Than the Legal Rate of 
Commission 


JENVER. COLO., Aug. 13.—Insur- 
ance men in this city are watching 
with interest the outcome of the Aetna 
in announcing that it is paying an 
over riding commission to its local 
agent in this city, the H. W. Bennett 
Agency, in order to protect its busi- 
ness and compete on even terms with 
other companies that have been vio- 
lating the rules and camouflaging their 
action by having so-called general 
agencies in this city. Denver is one of 
the hotbeds of competition now for 
both regular and automobile business. 
There are a number of general agencies 
in this city and it has been charged 
for a long time that some of them 
were seducing the solicitors and 
brokers connected with other agents 
by offering more money. In fact, it is 
openly stated that some of the agents 
can get more as brokerage from some 
of the general agencies than they re- 
ceive in commissions from their own 
companies. The Aetna publicly an- 
nounced that it intended to pay its local 
agent excess commissions and made no 
bones of it. 

The automobile situation in this city 
has been unsatisfactory for months 
and there may be an outbreak in that 
line at any time. Some general agen- 
cies are making bids for solicitors lo- 
cated in offices and even are pay- 
ing high commissions to the agents 
themselves. The recent action of the 
Aetna seems to have been brought to 
a head when the Home Underwriters 
appointed Benedict, Gill & Smith its 
general agents and the Sterling Fire 
made a similar appointment. There is 
no local board in Denver and no rule 
as to brokerage. The general agents, 
therefore, have an advantage when it 
comes to paying brokerage. 


Aircraft Coverage 


SAN FRANCISCO, CAL., Aug. 12—The 
Fireman’s Fund says as to aircraft in- 
surance: 

“The industrial development of the 
aeroplane is no longer the mere phan- 
tom of the Sunday supplement writer. 
Every day finds a new and an entirely 
practical use for air transportation. 
Army records, showing that there has 
been only one fatality for every 235,000 
miles traveled in air, will do much to 
allay the common belief that air travel 
is exceedingly dangerous and will con- 
sequently further the industrial use of 
planes, especially as passenger carriers. 
“With the development of the industry 
there is certain to be an increasing de- 
mand for insurance coverage in all forms 
connected with the operation and main- 
tenance of aircrafts. Acting upon this 
belief, many companies are already pre- 
pared to do their shate in the further- 
ance of the industry by offering the 
necessary coverage.” 





Walker Heads Great North 


SPOKANE, WASH., Aug. 12—W. J. 
Walker, formerly editor of the Labor 
World of Spokane, is now president of 
the Great North Insurance Company of 
Calgary, Alberta. The company writes 
fire, live stock and hail insurance. 


Insurance Men Interested 


SAN FRANCISCO, CAL., Aug. 13.—The 
Securities Company to handle automobile 
dealers’ paper has been organized with 
capital of $25,000. McClure Kelly, man- 
ager of the Pacific department of the 





North America, is president. A. P. Lange, 





WANTED—A SPECIAL AGENT to 
represent a strong aggressive Company 
writing full coverage on automobiles and 
trucks, one acquainted with Cook Coun- 
ty brokers preferred. All communica- 


tion treated confidential. Address 97-9, care 
The National Underwriter. 





formerly assistant secretary for the 
Evans companies on the Pacific coast, is 
vice president and general manager. 
McKee Sherrard, assistant manager for 
the North America, is secretary-treasurer: 
The incorporators and board of directors 
are: McClure Kelly, A. P. Lange, McKee 
Sherard, Carl N. Corwinn, automobile 
superintendent for the North America, 








and Chas. A. Strong, a local attorney. 





Automobile and Parcel Post 
Insurance 


Special Department Maintained 
for Purpose of Giving Expert 
and Efficient Service 


Local and General Agents Wanted 
Apply to 


Appleton & Cox 


Attorneys 


3 South William St. NEW YORK 


Representing Companies of Known Reputation 




















ORGANIZED 1853 
The Girard F. & M. ‘Company’ of Philadelphia 
Cash Capital $500,000 - —S—sNet. Surplus $373,035 
Surplus to Policyholders, $873,035 


Home Office 
H. M. Gratz, Pres. 


Eastern Department 
D. H. Dunuaw, V.-Pres. 
—— Kay, Treasurer | E. J. Toomason, Sec’y 

. Hi. HASSINGER, Sec PHILADEL PHTIA, W. T. Bassett, Ass’t Mer. 

NEWARK, Sew JERSEY PENNA CHICAGO, ILL. 


Western Department 
NEAL Bassett, V.-Pres and Mgr. 





ORGANIZED 1855 


? INSURANCE 
FIREMEN’S 8SuRANCE OF NEWARK 
JANUARY 1, 1918 
Cash Capital $1,250,000 Net Surplus $2,246,144 
Surplus to Policyholders, $3,496,144 


Eastern Department 
D. H. Dunnam, President 
jos Kay, Vice-Pres. 
. H. HassinGer, Secreta W.T 
NEWARK, NEW. JERSEY 


Western Department 
Nea Bassett, V.-Pres. and Mgr. 


. Bassett, Ass’t Manager 
CHICAGO, ILLINOIS 














EDWARD MILLI ee President 
GEORGE m. Laven. Vice-President 
EMPLE, retary » Secretary 
WHITMAN, Ass’t Secretary FRED C. GUSTETTER, Ass’t Secretary 
EDWARD. Vv. CHAPLIN, Ass’t Secretary F. MINOT BLAKE, Ass’t Secretary 


Surplus to Policyholders . . . . . . $10,506,412 
Total Losses Paid .... - « + 91,623,036 


Cash Capital - Three Million Dollars 


Reinsurance Reserves . . - + « $7,601,014 
Reserve for Outstanding Losses and all 

other Liabilities . . . ... =. =~. ~ 1,598,770 
Nee Surglle 2. cc tte ew ee oe | 66 


Total Assets . . . . . $19,706,197. 











*S ECU RIT Yx 


Fire Insurance Company, of Davenport, Ia. 
CASH CAPITAL $200,000 


y-has had 86 years of successful business experience, and is now doing business in 
Towa, The So Company hee Ohio and Indiana. Itis a good company for the agent, because in addition to 
writing a general business, it accepts practically all ceases of farm risks. 


We want agents in the above states, and wae appreciate 
h desiring to represent us. 


earing from agents 
JAMES W. BOLLINGER, Pres. E. E. SOENKE, Secy. 








Exceptional facilities for handling Surplus and difficult 
lines_and unusual forms of insurance in best American 
and Foreign companies and at Lloyds, London. 
RE-INSURANCE CONTRACTS DRAWN AND PLACED. 
YOUR BUSINESS SOLICITED; 
PROMPT ATTENTION 
F. R. THOMPSON 


Insurance Exchange, 


SURPLUS 
LINES aAnp 
FLOATERS 


Chicago, Il. 
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None of the North America men will 
change their present connections. 


Coast Automobile Rates 


SAN FRANCISCO, CAL., Aug. 13.—To 
present to the National Conference new 
rates and plans of the Pacific Coast 
Automobile Underwriters Conference, B. 
L. Dowell, automobile general agent for 
the California, Commercial Union and 
Palatine left for New York Saturday 
morning. B. G. Wills, automobile super- 
intendent for the Firemans Fund, accom- 
panied Mr. Dowell. 


Death of William Manning 


SAN FRANCISCO, CAL., Aug. 13.—Wil- 
liam Manning, mountain field special 
agent for the Atlas Assurance, with head- 
quarters at Denver, was found dead in 
an apartment in this city. Indications 
point to suicide. An autopsy revealed 
traces of cyanide in his stomach and a 
bottle of the same poison was found in 
his bath room. Mr. Manning was here 
on a visit to the Pacific department head- 
quarters. He had traveled for the Atlas 
in the Pacific Northwest and mountain 
territory for the past ten years. 


Republic Names Colorado Agents 


The Republic Fire of Pittsburgh has 
appointed the Penington-Oliphant Com- 
pany of Denver general agents for Colo- 
rado. The company entered Colorado 
several years ago to enable the Pitts- 
burgh Underwriters to write business 
there, but has not heretofore operated in 
the state directly. 


Pacific Coast Notes 


Receipts of the Colorado insurance de- 
partment in taxes, fees, etec., for the 
seven months from Dec. 1 to Aug. 1, were 
$374,124.32. as compared to $315,000 dur- 
ing the whole of 1915. 


Automoi ile Special Agent ds D. 
Wheeler «f the Fireman’s Fund is now 
established in his Pacific-Northwest 


field with headquarters at 714 Board of 
Trade Building, Portland, Ore. 

A. W. Follansbee, Jr., marine secre- 
tary of the Firemen’s Fund, has gone on 
a three weeks’ combined business and 
pleasure trip through the Pacific North- 
west with Frank G. Taylor, the com- 
pany’s marine general agent for the 
northwest. 


South Dakota fire marshais report an 
increased interest in towns over the 
state in fire prevention, which will soon 
show tangible results. 

















MOTOR INSURANCE NEWS 














CONFERENCE SKIES CLEARING 


Possibility of Serious Complications 
Fades As Automobile of Hart- 
ford Withdraws Resignation 


Affairs in the Western Automobile 
Underwriters Conference have taken 
a more favorable turn during the past 
week. The British & Foreign Marine 
has en en the Cadillac line at 
Cleveland, as a result of which the 
Patio ~ Hartford has withdrawn 
its resignation in the conference. The 
controversy over the attitude assumed 
by some of the marine companies 
caused quite a flurry during recent 
weeks. In a few days, President Fred 
J. Sauter will announce the appoint- 
ment of a strong committee which will 
iron out the present difficulties and 
clear up the present situation generally. 
If the existing rules and regulations 
are not adequate, or at least not satis- 
factory, to all members, an effort will 
be made to revise the statutes objected 
to. It will be the work of the special 
committee to eliminate all of the un- 
satisfactory features that now present 


| themselves. 


KANSAS SITUATION IS SERIOUS 


Citizens May Not Be Able to Get 
Theft Insurance Unless Gangs 
Are Broken Up 


TOPEKA, KAN., Aug. 12.—Unless 
Kansas wakes up and puts the gangs 
of motor thieves out of business it is 
going to be impossible for Kansas citi- 
zens to obtain theft insurance in this 
state. This is the view of W. W. Webb 
of Topeka, general agent for the Amer- 
ican Auto of St. Louis. It is esti- 
mated that the losses in motor car 
thefts in the state thus far this year 
have exceeded $300,000 and apparently 





no effort is being made to break up the 
gangs. 

“It seems that there are at least two 
gangs operating in the state, in addi- 
tion to those working out of Kansas 
City,” said Mr. Webb. “One is oper- 
ating at Wichita and we will not write 
insurance in that city unless the owner 
has an approved lock on his car. An- 
other seems to be operating over the 
eastern border of the state and it looks 
like there are several outfits working out 
of Kansas City. The rates for auto 
theft insurance have been going up 
steadily as the thefts continue and they 
are going to be increased again shortly 
unless something is done. The theft 
rates are now several times as high as 
the fire rates. 

“A good many stolen cars are used 
in the bootlegging traffic. The men 
who keep up the liquor business will 
not take chances on their own cars be- 
ing confiscated by the state in the event 
the cars are captured loaded with 
liquor. So when they have to haul some 
liquor they go out and get a car, make 
the trip and then sell the car to who- 
ever they can find that will buy it.” 

General agents of the companies writ- 
ing motor car theft insurance will meet 
late this month or early in September 
to redistrict the state and prepare a 
new schedule of rates. 


Goes With North British 


Charles B. Gunn, a well known auto- 
mobile underwriter, has joined the staff 
of the North British & Mercantile and 
with the title of general agent will be 
associated in the management of its auto- 
mobile department. 





See Effort to Swindle Companies 


KANSAS CITY, MO., Aug. 12—During 
the month of July 137 motor cars were 
stolen in Kansas City. Cnly 46 were 
recovered by the police and in a major- 
ity of cases the owners refused to prose- 
cute alleged thieves who were in posses- 
sion of the cars. 

That a large number of the cars re- 





An Automobile Fire Underwriter 


who thoroughly understands how to manage 
and develop the business would like to get 
in touch with a good Company contemplating 
entering the field. Address 93-E, care The 
National Underwriter. 














CHARLES S. BOYNTON, President 





State Mutual Hog Insurance Co. 


WE SPECIALIZE ON HOG INSURANCE. 
THE PIONEER COMPANY OF ILLINOIS 
Illinois Agents—Are You Overlooking Something ? 


Farmers Bank Building 
Springfield, Ill. 


We Have No Competition 


A. C. LITTLEJOHN, Secretary 











ported stolen are attempts to swindle 
insurance companies is the charge of the 
police. Failure of owners of stolen cars 
to prosecute the alleged thieves in nu- 
merous instances has proven that in 
many instances combines existed to de- 
fraud the insurance companies. Thieves 
who attempt to make away with expen- 
sive cars which are insured for more 
than their actual market value are pro- 
tected by agreements with the owners 
that after the machine is sold the pro- 
ceeds of the sale will be divided, while 
the owner also collects from the insur- 


ance companies on the claim that the car . 


was stolen. 


New Minneapolis Company 


The Automobile Insurance Association 
of America, of Minneapolis, has filed arti- 
cles of incorporation with the secretary 
of state. It will operate on a mutual 
basis, having no capital stock and its 
liabilities are limited to $200,000. Officers 
are: F. J. McCracken of Slayton, Minn., 
president; William Winkelman of Lohr- 
ville, vice-president; and C. E. Howard 
of Minneapolis, secretary-treasurer. 


Motor Notes 


The Importers & Exporters of New 
York has appointed Wakefield & Morley 
of Hartford general agents for automo- 
bile insurance in Connecticut. 

The American Farmers Mutual Auto- 
mobile Insurance Co. has been incorpo- 
rated at Lake Elmo, Minn., with the fol- 
lowing officers: President, George F. J 
Vollmer; vice-president, Henry Johnson; 
secretary, Sam Dornheld; treasurer, Ray 
Kern. 

The State Automobile Association of 
Des Moines announces its removal from 
the Register-Tribune Building to 205-206 
Securities Building. The concern writes 
automobile insurance covering fire, theft, 
liability and property, collision, cyclone, 
tornado and windstorm. 


To Organize Wisconsin Company 


Edwin N. McGee of Charlotte, Mich., 
district manager of the Michigan Live 
Stock of Saginaw and a member of the 
board of directors, is locating in Madison, 
Wis., where he will organize a new live 
stock company. Mr. McGee was one of 
the organizers of the Michigan Live 
Stock and is an expert in that work. He 
has made a survey of Wisconsin condi- 
tions and finds that there is a demand 
in the state for a live stock company. 
He will have the advantage of consult- 
ing with the University of Wisconsin 
authorities. He has already received 
much encouragement in the new enter- 
prise, 





For the purpose of affording better fire 
protection to outlying residence districts, 
the city council of Watertown is working 
out a plan for the extension of water 
mains which was impossible under the 
old franchise as held by the former 
waterworks company. 











NEBRASKA LIVE STOCK INSURANCE COMPANY 





Authorized Capital and Surplus 


$1,000,000.00 





=— 


KEELINE BUILDING, OMAHA, NEBRASKA 


W. B. HOWARD, President and General ee 
CAPT. CARL F. SWANLAND, Secretar: 











Excellent opportunity for good live 


—= 


ts. C icate with the Home Offiee 








THE KASKASKIA LIVE 
Home Office: - - 





The Best Field in the Insurance Business 


Today is Live Stock Insurance 
We want good men who work among farmers and stockmen to communicate with us 


Territory in Ohio, Indiana, Illinois, Michigan, Minnesota and Oklahoma 


INCORPORATED 


STOCK INSURANCE CO. 


- Shelbyville, Illinois 














Farmers and Breeders Live | 


Stock Insurance Company 
DANVILLE, ILLINOIS 





T. A. HOSKINS, President 
| JOSEPHUS MEITZLER, Secretary 








Insurance Agents, investigate our blanket policy. 
Our contracts are pleasing to our agents as well as 
our policy holders. 




















PEORIA, ILL. 


Western Live Stock Insurance Company 
CLIFFORD IRELAND, Pres. 


BERT BUCKLEY, Secretary 











Flynn Building 
Des Moines, Iowa 





NATIONAL LIVE STOCK INSURANCE CO. 


Cash Capital $100,000.00 
AGENTS WANTED IN IOWA 


We Are the ORIGI- 
NATORS of HOG 
Insurance 
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COVERAGE FOR TRUCKS 


CARRYING PASSENGERS | 


Question Raised by Their General | 


Street Car 
Strike in Chicago 


Use During 


LOOK AFTER EMPLOYERS) 


Those Who Take Employes to Work | 


in Their Own Trucks Covered 
by Regular Policies 


The general use of trucks and motor 
cars to carry passengers during the 


Chicago street car strike raised the | 
question as to whether coverage can 


be provided for cars when such a con- 
tingency arises, in view of the fact that 


practically all automobile policies pro- | 


vide that the policy shall be voided if 


| 
| 
| 
| 
| 


the car is used to carry passengers for | 


hire. 

The companies generally agree that 
employers who use their own cars to 
transport their employes are covered 
by their regular policies where the 
passengers are carried without any 
charge. Some companies require an 
endorsement in such cases but most of 
them notified the employers who in- 
quired about the matter that no addi- 


tional action was necessary to protect 
them. 


Trucking Centractors Covered 


In the case of trucking contracto:s 
who had regular contracts for hauling 
goods for a firm and were asked to 
carry the employes of the same firm at 
the employer’s expense, some of the 
companies gave them an endorsement 
covering the emergency, without addi- 
tional charge. This, however, excluded 
the passenger hazard. 

There seems to be little question that 
employes who are carried in their em- 
ployer’s trucks are covered during the 
period of transportation by a compen- 
sation policy and the view seems gen- 
erally to prevail that the same is true 
where they are carried at his expense in 
other conveyances. At any rate the 
employer rather than the trucker is 
expected to assume that liability. 


Put on Per Diem Basis 


Many of the companies also provided 
temporary coverage for regular clients 
who were using trucks to carry passen- 
gers for hire during the emergency. All 
of them put it on a and diem basis. 
Some of them charged 25 to 35 cents 
a day for property damage coverage 
and 50 to 75 cents for public liability, 
exclusive of passenger hazard. Where 
the passenger hazard was covered, the 
lowest charge made was $5 per day. 
Some companies refused to cover the 
Passenger hazard at any price and 
wrote property damage and _ liability 
coverage for old policyholders who 
were hauling passengers only at the 
short term taxicab and omnibus rate. 


Only for Policyholders 


The attitude of the companies gen- 














The picture, reprinted from “Protection”—the bulletin of the Travelers’ lia- 
| bility department—illustrates the need for autmobile liability and collision insur- 


ance and also accident insurance. 


A picture like this is a three-edged sword to 


open up the pocket-book of the automobile owner. 








erally is that if coverage is to be pro- | rate is determined by 


vided at all in such cases it should be 
only as an accommodation to policy- 
holders and that no new policies of | 
that sort should be written. Some of | 
the companies which put taxicabs’ and 
motor busses on the prohibited list re- 


| 


fuse to give coverage even to policy- | 


holders who engage in hauling pas- 
engers, taking the position that the 
experience of the companies on taxicab 
lines had been so disastrous that they 
would not feel justified in taking on 
such business even in an emergency 
and as a temporary measure. 


One Covers All Applicants 


Only one company offered coverage 
to all applicants. It was charging $2.50 
a day for a policy which covered only 
public liability to pedestrians on the 
streets and would not cover the pas- 
senger hazard. 

Hundreds of trucks’ were used to 
handle passengers during the Chicazo 
strike and proved an important factor 
in solving the transportation problem, 
relieving the congestion which other- 
wise would have handicapped ithe 
steam roads very seriously. 


NEW CREDIT PLAN OF LONDON 


Rates Have Been Revised and Three 
New Policy Forms Issued— 
Features of Cnanges 


An entirely new credit insurance 
program has been adopted by the Lon- 
don Guarantee & Accident. The com- 
pany has carefully collected its fifteen 
years experience in the credit insur- 
ance business, classified, reclassified, 
segregated, and sifted down the figures 
until five classes have been evolved. 
All risks are now placed in one of the 
five classes and new rates have been 
published. On the average, -the rates 
are increased about ten percent, al- 
though on some classes there is a de- 
crease. A new agent’s manual has 
been issued, and the system of arriving 
at a rate is very much simplified. The 


the rate pub- 
lished in the manual plus the seven 
years experience on the risk offered. 
lf the experience has not been un- 
favorable, the published tariff is used, 
but if a high loss ratio is shown an 
additional amount is added to the pre- 
mium. Under the old system, there 
was more or less individual rating and 
insufficient class grouping. 

In connection with the new rates, 
the London Guarantee has issued three 
simplified policy forms. The old con- 
tracts have been revised and ltiberal- 
ized. One particularly attractive fea- 


| ture is the revamping of the insolvency 





clause. Under this change, the com- 
pany will provide the money to an as- 
sured ona loss before insolvency takes 
place. As a concrete example, if a 
$20,000 loss were reported by an as- 
sured as uncollectible, the company 
would wait until the expiration of the 
extension time and then pay the as- 
sured the full amount of the account 
less the initial loss, say $5,000. Thus 
the assured would collect $15,000 with- 
out further waiting. In other words, 
the London now provides its policy- 
holders with payments on accounts be- 
fore the accounts themselves have 
been actually collected. 


New Plate Glass Company 


BOSTON, MASS., Aug. 12—The Massa- 
chusetts Plate Glass, the first company 
of its kind to be started in this state, 
has been organized and applied for a 
license. The company will start with a 
capital of $100,000 and surplus of $50,000. 
The officers are: President, David N. C. 
Hyams; vice-president, Charles D. B. 
Fisk; secretary and treasurer, Louis A. 
Ginsburg; assistant secretary, Frank J. 
Emens; assistant treasurer, Samuel J. 
Ginsburg. Frank J. Emens, who has had 
several years’ experience with Boston 
houses as an underwriter, will be manag- 
ing underwriter. One of the directors 
of the new company is D. E. Timmerman, 
head of the insurance firm of D. E. Tim- 
merman & Co. The company will start 
business Sept. 1. 





Beverly B. Hobbs has been appointed 
general agent of the Travelers at Keo- 
uk, Ta. 
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COMMITTEE COMPLETES 
COUNCIL PLAN DRAFT 


| Insurance Carriers Will Meet in 


New York, September 4, to 
Discuss Rules 


WANT A NATIONAL BODY 


Scheme to Coordinate, Simplify and 
Make Uniform the Rating Ma- 
chinery for Compensation 





NEW YORK, Aug. 13—A_ general 
meeting of insurance carriers, rating 
organizations and state departments 


having jurisdiction 
compensation insurance 
held Sept. 4, at the 
vania, New York City, 
ing purposes: 


workmen’s 
rates will be 
Hotel Pennsyl- 
for the follow 


over 


1. To receive and act upon the re- 
port of the “Committee on Constitu- 
tion” appointed pursuant to a resolu 
tion adopted at a meeting held on June 
30, 1919. 

2. To adopt, ratify and subscribe to 
the constitution creating a “National 
Council on Workmen’s Compensation 
Insurance.” 


9° 


3. To nominate and elect a govern- 
ing committee for such “National 
Council.” 

4. To transact such other business 
as may be necessary to effect the or 
ganization of such “National Council.” 


Draft Is Completed 


The draft of the proposed constitu- 
tion of the National Council on Work 
men’s Compensation Insurance has 
been completed. 

The members of the committee on 
constitution are agreed—unanimously— 
on the scope and functions of the pro- 
posed council, its form of organiza- 
tion and the general methods of opera- 
tion. 

The constitution provides for a gov- 
erning committee elected by insurance 
carriers with jurisdiction over finances 
and power to elect a general manager 


and supervise his activities. It pro 
vides for three technical committees 
dealing with rate problems and ap- 


pointed by the managers of bureaus 
affiliated with the council. Wide au- 
thority and large responsibility un- 
der, proper safeguards, is given to the 
general manager, upon whose creative 
ability the success of the new venture 
will largely depend. 


Non-State Regulation States 


The committee experienced but little 
difficulty in formulating the procedure to 
be followed by the council in its rela- 
tions with bureaus in so-called “Sched- 
ule Z States,” where the supervision of 
rates and their application to individual 
risks is on a firm legal foundation. The 
problem of rate regulation in “Non- 
Schedule Z States,” however, has caused 
much discussion, and the proposed solu- 


(CONTINUED ON PAGE 32) 
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GROUP 


INSURANCE 
Life, Accident and Health 


¥ 


4 


With the same Prompt and Expert Safety Engineering 
and Inspection Service and Organization which has 
made the Name of The Travelers Famous. 


AGENTS AND BROKERS 


Refer Your Inquiries to The Group Insurance Division. 


THE TRAVELERS . 
INSURANCE COMPANY 


Hertford, Connecticat. 











“$2,500 FOR $1.00” 


Today See, Write or Phone 


R.W. HYMAN & COMPANY 


1915 Insurance Exchange Building, Chicago 


About the new and original CONTINENTAL AUTOMOBILE PERSONAL 
ACCIDENT policy sold at an annual premium of $1.00 to persons who buy a 
CONTINENTAL AUTOMOBILE LIABILITY policy—it’s a BIG BUSINESS 
GETTER and is sold only by the 


CONTINENTAL CASUALTY COMPANY 
H. G. B. ALEXANDER, President - General Offices, Chicago, III. 




















The Republic Casualty Co. 


PITTSBURGH, PA. 
Writes All Lines of Casualty Insurance 


Local and General Agents Wanted in Ohio and Pennsylvania 




















We are issuing all forms of 


Life, Health and Accident Policies 


Perfect Personal Protection 


Can we interest you in biggest, greatest, best paid business in the world? 
It will be our pleasure to give you more information. 


CLOVERLEAF LIFE & CASUALTY COMPANY 


FREDERICK H ROWE, PRESIDENT 
HOME OFFICE 


JACKSONVILLE, ILLINOIS 

















The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 
SEMI-ANNUAL STATEMENT JUNE 30, 1919 


OE asi ncuh sun Snwacies sudo ses ha webs scobent vane kop tea eens aes paigsséton ous ceneseoeeee $18,060,538.72 
SR Wisc CLLGOM manu Suiei scan esasesedesnb tricone eee srel pase Scar sees hwetesbekees eee 14,718,231.84 
Capital 


ce. 2,342,306.88 
REL ee NON PLEO, 5 oss sv uassensharwuetencnauessonaccntupassssacswsiocbeevect 68,667,495.03 


The Company’s Lines: Fidelity, Surety, Accident, Health, Disability, Burglary, Robbery, Larceny, 
Theft, Plate Glass, Druggists’ Liability, Owners’ and Tenants’ Liability, Empleyers’ Liability, Public 
Liability, Steam Boiler, Fly Wheel, Workmen’s Compensation, Automobile (Liability, Property Damage 
and Collision), Physicians’ Liability, Teams’ Liability. 





PROGRAM ANNOUNCED 


HEALTH AND ACCIDENT LIST 


Interesting Schedule of Events for the 
Annual Meeting of the Con- 
ference Next Month 


President Isaac Miller Hamilton of 
the Health & Accident Underwriters 
Conference has announced the program 
for the annual meeting to be held at 
the Clifton Hotel, Niagara Falls, Can- 
ada, Sept. 2-4. The Mutual Section will 
hold its meeting in the same place Sept. 
2, the regular convention’ starting Sept. 
3. President Hamilton in addition to 
the program as announced hopes to se- 
cure an official of one of the Canadian 
companies to give an address and may 
secure the acceptance of Insurance 
Commissioner Fairchild of Colorado, 
who is president of the Insurance Com- 
mission Convention to read a_ paper. 
The program is as follows: 


FIRST SESSION 
Wednesday, Sept. 3, 10:30 A. M. 


Called to order by president, Isaac 
Miller Hamilton. 

Roll call. 

“Greetings From Canada,” George H. 
Hunt, Superintendent of Agencies, The 
Imperial Life, Toronto. 

Response, A. E, Forrest, Vice-Presi- 
dent, North American Accident. 

Annual address of the president. 

Report of Credentials Committee, E. C. 
sudlong, Chairman. 

Report of Membership Committee, G. 
Leonard McNeill, Chairman. 

Report of Mutual Section, 
Loucks, Chairman. 

Report of Treasurer, C. H. Brackett, 
Treasurer. 

Report of Executive Committee, C. A. 
Craig, Chairman. 

Report of Grievance Committee, W. R. 
Sanders, Chairman. 

Appointment of Committee on Nomina- 
tions. 

Report of Press Committee, I. N. Ste- 
vens, Chairman. 


SECOND SESSION 


Wednesday, Sept. 3, 2:15 P. M. 

“High Prices and American Destiny,” 
I. N. Stevens, President, Commonwealth 
Casualty. 

“Combination Insurance,” Forbes Lind- 
say, Los Angeles, Calif. 

“Study of Some Early Industrial Insur- 
ance Associations,’ C. P. Orr, President, 
— Life & Health of Birmingham, 
Ala. 


THIRD SESSION 
Thursday, Sept. 4, 10:30 A. M. 


“Inter - Departmental Co - Operation,” 
George S. Gallaway, assistant general 
manager, Hooper-Holmes Bureau, Chi- 
ca 


Elmer 


£0. 

“What We as Underwriters Can Do 

That Will Make for Bigger and Better 

Business,” C. H. Boyer, manager casualty 

department, National Life U. S. A. 
Report of Audit Committee, J. J. Barns- 

dall, Chairman. 


FOURTH SESSION 
Thursday, Sept. 4, 2:15 P. M. 


“How to Interest Capable Agents in 
Monthly Premium Accident and Health 
Insurance and the Proper Basis for Re- 
muneration for Their Service,” W. W. 
Powell, superintendent accident and 
health dspartment, Southern Surety. 

“Control by Suggestion as a Remedy 
for Acquisition Evils,’ W. W. Dark, sec- 
retary and treasurer, Business Men’s In- 
demnity of Indianapolis. 

Discussion of committee reports. 

Report of Nominating Committee and 
election of officers. 

Date and place of next meeting. 

Adjournment. 


Western Indemnity Report Finished 


AUSTIN, TEX., Aug. 12—Examiners 
have completed their report of the ex- 
amination of the Western Indemnity of 
Dallas. The report will be available 
within the next few days. A dual exami- 
ration was made by the Texas and 
Arizona departments. The Arizona de- 
partment refused to make it a joint ex- 
amination. 


Added Tax in Massachusetts 


BOSTON, MASS., Aug. 12—Companies 
eperating in Massachusetts, both foreign 
and domestic, have been notified that the 
additional 1 percent “war bonus tax” im- 
posed last year on net premium income 
has been continued for the present year. 











Returns must be made by Aug. 15. 


AUTO LOSSES FEWER 
PROHIBITION ALREADY FELT 


Some Companies Notice Difference— 
Others Say No Change Evident 
—Bound to Have Effect 


The effect of prohibition on auto- 
mobile collision and property damage 
losses is already being felt by some 
companies writing these lines. Others 
have not noted any decrease, but ex- 
pect that in the long run there will be 
a lowering in the loss ratio due to the 
shutting down on liquor. 


Joy Ride Losses ‘ 


“There cannot help but be a change 
in some degree,” said one automobile 
underwriter. “That is logic. A great 
number of losses can be traced to 
liquor, and if liquor stops these losses 
will stop. We have paid on a great 
many accidents caused by drunken 
chauffeurs as well as when driven by 
owners. Many a time a party has 
started out downtown, stopping at one 
place after another, then making road 
houses as they head toward the coun- 
try, picking up a case at the last one 1o 
be consumed in a grove later in the 
trip. On the way home an accident 
takes place.” 

All agree that there is great difficulty 
in proving that any person was drunk, 
and that liquor caused the accident. 
Undoubtedly many accidents are cred- 
ited to liquor which it did not cause, 


blamed on other conditions. It de- 
pends a great deal on personal view- 
point as to whether anyone is in- 
toxicated or not. It is practically im- 
possible to trace many cases, and to 
prove the cause to be whisky. 


No Decrease Noted 


Some companies have noted no de- 
crease in losses since prohibition. Ex- 
perience of one company has been that 
very few accidents are traceable to 
liquor. Often you can get witnesses 
on both sides of the question, some 
swearing that the driver was under the 
influence while the others are equally 
sure that he was not. 

One man advances the theory that it 
is on holidays and Sundays that the 
advantage of the dry laws will be no- 
ticed. This is the time, he says, when 
people let go more or less. They are 
more apt to indulge themselves when 
they have no work to be done and it 
is at such times that liquor accidents 
happen. 


Casualty Notes 


Special Agent S. S. May of the Trav- 
elers, formerly connected with the De- 
troit office and later sent to Nashville to 
assist in the Tennessee compensation 
campaign, has now been assigned to the 
St. Louis office. 


The new branch office of the Travelers 
at Peoria, Ill., will be located on the 10th 
floor of the Jefferson building with 
Joseph W. Reilly as manager. Mr. Reilly 
was formerly special agent in charge of 
the sub-branch office at St. Paul. 


The Continental Casualty of Chicago 
is writing a joint automibile policy in 
Arizona, Idaho, Nebraska and Wyoming 
with the Agricultural and the Globe & 
Rutgers, the Continental assuming the 
casualty portion of the contract and the 
fire companies the other hazards. 


An increase of $32,000 in premiums for 
the first six months of this year over the 
same period of 1918 is reported by B. L. 
Heath, manager of the Cook county de- 
partment of the Chicago Bonding. Mr. 
Heath’s department has been moved into 
the Insurance Exchange Building from 
the home office in order to render a 
more efficient service to brokers. 


The Gaedke-Miller Agency, 1303-1305 
Majestic Building, Milwaukee, general 
agent of the Maryland Casualty in Wis- 
consin and upper Michigan, and handling 
general lines, has changed its form to a 
corporation with an authorized capital 
stock of $75,000. Otto H. Gaedke and 
Alfred A. Miller continue as owners of 
the business. Besides specializing in 


surety underwriting, the company is gen- 
eral agent of the State of Pennsylvania 





Fire. 





and also many which it causes are 
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Policy of Foreign Companies 


THE decision of the Norwich UNIon 
Fire to organize a casualty company in 
this country is probably an indication 
that other large foreign companies will 
take a similar course and, indeed, some 
of the American companies may find it 
necessary to follow a similar path in or- 
der to meet the demand of the times and 
to be able to cope with their competitors. 
The Royat, Liverpoot & Lonpon & Grose, 
Lonpon & LANCASHIRE, and CoMMERCIAL 
Union already have casualty companies 
on this side. The tendency of the foreign 
companies is to establish fleets in this 
country, purchasing established institu- 
tions and conducting them as going con- 
cerns and not absorbing their business. 
Almost every foreign company now has 
its fleet of subsidiary companies and un- 


derwriters’ agencies. The Hartrorp Fire 
entered the casualty field through the 
Hartrorp Acciwent & INDEMNITY, which 
has been successful. There has been talk 
for some time of the Firreman’s Funp of 
San Francisco organizing a casualty com- 
pany, but nothing so far has materialized. 
There aré a number of fire and casualty 
companies working in joint agreement 
so far as automobile business is con- 
cerned. 

Possibly the tendency will be for fire 
companies to have their casualty running 
mates and vice versa. It seems an anom- 
aly in this country that our strong insti- 
tutions are not able under the laws to do 
all classes of property insurance as are 
the companies in other countries. We 
are thus handicapped in competition. 


Residence Burglary 


IN BURGLARY insurance the residence 
burglary field, offers a wide opportun- 
ity to the local agent. In fact, with 
most of the burglary companies, the 
residence business comprises between 
50 and 60 percent of the total burglary 
writings. There are only between 26,- 
000 and 27,000 banks in the United 
States which limits the field for bank 
burglary insurance. Messenger rob- 
bery, paymaster’s robbery and holdup 
insurance are coming into greater 
prominence as is the mercantile end of 
the business, but at the present time 
the fruitful soliciting field is among 
prospects for residence policies. 

Every householder is a_ potential 
prospect for residence burglary insur- 
ance. Of course the poorer class of 
people must be eliminated from serious 
consideration, but in the bigger cities 
where the large apartment buildings 
are located there are often hundreds 
of good prospects in one city block. 

The desire must be created for bur- 
glary insurance by the agent, and the 
only way to secure a respectable vol- 
ume of business is to go out and make 
a burglary insurance campaign. Now 
is a particularly opportune time to 
stir up interest in residence burglary 


insurance as there is a social and la- 
bor unrest in the country. 

One of the best selling arguments 
for residence burglary is the fact that 
the losses are always large. A cal- 
culation of 10,000 burglary losses in a 
number of the principal companies 
shows that the average residence bur- 
glary loss is $175. Often the claim 
is much higher than this. Once a 
burglar has entered an apartment or 
house, and finds no one at home, he 
is able to ransack the premises and 
make a clean sweep. He has plenty 
of time to make a thorough search and 
highwaymen are not overlooking any 
bets these days. Those who maintain 
larger homes are forced to employ a 
rather undesirable class of servants 
just now because of the labor scarcity, 
and this has added to burglary losses. 
Many prospects have no real under- 
standing of just what burglary insur- 
ance is, how broad the coverage is, 
and the comparatively low cost. If the 
assured sustains a loss, the company 
carrying the risk pays no matter how 
the loss occurs or who stole the goods. 
sition with no strings attached to it. 
The contract is an open and shut propo- 
sition. 


Attitude of Small Factory Owners 


AFTER all it is a small compensation 
risk that has to be more closely 
watched than a large one. The small 
factory head does not respond quickly 
to the safety first idea. The man em- 
ploying a limited number of workers 
assumes the position that he is going 
to run his own factory in his own way. 
He is inclined to resent outside inter- 
ference. The compensation insurance 
company that attempts to come in and 
install safety appliance, organize safety 
units, and in other respects regulate 
to some extent the working life of the 
factory, is up against a stone wall of 
resistance. Whereas, the owner of a 
big plant at once recognizes the im- 
portance and necessity of all of the 
improvement work being done by the 
compensation companies, the small fac- 
tory owner attaches less significance 


to this phase of compensation insur- 
ance. 

Even in the matter of claims, the 
small risk is more troublesome. The 
manager of a big plant never fails to 
have accident reports mailed in on 
company forms immediately. When 
an accident occurs in a small plant, the 
compensation company carrying the 
risk often knows nothing of it until 
it is presented with a doctor’s bill. 
Then an investigation and full report 
is necessary. On the whole, small fac- 
tory owners do not seem to take the 
work of the compensation companies 
very seriously and policyholders in this 
class need closer cultivation than those 
who have a broader vision, and have 
come to realize the importance of any 
work that concerns the life and health 
of the worker. 





Charles W. 
Olson of Chi- 
cago, secre- 
tary of the IIli- 
nois Insurance 
Federation, 
who did such 
magnificent 
work at Spring- 
field during 
the legislative 
session is now 
prominently 
identified with 
the Illinois 
state constitu- 
tional conven- GyHaRLES W. OLSON 
tion campaign 
in the effort to get the best men elected 
as delegates to the convention. Mr. 
Olson is conducting a strictly non- 
partisan piece of work through the 
Illinois Insurance Federation by urg- 
ing insurance men and their friends 
to get behind men _ of character, 
honesty, sound judgment and broad 
experience in their communities and 
do everything they can to help in be- 
ing chosen delegates. Mr. Olson 
stresses the great importance of the 
constitutional convention, saying that 
“to escape the fads and isms surcharg- 
ing the world’s political atmosphere 
we cannot afford to choose men lack- 
ing in sound judgment and demon- 
strated training in harmony with Amer- 
ican ideals.” 

Mr. Olson is connected with the 














office of Conkling, Price & Webb in 
Chicago and has had a large experi 
ence in the casualty and surety field. 


The primary election for the constitu- ~ 


tional convention will be held Sept. 10. 
Two men from each senatorial district 
will be chosen. 


Manager Frederick Richardson of 
the General Accident, announces that 


the company finds a material increase - 


in premium income up to July 1. Dur- 
ing that time the increase in business 
exceeded $700,000. He states that Gen- 
eral Manager F. Norie-Miller, from the 
home office, will be here in September 
or October. He predicts that this year 
will be the most successful twelve 
months of the General’s administration 
in this country. The General Accident 
has been in existence 34 years and has 


been operating in this country 20 years. . 


Mr. Richardson has developed a high 
grade head office staff, as well as a 
progressive agency plant. 

P. F. Garnett, recently field secretary 
for the National Workmen’s Compen- 
sation Service Bureau, and now super- 
intendent of agencies for the London 
& Lancashire Indemnity, is arranging 
to vigorously push the business of the 
latter organization. Both physically 
and in manner, Mr. Garnett strikingly 
resembles William B. Joyce, the dy- 
namic president of the National Surety, 
and his influence in general field work 
is sure to be felt before long. 








WITH BURGLARY UNDERWRITERS 








BIG RUN OF BANK BUSINESS 





Owing to Larger Amount of Money 
and Securities More Insurance 
Is Being Carried 





Companies writing bank burglary 
business say that in spite of the in- 
creasing amounts of insurance that 
have been taken out by banks earlier 
in the year, June and July were very 
heavy producing periods. In addition 
to the large amounts of Liberty bonds 
being held in banks, the financial in- 
stitutions have an unusual amount of 
other securities and currency. Here- 
tofore, when banks began getting more 
insurance because they had more 
money it was a sign of approaching 
panic. Now it is an indication that 
the people have more money and are 
depositing it with the banks or pur- 
chasing. securities and leaving them 
with banks for safekeeping. The nu- 
merous bank robberies and the daring 
holdups have influenced the bankers 
not to take chances. 





Two Large Policies Written 


The Fidelity & Deposit recently wrote 
two large burglary policies running to 
the state of Michigan. Each «is for 
$600,000 indemnifying State Treasurer 
Samuel Cdell. They cover only securi- 
ties deposited with the state treasurer 
as security for public deposits. 





Companies Aid Kansas Officials 


KANSAS CITY, MO., Aug. 12—Surety 
companies wanting business in Kansas 
City, Mo., and Kansas City, Kans., have 
become active in a campaign to appre- 
hend and convict bandits who have 
robbed nineteen banks in Kansas and 
seven in Missouri since June 1. Five. 
banks have been robbed in or close to 
Kansas City since April. The bandits 
each time escaped with large amounts 
of money and liberty bonds. 

I. J. Talbott, manager of the branch 
office of the National Surety, in Kansas 
City, Kans., has notified the state bank 
commissioner that his company would 
share half the expense with the state 
in apprehending and convicting the per- 





sons who have robbed any of the nine- 
teen banks in Kansas in the last two 
months. 

Other insurance companies in both 
Kansas and Missouri are contemplating 
action to aid in preventing the frequent 
robberies. 





Bank Burglary Rates 


NEW YORK, Aug. 13.—A joint meet- 
ing between the insurance committee of 
the American Bankers Association and 
representatives of the Burglary Insur- 
ance Underwriters Association will be 
held in this city Sept. 8, when the ques- 
tion of rates on bank burglary contracts 
will be reviewed. 


COMPANY MAKING PROGRESS 





Lion Bonding Shows a Splendid In- 
crease in Business—New States 
Are Being Entered 





The Lion Bonding & Surety of 
Omaha is experiencing a very satisfac- 
tory growth in premium income this 
year. For the first six months of 1919 
the bonding and casualty premiums 
were nearly double the same period 
last year. O. Beatty, agency su- 
pervisor, is steadily developing the 
field. The company is operating in 
Michigan, Indiana, Texas and several 
of the coast and mountain states be- 
sides those adjoining Nebraska. The 
company has been in Indiana only since 
July 1, but has already written nearly 
$12,000 in premiums. Benjamin H. 
Rowe of Indianapolis is state manager. 
The company writes fidelity and sur- 
ety, automobile, plate glass and bur- 
glary, besides health and accident. It 
is now figuring on entering Illinois. 


Briggs Succeeds McKinney 


W. R. Briggs, formerly special fire rep- 
resentative for the Automobile of Hart- 
ford at the western branch office, has 
been appointed manager of the Los An- 
geles branch office of the affiliated Aetna 
Companies, to succeed H. A. McKinney, 
who resigned to join his own company 
in Providence. 
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The Sign of Good. Casualty Insurance 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORD'S 
TEAMS ELEVATOR 
COMPENSATION GEN’L LIABILITY 





ESTABLISHED 


London Guarantee & Accident Company, Ltd. 


OF LONDON, ENGLAND 


F. W. LAWSON, General Manager 


BB... .esesees P nao Agts. Illinois, Mo., Ind., 1423 Insurance Exchange. 


y, 


Head Office, Chicago 
CONKLING, PRICE & WE 
FRED. L. GRAY COMPANY 


ge, Chicago 
Le orthwestern Managers, 328-336 Security Bank Bidg., Minneapolis 
RAYMOND & RAYMOND 


ania General Agents. Southern Michigan, Journal Bldg., Detroit 
L Li, SON... .General Agents, West Virginia, Board of Trade Bidg., Wheeling 
MAXON & PERDUE COMPANY............ Gen. Agts.. Northeastern Ohio, Leader-News Bldg., Cleveland 
G. C, ROTHIER & COMPANY...... ...Gen, Agts., So. Ohio, 1217-18 First Nat. Bank Bldg., Cincinnati 
HANSEN & ROWLAND, Ine., Gen. Agts., Wash., 214 Tacoma Bidg., Tacoma; 1708 L. C. Smith Bldg., Seattle 
THE MERRILL, DODGE & JACKSON CO........ Gen. Agts., Lucas Co., Produce Exch. Bldg., Toledo, Oh’ 


, Ohio 
O'CONNOR HROS.-McCUNE AGENCY.........cccccccccceccccccuce Agts., Savings Bldg., Lima, Ohio 












Assets $ 1,175,707 


Behind the Contracts of the 


AMERICAN REINSURANCE COMPANY 


HANOVER BANK BUILDING 
NEW YORK CITY 


HENRY W. IVES & CO., Underwriting Managers 


stand solidly invested assets in excess of $1,100,000, ample 
reserves and an enviable reputation for fair dealing. 


REINSURANCE EFFECTED IN 
COMPENSATION, PUBLIC AND GENERAL LIABILITY, HEALTH, 
AUTOMOBILE AND BURGLARY LINES 
UNDER EQUITABLE CONDITIONS 











Agents: If you desire connection with a Company rendering REAL | 
SERVICE write to one of the following agencies in your territory: 
P. A. COOLING CO., General Agents, 404 Amer. Central Life Bldg., 
Indianapolis, 
OSCAR R. WITTE & CO., 


Ind. 
General nts, 403-6 Wainwright Bldg. 
St. Louis, Mo. 
FRANK V. SMITH & BROS., General Agents, 428 Reserve Bank Bldg. 


ity, Mo. 
E. J. MILLER, General Agent, 311 Gas & Electric Bldg. 
Denver, Colo. 
JOPLING & WHITESIDE, General Agents, 305 Hoyt Bldg. 
Wichita, sas 


(For Other States Write Home Office) 
We Specialize in Accident and Health, Plate Glass and Autemobile Insurance. We Write All Casualty Lines. 


WESTERN INDEMNITY COMPANY, Dallas, Texas 
id Capital, $300,000 Assets, Over $1,500,000 
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[The American Credit-Indemnity Co. | 








of NEW YORK 
CREDIT INSURANCE ONLY 
E. M. TREAT, President 
The American’s Unlimited Policy not only provides absolute protection against abnormal Joss on 
all outstanding covered accounts, but serves to prevent losses. 
If you are a manufacturer or jobber, write for the full particulars of this service. 


415 Locust St., St. Louis, Mo. , 91 William St., New York 
OFFICES IN ALL PRINCIPAL CITIES 
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} R.J.LYDDANE, General Agent 


1140 Marquette Bldg., Chicago 
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soup | THE METROPOLITAN CASUALTY 
ENTERPRISING INSURANCE CO. OF NEW YORK 
LIBERAL Home Office: 47 CedarSt., New York City 
PROMPT PLATE GLASS, BURGLARY, ACCIDENT, 
HEALTH INSURANCE 














MERICAN LIABILITY 


FIELD MEN WANTED 


Experienced field men in surety and 
casualty lines might be able to form 
advantageous connections by addressing Box 


COMPANY 


Disability Insurance 

















WORKMEN’S COMPENSATION 














FRICTION OVER UTAH RATES 





Insurance Representative, Overridden : 


by Associates, Decides to 
Quit Commission 


SALT LAKE CITY, UTAH, Aug. 
12.—As a result of friction among the 
members of the state industrial com- 
mission, culminating when a majority 
overrode recommendations of Harri- 
son E, Jenkins of the insurance depart- 
ment. Mr. Jenkins has notified Gover- 
nor Bamberger that he will resign in 
the near future. 

When the question of fixing rates 
‘was under consideration, Mr. Jenkins 
proposed a reduction of about 10 per- 
cent in the rates of stock companies 
and the state fund alike. The majority 
of the commission, however, adopted 
a rate for the state fund about 25 per- 
cent below the stock company rate. 
Subsequently it was decided to allow 
the companies to charge what rate they 
desired. 

_Mr. Jenkins contended for a reduc- 
tion of expense loading to 30 percent, 
and a majority of the commission re- 
duced the loading for the state fund to 
15 percent. Mr. Jenkins contends that 
the extremely low rates fixed for the 
state fund is “gambling with money 
placed in the commission’s hands as a 
fiduciary trust.” 

The commission has adopted a rate 
of $7.29 per $100 of pay roll for coal 
mines. The premium charged until 
July 1 was $7.81 per $100 of payroll. 
The Workmen’s Compensation Bureau, 
with which stock companies handling 
compensation business are affiliated, 
proposed a rate of $9.50. It is probable 
that companies will charge at this fig- 
ure, while the rate fixed by the com- 
mission will apply to the state fund. 
Companies are not anxious for this 
class of risk, but under the new law 
they must accept it if it is offered. 





DAWSON TO PROBE THE FUND 


—_———_. 


Connor Charges Wili Be Investigated 
on Order of the Governor of 
New York 


NEW YORK, Aug. 13.—A reply has 


‘been issued by the New York State In- 


surance Fund to the recent report of 
J. F. Connor, in which vigorous denial 
is made of the numerous criticisms of 
the organization made by Mr. Connor. 
The Connor report alleged in brief 
that the State Fund was mismanaged; 
that serious delays occurred in auditing 
payrolls under cancelled policies, and 
in the payment of claims, and that its 
affairs have “not been properly audited 
by an outside actuary or accountant.” 

Challenging the correctness of these 
assertions the State Fund management 
dcclares the organization to be in sound 
financial condition with “assets of $5,- 
506,000, and a surplus of over $800,000, 
with reserves of unquestioned ade- 
quacy.” Its premium income in 1918 
was $3,323,842. Denial is also made of 
the allegation that favoritism is shown 
in the acceptance of business from 
certain brokers, or in the employment 
of doctors. It is declared further that 
while “the life of the State Fund has 
been just one investigation after an- 
other,” a new overhauling by compe- 
tent parties “would be welcomed by its 
management.” 

Following the receipt of the Connor 
report, Governor Smith appointed Miles 
M. Dawson, the widely known actuary 
of New York City, to make a thorough 
investigation of the State Insurance 
Fund. 





H. H. Hamm, director of claims for the 
Ohio Industrial Commission, has resigned 
to become claims manager for the Fire- 
stone Tire & Rubber Company, Akron. He 











W. R. Sanders, G 1 Mer. 845, Lion Bonding & Surety Co., Omaha, 
All a Citizens Nat'l Bonk Bld. CINCINMATI, O10 Nebraska, stating experience and salary desired. 
Occapations| $100,000.00 Insurance Department Deposit 














is succeeded in the commission by Harry 
C. Baker of Circleville, 


FIGHT OVER MISSOURI LAW 





Squabble Over Referendum Petitions— 
Insurance Federation Favors New 
Measure 





JEFFERSON CITY, MO., Aug. 12.— 
A. S. Phillips of St. Louis, attorney 
for the State Federation of Labor, and 
others who have been here since the 
referendum petitions were submitted to 
the Secretary of State last Monday 
for a vote of the people on the work- 
men’s compensation act, have not only 
sought to obtain an injunction in the 
jCole County circuit court to prevent 
Secretary of State Sullivan from offi- 
cially holding that the petitions are 
sufficient, but they are now contending 
that there is yet ample time for per- 
‘sons who signed the petitions to with- 
draw their names. 


Charges of Fraud Made 


The petition for an injunction makes 
many charges against opponents of the 
measure, among others that a great 
many hundreds of voters in the various 
congressional districts where the peti- 
tions were circulated now want to with- 
draw their names. It is also charged 
that the petitions contain a great many 
fictitious names, duplicate names, fraud- 
ulent names, that misrepresentations 
were used in securing signatures. 
None of the names of voters, which, 
it is claimed, were obtained under false 
pretense or other means not sanctioned 
by law is given. Presumably this ex- 
hibit will be a part of the proceedings 
later, for a hearing on the application 
has been set for Aug. 18. 


Holds Time Has Expired 


As matters stand the secretary of state 
has held that the time for filing peti- 
tions and withdrawals from petitions ex- 
pired the evening of Aug. 7, and he will 
not consider either in the future. He 
also held that in the case of withdraw- 
als the parties would either have to 
appear before him personally or have 
their withdrawals by mail sworn to be- 
fore some official authorized to admin- 
ister oaths. 

The petitions filed by Maurice J. Cas- 
sidy, secretary of the Building Trades 
Council of St. Louis, and others, asking 
for a vote on the workmen’s compensa- 
tion law contained more than 31,000 
names of men stated to be legal voters. 


More Signatures Than Required 


On this representation, added to the 
number of congressional districts repre- 
sented by the petitions, there were about 
12,000 more signatures than the law re- 
quires. : 

The question of extending the time for 
the withdrawals until the courts have 
threshed out the controversy, is a new 
one. In fact, since the initiative and ref- 
erendum provision of the constitution 
was adopted, there has never been a con- 
test over petitions for either the initia- 
tive or referendum. It is expected that 
the present litigation will reach the 
Supreme Court, where ruling need not 
be ;expected before the close of the 
year. 


Damage Suit Lawyers Blamed 


W. M. Byrne, president of the Insur- 
ance Federation of Missouri, states that 
the filing of the petitions is due princi- 
pally to damage suit lawyers who will 
lose considerable revenue should the act 
go into effect, and has several copies of 
the letters circulated by lawyers, offering 
solicitors 10 cents per name for securing 
signers, using the argument that labor 
organizations were opposed to the act 
which insurance companies succeeded in 
passing. Mr. Byrne states further that 
80 per cent of labor organizations want 
the act, and that the insurance agents 
and companies only fought the bill which 
was introduced for state insurance and 
had little to do with passing the present 
act. 

The Insurance Federation of Missouri 
has taken no action with reference to the 
injunction proceeding but is naturally 





hopeful that the compensation act will 
go into operation on Nov. 1, 1919. 
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ACCIDENT AND HEALTH 














DETROIT CONFERENCE FORMED 





Health and Accident Agency Man- 
agers Organize—Will Entertain 
National Body 





DETROIT, MICH., Aug. 12.—The 
constantly increasing responsibilities 
and influence of health and accident 
agency managers, resulting some two 
years ago in the organization of the 
National Agency Managers’ Associa- 
tion has brought Detroit into the fold. 
Each city is to have its own organiza- 
tion but all to be affiliated with the 
National Association. 

The Detroit body, though not large, 
there not being more than 25 man- 
agers in the city having a direct agency 
contract, has been named the Detroit 
Casualty Conference. The officers 
are: L. H. Westerman, Midland Casu- 
alty, president; G. F. Sullivan, Ocean 
Casualty, vice-president; Wade Hamp- 
ton, Southern Surety, treasurer; George 
B. Graves, Federal Casualty, secretary. 

The association’s object is: clean 
business for policyholders, agency 
managers and companies; the suppres- 
sion of twisting; protection ‘against 
dishonest agents. 

The annual meeting of the National 
Association will be held in Detroit this 
week, Aug. 15 and 16. The Detroit 
Casualty Conference will entertain the 
visiting delegates. 





CASUALTY BUSINESS BOOMING 





Commercial Disability Companies Re- 
port Increases, Owing to Strikes, 
Riots and Labor Disturbances 





Commercial accident companies re- 
port an increase in business during the 
last few weeks, or since there have 
been numerous strikes and riots and a 
general condition of discontent among 
workers in various parts of the coun- 
try. While this situation does not di- 
rectly affect the purchaser of a com- 
mercial accident and health policy, it 
nevertheless makes clear the fact that 
things that were regarded as remote 
possibilities suddenly spring into real- 
ity. The man who believes that he 
does not have to purchase accident 
and health insurance awakes some 
morning to find rioting going on in all 
parts of the city. Perhaps he sees an 
innocent bystander become the victim 
of a strike breaker’s bullet. At any 
rate, the uncertainty of life is em- 
phasized in strenuous times like these. 
The widespread effect of labor discon- 
tent is being more closely grasped by 
all business men. 

It is being recognized by men of 
broad vision that when trouble occurs, 
the public in general is affected. No 
one is immune. Accidents are liable 
to happen to anyone. Citizens of Chi- 
cagé were stunned when a giant dirig- 
ible crashed through the skylight of 
one of the leading banks of the city. 
[his only served to strengthen the 
argument that accident and health in- 
surance should be taken out, most sim- 
ply to cover the possibilities of ordi- 
nary accident, but to protect against 
the unusual situations that may arise. 
In the face of what is happening in 
the country today, no reasonable man 
will venture to hazard the assertion 
that there is seen on every hand. 





Want Uniform Provisions 


The Casualty Underwriters Association 
of Canada is endeavoring to get the com- 
panies together on uniform provisions for 
accident and health policies. This is a 
similar movement to that which was in- 
augurated in the United States by the 
leading companies that thus far has 


SHOULD TIME LIMIT BE SET? 





Opinions Differ on Payment of Weekly 
Indemnity While Disability 
Continues 





Opinions on the effect of a clause in 
accident and health policies calling for 
the payment of weekly indemnity to 
the insured as long as he is disabled, 
without limit, differ more widely than 
do the clauses in the policies of differ- 
ent companies. 

Many company men think that there 
is little danger of such a number of 
these claims accumulating on a com- 
pany’s books that they will form an 
appreciable drag on the company. On 
the other hand there are those who 
are sure they will. The big question 
in their minds is whether or not rates 
are high enough to care for this clause. 
No company has had enough experi- 
ence, they say, to be sure that the rate 
is right. 


Some Companies Remove Limit 


The danger of total disability for 
longer term than two years is remote, 
but it does exist and a great many 
companies have taken off the time limit 
on indemnity payments, to care for it. 
Some companies allow this only in 
cases where specific benefits are not 
allowed. That is if the policy states 
that for the loss of both legs $5,000 
will be paid, that is the only settle- 
ment that can be made. Others will 
allow the policyholder to choose 
whether he will take the lump sum or 
not. 

Unlike the life policy which con- 
siders certain contingincies as_ total 
disability, and continues the payment 
of indemnity regardless of whether the 
assured returns to work or not, the ac- 
cident policy pays only while the in- 
sured is: not earning an income. The 
policy is written with a view to guar- 
anteeing income and hence if the in- 
jured man returns to work the pay- 
ments cease. 


Many Return to Work 


Examples showing that many who 
would ordinarily be considered totally 
disabled frequently return to work can 
be found. A very successful heart spe- 
cialist in Chicago is totally blind, but 
goes on with his work. A banker in the 
same city lost both legs under a railway 
train and continues his work. Another 
banker in Minnesota continues as presi- 
dent of his concern although both legs 
and arms have been amputated. 

But the man with sufficient energy to 
go ahead under such a handicap is rare 
and the occupations of most men are not 
such that they can continue in a crippled 
condition. 


Tuberculosis Claims Over Limit 


Tuberculosis often brings claims which 
go over the two-year mark. Rheumatism 
and nervous prostration are two ailments 
which drag out for years. One company 
has paid a claimant with nervous pros- 
tration over four years and there is no 
prospect of the claimant recovering or 
dying within the next few years. 

Companies issuing these contracts find 
they must watch closely for claims which 
are unjust to the company. People do 
not return to work when they are really 
able to. Others imagine themselves sick. 





Conditions Very Satisfactory 


Secretary W. T. Grant of the Business 
Men’s Accident of Kansas City says that 
conditions over the territory for disabil- 
ity companies continue to be highly sat- 
isfactory. The Business Men’s Accident 
has finally gotten back to normal follow- 
ing the influenza epidemic. Its claims 
during July amounted to $32,043. The 
business has increased, as will be noted 
by the number of applications in July, 
viz., 5,256, as compared with 2,684 during 
the similar month a year ago. 





D. M. Pursley Made Manager 





failed to materialize. 


D. M. Pursley has been appointed Chi- 








Chicago Bonding&Insurance Co. 
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$1,780,412.00 


Assets 


Capital 
$500,000.00 


O. F. ROBERTS, Vice-Pres 


Home Office:—CHICAGO, Iil. 
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EMPLOYER’S LIABILITY 


SAMUEL APPLETON, Manager and Attorney U. S. Branch, 88 Broad St., Boston, Maes. 
Original and Leading Liability Company—aAll Forms of Liability Insurance 
The Most Advanced and Practical Personal Accident and Sickness Policies 


Assurance Corporation, Ltd., 


UNITED STATES ASSETS, $14,776,570.58 


rHOS. E. HANLON, Gen. Agt., Ohio, East. K 
Building, Cincinnati; STONE, STAFFORD 
Lemcke Annex, Indianapolis, Ind.; GEO. A. 
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INS. AGENCY CO., Gen. Agts., Commerce Bidg., 
PANY, Gen. Agts., Woodmen of the World Bldg., Omaha, Neb; JAMES & 
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Idg lone F. 


ants Exchange, St. Louis; GROVES BROS. 
Kansas City, Mo.; LOVE-HASKELL 
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The Mutual Plate Glass 
Shelby, Ohio 
Organized 1883 


HENRY WENTZ, President : 
The only Ohio Company Specializing on Plate Glass Insurance. Not an Experiment. 
SERVICE TO OUR REPRESENTATIVES AND POLICYHOLDERS 


Insurance Co. 


L. A. DENNIS, Sec. and Gen’! Agent 
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Fidelity and Deposit Company 


of Maryland 


| PREEMINENT IN SURETYSHIP 





HOME OFFICE — BALTIMORE 


Edwin Warfield, President 




























Place Your Reinsurance With 
A U. S. Company 


CASUALTY REINSURANCE 
ACCEPTED ON OPEN TREATY 


Acquaint us with your requirements 


Employers Indemnity Corporation 


NEW YORK KANSAS CITY CHICAGO 
35 Nassau St. Commerce Bldg. Insurance Ex. 
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Legal Knots Untied 


A New Service of the Casualty Review 





HERE is a new and extremely valuable service 
which THE CASUALTY REVIEW will 
give to advertisers and subscribers. Legal ques- 
tions submitted to the paper will be referred to 
Guilford A. Deitch, compiler of the ‘Insurance 
Digest,”’ and he will reply through the columns 
of the paper. The questions and answers will be 
published just the same as questions and 
answers have been published in THE NATION- 
AL UNDERWRITER under the heading of 
“Pointers for Local Agents’ for many years, and 
in the same way as the ‘“‘Forum” in ‘‘Rough- 
Notes” for many years. In fact the new Review 
service is merely an extension of the old Forum 
service to the accident and health business. 


THE CASUALTY REVIEW 


1362 INSURANCE EXCHANGE : CHICAGO 
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ment department of the Chicago Bonding. 
For several years Mr. Pursley has repre- 
sented the company at Cincinnati and 
has had a long experience in the accident 
and health field. The Chicago Bonding 
is putting on a eampaign for monthly 
payment business in Chicago and is also 
establishing a group and franchise in- 
surance department in. connection with 
the monthly payment department. 


New Group Plan 

H. A. Luther, second vice-president of 
the North American Accident, has worked 
out a plan whereby the company will 
issue a new form of group accident in- 
surance contract. Instead of the blanket 
form the company will issue individual 
contracts to workers, at the same time 
retaining the group insurance idea. Un- 
der this plan, premium payments will 


checks and each employe will receive 
an individual contract, all policies pro- 
viding exactly the same benefits. In the 
event the employe resigns, the individual 
contract may be kept in force. Under 
this form similar benefits are granted to 
men and women. Under the old form of 
group policy it was necessary for the 
company carrying the risk to secure a 
certain proportion of the employes. This 
plan obviates this difficulty and enables 
the company to write as many as care 
to carry the protection. 





North American’s New Policies 

A complete revision of its monthly pay- 
ment accident and health policies has 
been made by the North American Acci- 
dent. The company has withdrawn the 
11 forms of monthly payment policies 
formerly issued and has put on the mar- 
ket three contracts to be sold in the 
monthly department. The same policy 
is issued in three forms. One rate card 
and one application blank is used for all 
contracts, so that the agent has simply 
to familiarize himself with one form. The 
“Real Income Policy,” the unrestricted 
contract of the three, pays for the first 
day of disability, whether confined to the 
house or not, double indemnity for acci- 
dental deaths, doctors’ bills for accidents 
which do not disable up to $10 and other 
attractive features. The contract is un- 
limited and contains many liberal feat- 
ures. The “Perfect Income Policy” has 
all of the features of the “Real Income 
Policy,” except that it does not pay for 
the first week of sickness disability. The 
“Real Accident Policy” has all of the acci- 
dent benefits combined in the two other 
contracts. It is simply the “Real In- 
come Policy” with the sickness benefits 
eliminated. If the contracts are paid 
on the annual basis the policyholder 
saves almost two months’ premiums. 





Receiver Named for Traders 

ST. LOUIS, MO., Aug. 12.—Superintend- 
ent Harty has been appointed by Circuit 
Judge Hartmann as receiver for the 
Traders’ Assurance, a $10,000 corpora- 
tion, organized in 1916 to conduct a life, 
health and accident insurance business. 

The company filed an answer, admit- 
ting its insolvency and agreeing to the 
appointment of a receiver. 
were stated to be $7,400 and the claims 
$20,000. 

Samuel Clark is president of the com- 
pany, H. E. Brandt and A. M. Clark, 
vice-presidents, and George Kohlberg, Jr., 
secretary. Kohlberg served in the Thirty- 
fifth Division in France as captain of the 
110th Motor Supply Train. 


Accident Notes 


_ W. S. Hamilton, who has been super- 
intendent of the weekly life, health and 
accident department of the National Life, 
U. S. A., at Greenville, Miss., has been 
transferred to St. Louis in a similar 
capacity, succeeding W. R. Mathews, who 
has been relieved. 

T. Joseph O’Brien, for some twelve years 
connected with the Employers’ Liability 
Assurance, most of the time as assistant 
to P. W. Linscott, superintendent of the 
New England department, has been ap- 
pointed New England claim agent of the 
General Accident Assurance, with head- 
quarters in Boston. 


Cc. D. Hamilton, formerly assistant 
superintendent for the National Life & 
Accident of Tennessee at Cleveland, O.‘ 
and more recently with the National Life, 
U. S. A., as assistant at Greenville, Miss., 
succeeds E. A. Price as superintendent 
at Toledo, O., for the latter company. Mr. 
Hamilton will work the Toledo territory 
in conjunction with Detroit, Mich., open- 
ing an office in the latter city next week. 





Charles E. Brown, who is doing probate 
court work for the American Surety in 
Chicago, has connected with the general 
agency of Eldredge & Cleary in that city 
and will be special agent for the London 
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FIRE LOSSES OF THE WEEK 
(CONTINUED FROM PAGE 10) 


The explosion sent flames flying in every 
direction and in less than an hour the 
plant, three-quarters of a block long, 
had’ been almost totally destroyed. The 
estimated damage is about $150,000. Ten 
automobile trucks were destroyed. 
Freight cars which caught fire were 
brought out safely by members of the 
switching crew and the flames extin- 


guished. aoa 


St. Louis, Mo., July 12.—Engine com- 
pany No. 26 had a run to the premises 
of Conrades Manufacturing Company et 
al., northeast corner Second and Tyler 
streets. Second and third floors and 
basement occupied by Scharff-Koken 
Manufacturing Company, manufacturers 
of corrugated paper boxes. Alarm was 
due to head blowing out of a 3,000-gallon 
steel sprinkler pressure tank located on 
sixth floor of buildings lettered “E” and 
“D,” extending through the division wall. 
There is small damage to the building 
and considerable damage to stock from 
the 2,000 gallons of water contained in 
the tank which was emptied. Sprinkler 
leakage insurance on stock of Conrades 
Manufacturing Company: 

Camden Fire..$7,500 Cmnwlth. ....$7,500 
Rhode Island.. 7,500 — 

Sprinkler leakage insurance on stock 

of Scharff-Koken Manufacturing Com- 


any: 
Cemeratth. ....$6,500 Frank. Fire. .$2,500 
Cause unknown. 
ees 


McClure, 0O., July 30.—At McClure, 
fire of an undetermined origin destroyed 
the Alsphaught livery barn, two ga- 
rages, seven ‘automobiles, and the fire 
department’s apparatus. The loss was 
$30,000. 

* * * 

Bliss, N. Y., Aug. 10.—Fire here caused 
a loss of more than $300,000. 

As the home of the only agent in the 
place, John D. Howes, was destroyed 
in the fire all duplicate daily reports 
were lost and little is yet known as to 
the amount of insurance. More than 
70 buildings were burned. Most of the 


|insurance was written in the following 


companies represented in the Howes 
agency: Phoenix of England, Aetna, 
Continental, Great American, Niagara, 
Connecticut. Owing to carelessness the 
small storage reservoir was only turned 
on one-third while the fire was _ in 
progress. The fire was caused by chil- 
dren who were amusing themselves by 
saturating cattails with kerosene oil 
and then lighting them. 


* * * 

Davey, Neb., Aug. 10—A candle used in 
a church service started a fire in the 
Catholic church, which destroyed the 
business part of the town. The loss is 
estimated at $100,000, partly insured. 

* * * 

Beatrice, Neb., Aug. 12—In the Pad- 
dock hotel fire, last week, the loss was 
approximately $300,000. Many guests 
lost all their personal effects. Loss esti- 
State Investment Co., $200,- 
000, insurance $75,000; 
$40,000, insurance $25,000; K. C. Koons, 
jeweler, $12,000, insurance $5,000; S. F. 
Brandt, cigars, $5,000, no insurance; H. 
L. Harper, drugs, $12,000, partly. insured; 
F. P. Miller, haberdasher, $5,000, no in- 
surance; Robert Stratford, jeweler, 
$1,000; O. P. Fulton, real estate, and C. 
A, Scamman, optical, $1,000 each, fully 
insured; Frank Klaedois, confectioner, 
$1,000, no insurance; Legate & Life bil- 
liard parlor, $3,000, insurance $2,406. 

* -* * 

Little Rock, Ark., Aug. 5—There is a 
total loss to the Arkansas Farmers & 
Homestead Co. Insurance carried on 
stock $10,500; on furniture $700. 





“Rough Notes” Features Compensation 


In the August issue of “Rough Notes,” 
just published, workmen’s compensation 
insurance is presented as a special fea- 
ture. Information regarding the nature 
of the coverage and suggestions which 
will aid agents to sell the line are given. 
As the chief obstacle which agents have 
to overcome in writing and retaining this 
line on their books is the competition of 
mutuals and reciprocals, the practical 
suggestions as to how this competition 
may be met successfully will be found 
of value. 

There are also given a number of prac- 
tical plans for selling campaigns which 
are new and can be put into immediate 
use. In a number of states the bulk of 
this business is renewed at this time of 
the year so this special feature of “Rough 
Notes” is timely. Copies of the August 
number may be obtained of the Rough 
Notes Company, Indianapolis, Ind., at 15 
cents each. This special Workmen’s Com- 
pensation feature is in line with “Rough 
Notes’” program of presenting each 
month some timely branch of insurance, 
giving the necessary information and 
material with which the local agent may 
go after the business and put it on his 
books. 
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CASUALTY 31 




















THE PROVIDENT 
LIFE & ACCIDENT 
INSURANCE CO. 


CHATTANOOGA, TENN. 


Our popular priced Commercial 
Disability and new 1919 month- 
ly Premium Accident & Health 
policies for Professional and 
Business Men and Women 
insure a permanent Agency 
connection. Make your 
connection worth while 
by representing a 
Company with 
thirty years ex- 
perience. 


Agency Openings in 17 States 

















AMONG SURETY MEN 

















TEXAS BOND BUSINESS HEAVY 





Big Construction Boom Causes De- 
mand for Contract Bonds—None 
Written on Oil Wells 





DALLAS, TEX., Aug. 12.—With 
thousands of miles of permanent high- 
ways and paved streets now in course 
of construction, provided for or con- 
templated, and with building activities 
increasing in all sections of the state, 
surety bond writers are doing a thriv- 
ing business. At this time in Texas no 
contractor expects to be awarded a job 
without a surety bond and few owners 
will let a contract unless they are fully 
protected. 

Discussing the surety bond business, 
Charles H. Verschoyle of the Ver- 
schoyle general agency declared the 
business this year is better than it has 
been for years. He predicts this class 
of business will continue to grow from 
year to year. 

Surety bond writers are writing no 
insurance on oil wells either flowing or 
drilling. The hazard is far too great. 








THE 
JIFFY 
PEN 








The word “‘Jiffy” de- 
notesspeed andaction. 
The shape and bal- 
ance resembles the dip 
penholder. It is built 
for those who appre- 
ciatea properly shaped 
and balanced pen. 
Prices from $2.50 up. 
Self-filling without a 
rubber sac. 


Send for descriptive 
matter. 


JIFFY PEN CO. 
Dept. No. 2 
406 Pierce Street 
Sioux City, Iowa 








AMERICAN 
SURETY 
COMPANY 


NEW YORK. 


100 Broadway 





SURETY BONDS 


BURGLARY 
INSURANCE 








CLAIM SUPERVISION 
nna aa em i tnt 
efficiently handled without f ievthes cuperviden. 4 











P L. NASE 
ai djuster for Casualty C i 
Liability, 10010 Mutual Bldg. Terri 
Com; — tion Richmond, ' Va. Viren 
Health Claims No. Carolina 








Any man with a drilling rig can obtain 
contracts for drilling all the holes he 
wants and bond writers do not care 
to accept many of them as obligations. 

In Texas, in the next few months, 
permanent roads to the cost of more 
than $100,000,000 will begin. There will 
be surety bonds on all this and when 
the roads are completed there will be 
maintenance bonds for a period of five 
years at least. Dallas surety writers 
declare there are at least 100 buildings 
in course of construction in Texas on 
which surety bonds have been written. 





| Contract Work Affected 


| Surety men in a number of cities say 


that the bottom has fallen out of the; 


; contract bond business because of the 
labor situation. 
complete tie-up. All 
standing together and the material men 
will not sell to any one. 
and the early part of July construction 
work of all kinds was flourishing. There 
was a demand for contract bonds from 
every quarter, because of the large 
amount of work under way and contem- 
plated. Now everything is airtight. The 
members of the Employers Association 
are standing together and they are able 
to command the material folks. 





Big Bond Is Written 


SAN FRANCISCO, CAL, Aug. 13.— 
The Hartford Accident & Indemnity 
writes the bond for the Utah Construc- 
tion Company guaranteeing the faithful 
performance and labor and materials for 
the Hetch Hetchy reservoir project, fur- 
nishing San Francisco with water supply. 
It will require the combined facilities of 
the local surety offices to take the excess 
not carried by the Hartford Accident. 
The premium for the first two years is 
$81,000 and as the work will probably 
take three years the aggregate premium 
will be the largest in the city’s his- 
tory. 


Will Force Commission Issue 


Some of the general agencies in Chi- 
cago writing burglary and surety busi- 
ness say that they will force the issue 
this fall on the excess brokerage ques- 
tion. It is claimed that some offices are 
guilty of paying excess commissions on 
both these classes and by that means are 
diverting brokers and solicitors to their 
offices that would not naturally go there. 
Unless something is done to remedy the 
situation in Chicago some of the offices 
threaten to bolt and act on independent 
lines. 


Will Investigate State Fund 


Governor Smith of New York has or- 
dered an actuarial investigation of the 
New York State Insurance Fund and has 
appointed Miles M. Dawson, the New 
York actuary, special investigator. 


S. W. Todd & Co, real estate men of 
Akron, O., are looking for a casualty 
company writing general lines. 





































Capital Assets 
$500,000.00 $1,000,000.00 
Lines | Branch Offices | 4 
| fe ' 
Fidelity & Surety Bonds Pacey wR ms 
Plate Glass, Burglary Creat Falls 
Health and Accident Dallas 


St. Louis 
Kansas City | 
St. Paul | 


I San Francisco 


Automobile Liability 
Property Damage and 
Collision Insurance 



































AUTOMOBILE AGENTS WANTED—Licensed in Neb., lowa, Kans., Mo., 
Texas, Utah, Mont., Calif., N. Dak., Minn., S. Dak., Mich. 


LION BONDING & SURETY CO. 


HOME OFFICE: OMAHA, NEBF-ASKA 

















In Chicago there is a! 
contractors are i 


Along in June | 

















































Automobile Casualty Insurance 
OUR LEADER 


We Also Write 
Fidelity and Surety Bonds; Plate Glass, Burglary 


J. C. O. MORSE, President 
*“CONSERVATIVE BUT AGGRESSIVE’? 


WICHITA, KANSAS 





GENERAL ACCIDENT 


Fire and Life 


ASSURANCE CORPORATION Ltd. | 


General Building, Philadelphia 


Begs to announce 


Marked Reductions in Automobile Rates 


Agents and Brokers may promote their own and their clients’ 
consulting the Corporation’s General Agents 


interests by 


Meeker-Magner Co., H. C. Borhus, T. Grant Slaughter, 
Insurance Exchange, Plymeuth Bldg., Todd er 
Chicago, Ill. Minneapolis, Minn. Louisville, Ky. 
The Roberts Co., Neale-Phypers Co., H. S. Konantz, 
Roberts Bldg., 1240 Huron Road, 603 Pioneer Bldg., 
‘Milwaukee, Wis. Cleveland, Ohio. St. Paul, Minn. 
ba .. Barton H. H. Neale & Co., American Insurance Ageney 


ndiana "Trust Bldg. 


Globe Building, 
pg Be Ind. 


St. Paul, Minn. f 


Empire Bldg., 
Detroit, Mich. 








Chas. L. Nicholson, President Harry R. Wood, Secretary 


THE INTER-STATE SURETY COMPANY 


REDFIELD, SOUTH DAKOTA 
WE ISSUE 


DEPOSITORY, FIDELITY B ONDS JUDICIAL, OFFICIAL and 
MISCELLANEOUS \ i 





WAREHOUSE 
PLATE GLASS and BANK BURGLARY INSURANCE 

















THE CASUALTY REVIEW—A MONTHLY MAGAZINE FOR 
ACCIDENT AND HEALTH MEN 
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Southern Surety Co. 


Des Moines, Iowa 


C. S. Cobb, Pres. J.H. Huckleberry, Vice Pres. 
E. G. Davis, Secy. Jno. T. Suggs, Vice Pres. 
M. H. Cohen, General Counsel 





Capital $1,000,000 Surplus $482,067.36 





Entered in 24 States 
Writes ‘‘All Casualty and Surety Lines’’ 


Agents Wanted in Unoccupied Territory. 














Thun Fonding&. aval [impar 
~ "CAPITAL ONE MILLION DOLLARS | 
Emory, H. English, President Jnel Tuttle, Secretary 

HOME OFFICE: 715 Locust St., DES MOINES 
FIDELITY AND LZ COMPENSATION 
SURETY BONDS pongincs’ AUTOMOBILE 
BURGLARY Kagel PUBLIC LIABILITY 


Semi-Annual Statement, June 30, 1919 
EE DRS. i cinicsendswesdecsdanensninsabansdensheneeeaee $1,573,772.55 
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LARDSIOES BOO TCRSTGER 5 oss és ncicsccsncscavsnctsane ; 172,180.93 
isi 50) SRCRENEDN cans cacenchsbnaseshaadeaeveureeeuse ... 1,000,060.00 
RUDI “Snukacen snbendssnduesscnesesbensaruainecneksanehoesesaance 401,591.62 
$1,016,800.00 in Approved Securities on Deposit with Insurance Department of Iowa 
HOME OFFICE: GALVESTON, TEXAS 
Financial Statement as of March 31st, 1914 
ER OWNS 55 iiss niuwdsadsiousnuwevisGdGhuacesucasesuuwer $ 500,000.00 
See oo oo wigs «Sain Ghiecandesotubeeavuesenete xn 500,009.09 
NET ADMITTED ASSETS..... Te ree re over 1,700,000.09 


OFFICERS: 
SEALY HUTCHINGS, President JOHN SEALY, Vice-President 
GEO. SEALY, Secretary J. F. SEINSHEIMER, Gen’! Mer. 
A Multiple Line Company writing Casualty Lines (except Workmen’s 
Compensation and Accident and Health) and all forms of Fidelity and 
Surety Bonds. 


Responsible Agents Wanted Where Not Represented. 

















GEORGIA CASUALTY COMPANY 


Surplus and Reserves to 


Policy Holders, $2,030,162.08 


. Compiled Under Laws of New York, Pennsylvania and Georgia 


MACON GEORGIA 














SOMETHING NEW 


In addition to an up-to-date line of Life and 
Accident policies, we also issue a special Accident 
and Health policy for farmersonly. A contract without 
frills or ruffles but a proven good seller. Write for sample. 


The Gem City Life Ins. Co. Dayton. Ohio 








_ committed 


able. 











BURGLARY “HOT SPOTS” 
POLITICS CAUSE OF LOSSES 


Cities Where Boss Politicians Are in 
Power Have Unfavorable 
Burglary Records 


It is now conceded, and the fact is 
recognized in the making of rates, that 
the “hot spots” of the country, so far 
as burglary insurance is concerned 
are Chicago, Los Angeles, Philadelphia, 
Detroit, Omaha, Buffalo, Cleveland, 
Toledo, Minneapolis, St. Louis and 
Kansas City. Burglarly losses in these 
cities have been continuously high. 
There seems to be no let up. In these 
cities one season is as bad as another. 
Why should the loss record be unfavor- 
able in these particular cities? There 
are many larger and more important 
points in the country where burglaries 
are not so numerous. What particular 
thing is it that causes the burglary 
loss ratio to be high in any one city, 


‘ year in and year out? 


Polities Agreed Cause 


A great majority of the burglary 
underwriters, when asked this question, 
have the one answer, “Politics.” The 
government of a city invariably de- 
termines the number of crimes that are 
within its limits. Where 
the city officials are simply playing poli- 
tics, are nursing along political plums 
and dividing the spoils with their 
henchmen, there is little hope for the 
burglary companies having a favorable 
loss experience. In these towns where the 
old-time boss politicians hold forth, there 
is an indifference to the public wel- 
fare. Crooks are permitted to run more 
or less wild. Very often a number of 
men on the police force are in league 
with the grafters and underworld ele- 
ment. 

In these cities it is difficult for citi- 
zens, committees and others who stand 
for the right kind of a government to 
stir up agitation in favor of punishing 


‘criminals and securing recoveries and 
. trials of the offenders. 


Even in cities 
where the politicians are not actually 
in collusion with the undesirable ele- 


; ment, the mere fact that they are in- 


different to the important affairs of the 
city, brings about the same results. If 
a city is politically wrong, the burglary 
insurance experience is always unfavor- 


Familiar Examples 


Take Philadelphia for example. <A 
couple of years ago the political situa- 
tion in that city was almost hopeless. 
During the time that incompetent and 
inefficient politicians were in office the 
burglary insurance losses were the 
worst in the history of the city. As 
.conditions were improved somewhat 
the losses became less frequent. The 
present high loss record in Indian- 
.apolis is due almost entirely to the fact 
that the city is, or at least has been, 
mismanaged politically. St. Louis and 
Kansas City have the highest mercan- 
tile burglary rates in the United States. 
In these two cities it has been almost 
impossible to secure recoveries. Thieves 
operating in the two principal Missouri 
cities seem to be almost immune from 
the authorities. There is scarcely ever 
yany salvage on a loss. Public-spirited 
citizens have not been able to stir those 
in charge of the cities’ government into 
action. As a consequence, the undesir- 
able conditions are not remedied; and 
hence the burglary companies have in- 
creased their rates because of this situ- 
ation. 

Location Little Factor 


Once in a while it will be found that 
there are other factors influencing the 
burglary loss ratio. For instance in 
-Toledo, considerable goods are stolen 
and taken across the line by automobile 
to Detroit. Thieves have found Toledo 
a profitable hunting ground, because of 





its accessibility to a large city. Some- 
thing of the same nature is true of Buf- 
falo, N. Y., where thieves operating in 
the city escape into Canada. However, 
the mere location of a city seldom has 
any bearing upon the amount of rob- 


-beries committed in a year. 


COMMITTEE COMPLETES 
COUNCIL PLAN DRAFT 


(CONTINUED FROM PAGE 25) 
tion is expressed generally, if somewhat 
faintly. 

Appreciating the great need and realiz- 
ing the possibilities for creating an or- 
derly rating system in states now under 
the feeble jurisdiction of partisan bu- 
reaus, the committee proposes a further 
study of the problem and submits for 
your attention the following resolution: 

“Whereas, It is the opinion of this 
committee that the interests of the pub- 
lic and of all insurance carriers are best 
promoted when the rates for workmen's 
compensation insurance states are on an 
equitable basis, the committee recom- 
mends to the council in general meeting 
that it appoint a balanced committee of 
insurance carriers with instructions to 
develop a plan whereby all carriers can 
participate in some plan of rate promul- 
gation and supervision in states in 
which there is now no state regulation 
of rates, and report such plan to the 
governing committee of the council as 
soon as possible after organization of 
the council.” 

For the purpose of bringing about 
prompt action respecting the adoption 
of the proposed constitution, managers 
of boards and bureaus now affiliated 
with the National Council are requested 
to convene in special meeting at the 
earliest convenience, and prior to Sept. 
4, their governing committees with the 
view of electing delegates to attend the 
general meeting on Sept. 4. It is recom- 
mended that such delegates shall be 
vested with the power to amend, ratify 
and subscribe to the proposed constitu- 
tion. 

Plans for Committees 


The governing committee in the pre- 
posed plan shall consist of three partici- 
pating and three non-participating car- 
riers. The committee of managers shal! 
consist of the general manager of the 
council and the manager of each board 
and bureau affiliated with the council. 

The committee of managers shall elect 
its own chairman. It shall be the duty 
of this committee to elect members to 
serve on the general rating committee, 
the actuarial committee and the engi- 
neering committee, and designate the 
chairmen of such committees and assist 
the council in an advisory capacity. 

The general rating, actuarial and en- 
gineering committees shall have six 
members each, three participating and 
three non-participating. 

The objects of the National Council 
are: 

1. Collect and compile experience for 
rate making purposes. 

2. Establish classifications for rate 
making and rules and procedure govern- 
ing the application of same. 

3. Establish basic pure premiums and 
formulate fundamental general princi- 
ples applicable to all states for translat- 
ing such pure premiums into rates. 

4. Establish rating plans for the pur- 
pose of modifying manual rates on indi- 
vidual risks. 

5. Assist its members in deciding 
questions concerning manual rates, 
rules, classifications and rating plans. 

6. Encourage and assist in the organ- 
ization of non-partisan bureaus for rate 
regulation for states where the laws re- 
quire or permit the organization of such 
bureaus. 

The committee responsible for the plan 
is composed of A. H. Mowbray, state in- 
surance fund; E. E. Higgins, Aetna Life; 
M. E. Jewett, Royal Indemnity; Edson S. 
Lott, United States Casualty; F. S. Samp- 
son, American Mutual Indemnity; W. &. 
Buckley, Liberty Mutual Liability; Wil- 
liam Leslie, New York insurance depart- 
ment; E. H. Downey, Pennsylvania insur- 
ance department, and Leon S. Senior, 
compensation inspecting board. 





SURETY MEN WANTED 


Experienced field men in surety and 
casualty lines might be able to form 
advantageous connections by addressing Box 
845, Lion Bonding @ Surety Co., maha. 


Neb., stating experience and salary desired. 
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SHOWING TREND YOUR |INCOME 
SHOULD TAKE DOES YOURS ? 
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Up With Your Earnings 


Get equipped with policies to sell that MEET the demand of the 
majority of the people in your territory. 


Can you sell a health and accident policy with REAL features, written on the 


non-classification plan—the same rates to the farmer and laborer as to the 
banker and merchant? 








Increase your income by selling disability protection with claims paid weekly 
and with specific payments for loss of life from sickness as well as loss of life, 
eyes or members from accident. 


Service rendered by this company coupled with the right kind of policy con- 
tracts and liberal commissions will furnish any ambitious agent with an 
opportunity to increase his earnings. 


Territory open in Indiana and Illinois. 


Federal Savings and Insurance Co. 


Established 1889 
Indianapolis Indiana 




















The Money Saving Service 


Friend Insurance Agent: 


OU may have been (as others have been) 

the recipient of a letter attacking our adver- 
tisement of June 5th in The National Under- 
writer. In order to save your time in looking 
it up, we will say that the advertisement was 
an attack upon the practice on the part of some 
Appraisal Companies to sell 


A Blue Sky Contract. 
Now our only object in advertising the 


matter was to try to 


Eliminate It. 


It is bad for us. 
It is bad for all good appraisal companies. 


Because It Is Unfair Competition. 


Those Who Object 


to advertising that seeks to eliminate such a 
bad practice must be people who follow the 
practice and whom 


“The Coat Fits.” 


Nevertheless we believe that they would 
be benefited by abandoning such methods and 
the standing of Appraisal Companies in general 
would be raised in the eves of the Insurance 
World and of The Public if there were no com- 
pany that had to 


Put the Coat On. 


The appraisal business has often come into 
disrepute because of 


Blue Sky Methods 


in selling contracts. 

We are seeking to eliminate such repre- 
hensible methods and to raise appraisal stand- 
ards to such a point that 


The Appraisal Companies Shall Be 
Like Caesar’s Wife 


—above suspicion. 


Our advertising methods may be crude but 
our intentions are 


The Best in the World 


and the intention should be considered rather 
than the method employed. 

We have never said or done in the adver- 
tisement above referred to, nor at any other 
time or place, anything that could possibly hurt 

Any Good Appraisal Company 
and companies that are not good we hope to 


reform or to eliminate by 


Pitiless Publicity 
Let the sunshine in and 


The Work Will Be Done. 


RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 
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CHICAGO 


BRANCHES: |Cincinnati, Cleveland, Detroit, Indianapolis, 
Milwaukee, Toronto, Pittshurgh, St. Louis 
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The National Underwriter 


Formerly THE WESTERN UNDERWRITER 


A WEEKLY NEWSPAPER OF INSURANCE PART TWO 
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CONFOUND THAT 
LIFE INSURANCE 
COMPANY --IM 
BEATEN OUT OF 
ANOTHER. f 
FORECLOSURE , 
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Total Disability—Sickness or Accident— 
Pays Insured Income During Disability 


Double Indemnity for Accidental Death Our Policy At Deal Payments Waived During Disability 


At Death—Face of Policy, Paid Within 24 Hours 


Features Without Deduction For Disability Payments, 


WRITE US TODAY—We have territory open in Ohio, Pennsylvania and South Dakota 
: I 
nsurance Compan 
Reserve Loan Life surance Company 


LIFE INSURANCE SECTION 
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THE RIGHTS OF 
THE IND IVIDUAL Great Southern Life Insurance Company 


AND THE SAFEGUARDS Dallas, Texas 
OF INDIVIDUAL RIGHTS 


R= and duties are personal. Pleasure and pain 


O. S. CARLTON, 
President 


are personal. The combined rights of individuals 

make up the rights of nations, and the “rights” 

of nations sometimes clash. It was for the pro- 
tection of these individual rights that Americans entered 
the war; it was to defend these rights that we raised 
vast armies, disciplined and equipped them, and sent 
them overseas to fight. It was for individual rights that 
our men fought so heroically. Their victory is a victory 
for individual rights. 

Laws and Courts and treaties and bailiffs and armies 
are properly the safeguards of individual and national 
rights. The first law of mankind was club-law,—the 
law of the strongest—the law of the jungle. The ultimate 
law,—the law toward which Democracies are struggling,— 
will be the law which gives every individual his rights, 
harmonizing them with other men’s rights. . 

In a Democracy men are assumed to have been born 
with certain inalienable rights which are protected and 
restrained by laws which men themselves more or less 
directly make and execute. 

Laws are not rights; they should define rights and 
be their safeguard. 

Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. 

The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have 
e right to be well brought up and well educated. These 
rights should be safeguarded as against the death or total 
disability of the husband and father. In most cases there 
is no safeguard except Life Insurance. 

The rights of the individuals—husband, wife and y 
children,—are written in the policy, and are further safe- TTT | LL 
guarded by the accumulations of the insuring company _ LL | 
and by the laws under which it operates. You can’t live iy a 1 } 
real democracy without insuring your life. “Th : = 

The New York Life Insurance Company issues a 
Policy insuring against the risk of death or total dis- 
ability. Behind each Policy is seventy-four years of ex- 
perience, abundant resources, and the supervision of laws 
that define and maintain the rights of individuals. Great Southern Life Building, Dallas, Texas 


NEW YORK LIFE INSURANCE Co. 
346 Broadway, N. Y. 
DARWIN P. KINGSLEY, President 
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LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 
Under Our acca Centract 


THE LA FAYETTE LIFE INSURANCE CO. 


W. W. LANE, Secretary LA FAYETTE, INDIANA A. E. WERKHOFF, President 














PAN-AMERICAN LIFE INSURANCE 


Cc. H. vo COMP AN pe ype E. G. mee snide 


Insurance in Force (over) $40;000,000.00 

Total Resources (over) 5,250,000.00 
_— coment poems of the eee Se with dh Pan-American com a up ae rich and important territories in the South 
and North Cen section, i assigned to Managers capable handling ce an agency organization high 
grade men. A rare opportunity to ambitious men to establish themselves in an independent purmneniy sreleiae taal. 


' Address:—E. G. SIMMONS, Vice-Pres. and Gen. Manager Whitney Central Bank Building, New Orleans, Louisiana 
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UNDERWRITERS CALL 
PROGRAM “BEST EVER”’ 


Many Valuable Addresses 
Given Before Life Men in 
Convention at Duluth 


are 


OVER 400 AGENTS THERE 


Enthusiasm Marks Every Session— 
Sioux Falls Is Selected as Meet- 
ing Place for 1920 





DULUTH, MINN., Aug. 8—An at- 
tendance of nearly 400 life insurance 
agents marked the fourth annual meet- 
ing of the Northwest Life Congress, 
held in Duluth, Aug. 7 and 8. The 
program was voted “the best ever,” 
and the social features made the gather- 
ing one of pleasure as well as mate- 
rial profit. 

The Congress represented the life 
agents of six states, Minnesota, the 
two Dakotas, Nebraska, Iowa and Wis- 
consin. North Dakota and Minnesota 
furnished the largest delegations. The 
attendance would doubtless have been 
larger, but for the fear of transporta- 
tion tie-ups through threatened rail- 
road strikes, and recent rains which 
made the roads rather bad for those 
who planned auto trips. 


Next Meeting at Sioux Falls 


With Sioux Falls selected as the next 
place of meeting, under the constitution 
as adopted the officers of the local as- 
sociation in that city will automatic- 
ally become the 1920 officers of the 
Congress. 

Chester A. Shafer of Duluth, presi- 
dent of the Congress, called the initial 
session to order, introducing Mayor 
C. R. Magney, who welcomed the con- 
vention to Duluth. He presented the 
presiding officer with a beautiful silver- 
trimmed gavel which he said had been 
made by the children in the city 
schools. 


Colwell Responds to Welcome 


Arthur F. Colwell of Fargo briefly 
responded to the mayor’s welcome. He 
felt it an honor to respond to such a 
cordial greeting and thanked the mayor 
in behalf of the life underwriters of 
the six states, included in Northwest 
Congress field. 

“As well as a splendid welcome, we 
have a splendid program,” he said, 
“With papers and addresses by able 
authors and speakers who bring us 
messages from which we will all greatly 
benefit. Let us accordingly place this 
Congress on record as standing squarely 
'n accordance with the best views of 
leading underwriters on all the impor- 
tant life insurance questions which are 
pending.” 

New Constitution Adopted 


President Shafer announced the first 
business of the Congress was consid- 
eration of the new constitution, which 
was presented at the Fargo meeting of 
a year ago. On motion of A. C. Lar- 
son of Madison, Wis., the new consti- 
tution was adopted without debate by 
a unanimous vote. 

John B. Ames, general agent of the 
Berkshire Life at Kansas City and a 
former president of the Duluth Life 
Underwriters Association, was called 
to the chair to preside. He in turn 


introduced Ralph S. Crowl of Madi- 


son, 


Wis. He stated that in Mr. 





CHESTER A. SHAFER 
President Northwest Life Congress 


NORTHWEST LIFE INSURANCE CONGRESS 





J. K. 


VOSHELL 


President National Association of Life 
Underwriters 








DULUTH, MINN., Aug. 8—How 
to apply the laws of psychology to the 
sale of life insurance and to make use 
of a standardized canvass based on 
those laws was presented to the North- 
west Life Congress by Ralph S. Crowl, 
special agent at Madison, Wis., of the 
Northwestern Mutual Life, who has 
been a very successful producer in his 
field. His subject was “The Auto- 
matic Canvass,” and he declared that 
in spite of the general belief to the 
contrary it is possible to formulate a 
method of going after business, based 
on the general laws of the human mind, 
which will apply to all cases. He said 
in part: 
Contrary to General Belief 


In many talks that I have had with 
life insurance salesmen, and with sales- 
men in other fields of business, I have 
usually found the common belief to be 
that there is no automatic or semi- 
automatic sales talk or sales program 
that can be used in selling anything. 
I know I am talking on a subject that 
is contrary to your common beliefs about 
the life insurance business—that is, that 
there is no cut and dried canvass that 
will sell life insurance. However, I feel 
that the one proposition that will, above 
all others, interest this congress, is the 
proposition “how to sell more life in- 
surance.” 

Before we take up the canvass, I want 
to tell you just why and how I happened 
to draw up this automatic cut and dried 
sale. We will pretend that this is just 
the approach, and has nothing to do with 
the sale proper. As soon as we get 
through with this approach we will get 
right into the canvass. 


Started With Study of Psychology 


I started to write life insurance when 
I was a sophomore in the University of 
Wisconsin. I was taking the course in 
journalism, and I was carrying pretty 
heavy work in psychology. Well, when 
I began to learn some of the first simple 
laws of psychology I became deeply in- 
terested. Before I had gone to college 
I had spent a year dragging a forty-five 
pound sample case from town to town 
selling dishes to country merchants, and 
I was working my way through college 
selling advertising; so I had received 
about as much sales experience as any 
salesman picks up. Now I had no inten- 
tion of going back into any branch of 
-business that required salesmanship; in 
fact, I did not like selling, but I had not 
studied psychology very long before I 
‘decided to pick out some branch of 





(CONTINUED ON PAGE 15) 





American business that offered opportun- 


Selling of Life Insurance Is 
Put on a Psychological Basis 


ities in salesmanship, and go into sales- 
manship for all I was worth. Those laws 
that control the human mind looked like 
a legitimate get-rich-quick scheme to 
‘me. 


Sees Science Revolutionize Selling 


I became convinced that it is only a 
matter of time until science revolution- 
izes the business of selling, the same as 
science has revolutionized every other 
field it ever entered. But I wanted to do 
more than read about this science and 
watch it as it percolated into the busi- 
ness world. I wanted to try it out. So 
I picked out what I thought was the best 
personal selling proposition there is in 
American business today—life insurance 
and I decided to try and build up scien- 
tific, absolutely correct sales for this 
commodity. 

During my remaining two years in col- 
lege I culled over and winnowed out 
those psychological laws that could be 
used in selling life insurance, and about 
each law I built a section that would fit 
into a canvass. I worked different sec- 
tions into different canvasses. I had a 
15-minute canvass, a 30-minute canvass, 
an hour canvass, and I knew if I wanted 
to I could give all the sections in one 
leng canvass. 





Had Success From Start 


Then when I finished college I signed 
a contract with the Northwestern at 
Madison, and started in to try them out. 
Well, the result was remarkable. I 
would simply get an appointment to talk 
life insurance, and if I ever got that far 
it was all over, nine times out of ten. 
It seemed like giving the policies away. 
After the first month I saw I really had 
something; so I went after these can- 
vasses in earnest. I was able to use 
them to write over $425,000 with the 
Northwestern in my first twelve months, 
and I brokered enough women and sub- 
standard risks to other companies to 
make the total almost $500,000. 


Built Like a Bookcase 


I make a sale just like I was putting 
a sectional bookcase together. I have 
just so many psychological sections. If 
one section is enough, all right. If not, 
I pile a whole bookcase on the prospect. 
Now I do not’ use these sections in a 
word for word recital. I want to em- 
phasize that I am not talking about the 
sing-song, learned-by-heart-take-it-or- 
leave-it canvass that the second rate 
deor-to-door agent gives. I may reword 
these canvasses, and grade them accord- 
ing to different levels of intelligence, 
and according to existing circumstances, 
but I always use the exact law involved 
in the section in the same exact way. I 
am not trusting to luck or cleverness, 
and I am thus always able to tell right 


—_——___—— 


BUSINESS INSURANCE 
BECOMING ESSENTIAL 


George W. Harrison Tells of Its 
Important Position in Mod- 
ern Industry 


WRITING MANY POLICIES 


Growth of Business Despite Unjust 
Taxation Proves Necessity for 
Protection 


DULUTH, MINN., Aug. 8.—‘Busi- 
ness Insurance” was the subject of 
George W. Harrison, general agent of 
the Penn Mutual Life at St. Paul, be- 
fore the Northwest Congress. He de- 
clared that notwithstanding the unjust 
taxation imposed on business life in- 
surance, a vast number of policies con- 
tinue to be written, which is the best 
illustration of the necessity for protec- 
tion of this character. In his address 
Mr. Harrison said: 

“Business life insurance is one of the 
most essential safeguards obtainable 
for the stability and preservation of 
our industrial, commercial and financial 
institutions. The possibilities of its 
usefulness can hardly be calculated. 
The opportunities available to life un- 
derwriters are only limited by their 
Own capacity in properly presenting 
its needs and usefulness. 


Fits Slogan “Safety First” 


“Briefly speaking, business insurance 
is the business safeguard. It fits the 
slogan ‘safety first.’ The business pays 
the premium. The business receives 
the benefits. It is not an expense—but 
a yearly increasing asset—furnishing 
sufficient security for an emergency or 
time loan. It insures capital against 
the loss of practical men—insures prac- 
tical men against the loss of capital— 
prevents dissolution or costly re-or- 
ganization—saves ownership intact for 
surviving members—provides business 
reserves—furnishes an excellent method 
of retiring a bond issue or other in- 
debtedness—furnishes immediate cash 
to buy out a deceased partner’s inter- 
est and enables a deceased partner’s 
heirs to get their money out. My 
friends—it is the most available method 
to capitalize the Human Dynamo—for 
the benefit of the business and the 
man behind the business. 


Increases in Value Yearly 


“It must be apparent that although 
business insurance is just as necessary 
as fire insurance, warehouse, factory, 
store, liability and other forms of pro- 
tection, it would not be proper or fair 
to charge the premium for business 
life insurance to expense—for unlike 
other forms of material protection, 
business life insurance has annually in- 
creasing cash value, which during the 
latter years of the contract becomes 
an available source of actual net gain 
to a corporation or firm. 


Covers Many Contingencies 


“Let me call your special attention 
to the adaptability and needs of busi- 
ness insurance with relation to the 
following conditions that exist in every 
city, town and community, and you 
will more fully realize the scope of our 
policy contracts: 

To provide an estate for the benefit 
of all creditors at the time of death. 

To provide for payment of a building 
and loan association mortgage in event 
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LIFE SALESMAN TOLD 
HOW HE CAN DEVELOP 


Editor of Mutual Life Points Des- 
cribes the Importance of 
Self-Descipline 


AGENT MAIN INSTRUMENT 


All Capabilities, Physical and Mental, 
Should Be Cultivated to In- 
crease Productivity 


DULUTH MINN. Aug. 8.—A 
graphic presentation of the necessity 
on the part of the insurance salesman 
for developing all of his powers and 
body and mind, with some especially 
valuable suggestions as to how this 
development may be brought about, 
was given by Stewart Anderson, editor 
of Mutual Life Points, in his address 
before the Northwest Congress on 
“The Instrument.” The salesman him- 
self was described as the chief instru- 
ment in production—an instrument all 
the possibilities of which should be de- 
veloped to the fullest measure. He 
said in part: 

Four Factors in Salesmanship 


In the usual analysis of salesmanship 
there are three and sometimes four 
factors: The salesman, the thing to be 
sold, the prospective buyer and, fourth, 
the agreeing of the minds of seller and 
buyer, resulting in a sale. 

The thing we sell, protection, is ex- 
posed to view continuously in life insur- 
ance publications of every kind, and at 
agency, company, and general meetings, 
and its various elements are analyzed and 
described from every angle. No salesman 
need lack the minutest particle of knowl- 
edge concerning it. The field is opulently 
served. 


Buyers Thoroughly Classified 


The prospective buyer has been photo- 
graphed times innumerable. He has even 
been divided into types, and the motives 
that cause life insurance action in each 
type have been scheduled. There is an 
uninterrupted stream of advice and infor- 
mation relative to methods of approach- 
irg each’ type—how to lie in wait for 
him and where, how to insinuate one’s 
self into his judgment hall, how to batter 
down his defenses, and whether to cajole, 
or to flatter, or to bully, or to plead, or 
to frighten, or to assail his affections, 
cr to excite his acquisitiveness, or to 
reach. him through a friendly traitor— 
day by day and week by week we may 
read enough to keep busy our faculty 
ot discrimination and tax our capacity 
for assimilation. 


Meeting of the Minds 


The meeting of the minds of seller and 
buyer also receives sufficient attention. 
Everybody acknowledges that the precise 
moment for the desired fusing of minds 
cannot be discerned in advance, and that 
a moment’s haste or a moment’s delay 
when the fateful moment has indeed 
arrived may irremediably spoil the oper- 
ation. Nevertheless, experience points out 
certain methods of testing for opportune- 
ness and gives rules for the doing and 
the omitting of certain decisive things. 
This material likewise is available to 
every salesman and is abundant. 

But of the first and chief factor, the 
salesman himself, who is the instrument 
which uses knowledge of goods, knowl- 
ecge of the prospective buyer, knowledge 
of the process of the meeting of the 
minds, not so much is said. 


Can Productivity Be Increased? 


Can his productivity be increased by 
any process of self-discipline designed to 
give him endurance for the physical and 
nervous strain of his work, to give him 
added power of mind, to give him a 
masterful will, and to give him a mag- 
netic personality? And if so, then is not 
his undergoing such a process as vital 
as acquiring knowledge of his goods, 
knowledge of types of prospective buyers 
and methods of approach, knowledge of 
ways to bring the minds of seller and 
buyer into agreement? I think that each 





one of you will agree that the instrument 
is chiefest in importance. And I am 
sure that no proof is needed that only 
severe self-discipline can bestow mastery 
of body, mind and will, and fashion 
a magnetic personality out of one that is 
only ordinary. 


Self-Discipline for Underwriter 


Should the underwriter shrink from 
self-discipline? Nowadays we field men 
insistently declare that the occupation of 
selling life insurance is a profession and 
that of all businesses ours is the noblest. 
The professions occupy a little higher 
place in our respect than does a business. 
And this is not only or chiefly because 
some of them render a peculiarly benefi- 
cent social service, but it is primarily be- 
cause the professional is one who ac- 
quires his learning and skill with years 
of effort, self-sacrifice and self-discipline. 
The physician or surgeon, the clergyman, 
'the lawyer, the architect, the engineer, 
‘the sculptor, the violinist, the professor, 
and even the ball player—each one of 
these must pay a high price for the priv- 
ilege of membership in his profession. 
But yet each year thousands of men and 
women enter our ranks, and we classify 
them as professionals, although they have 
paid no price in arduous study, have 
endured no sacrifice of pleasure, have 
undergone no disciplinary process. Shall 
we in life insurance cheapen the respected 
term “professional,” or shall we demand 
of ourselves such training as shall justly 
rank us with our fellow professionals in 
other branches of social service? 


Sound Body Is Necessary 


A sound body is necessary in order that 
there may be delivered to the salesman 
day by day a day’s endurance for his 
work. More: A gripping and adaptive 
mind, a strong will, and a magnetic 
personality depend to a large extent upon 
health of body. Weary body, inert mind, 
wobbling will and non-magnetic personal- 
itvy—usually; to that we are all agreed. 
Therefore, weary body, inefficient sales- 
man. And we may consequently assert 
that the salesman who would be to the 
fullest degree successful should be as 
assiduous in caring for his physical ma- 
chine as he is in packing into his brain 
knowledge of product and types and 
closing methods. For if he is not he 
cannot stand the strain of enough inter- 
views to result in satisfying volume, and 
he cannot make the most of what inter- 
views he does conduct. 


Must Develop Concentration 


The salesman may pack facts into his 
brains, but unless he is able to sort out 
those facts, discriminate them, compare 
them, contrast them, combine them and 
discern their uses, the facts are of little 
profit to him. A fine brain can make 
more of one little fact than a pulpy brain 
can make of myriads. And so the sales- 
man’s self-discipline should comprise also 
drill that will habituate him first of all 
to concentration on what he sees or hears 
so that he shall choose soundly what is 
to be admitted to the brain, and that he 
will make a clean and deep impression 
in the brain of what he there writes. It 
is important that the salesman should 
develop the basal faculty of concentra- 
tion. 

Power of Analysis Needed 


But it is not enough to put good raw 
material into the brain—we must be able 
te transform it into useful material. We 
must have the power to analyze it—to 
tear it to pieces—to find its ultimate 
elements. Take for example a _ policy 
ecentract:—we may read it and have a 
surface understanding of it as we pass 
from clause to clause. But if our knowl- 
edge is to be positive and constructiye 
we must split every reluctant phrase and 
wrench forth its meaning; if we do this 
we shall have instantly available when 
needed knowledge that has greater sale- 
closing power than the man will have 
who either could not searchingly analyze 
the policy or did not know that he was 
but scantily analyzing. 

Where Will Power Comes In 


Few of us think much about our own 
will power and its relation to our suc- 
cess or failure, and perhaps we know 
little of what the will really is. The 
truth is that in every normal man, and 
‘in many who are abnormal, the basis of 
a powerful will exists, and there is noth- 
ing mysterious in the process by which 
such a will may be developed. Is it not 
desirable that the salesman should have 
power of will to make and keep his body 
obedient, to make and keep his mind a 
powerful mechanism for use in coping 
with the minds of prospects, to make him 
and keep him a reliable man—punctual, 








rather than unpunctual; an immediate 
'doer, rather than a procrastinator; pains- 
taking, rather than careless; sensitive, 


rather than indifferent to obligations— 
and to fashion his personality into one 
of compellant attractiveness? 


Will Works Upon Habits 


The building of a will is largely a 
process of changing habits—destructive 
habits are turned out and constructive 
habits are installed. The habit of virtue 
is twin in nature to the habit of vice. 
The will works upon habits, and habits 
make the man. And so, in the process of 
self-discipline, whether of body or mind 
or personality, will is the transforming 
power. But the will can have little 
chance unless desire for the better con- 
dition is so ardent that action is decided 
upon. If our desire for success is so 
intense that with our entire being we 
call on the will for co-operation, we shall 
succeed; but if such a desire is lacking 
and we call on our will, we run the risk 
of destroying what power it has—for 
failure will tell the mind that the thing 
can’t be done, and at the next call on 
the will for service the mind will couple 
with its command a suggestion of failure 
that will be almost certain to cause fail- 
ure. 
Power of Personality 


Most of us will without argument de- 
nominate a pleasing or magnetic person- 
ality as the agent’s richest asset because 
through it mediocrity of product prevails 
over superlative quality and the power 
to please triumphs over the cold mental 
power to convince. 

What is our thought concerning such 
personality? Do not most of us think of 
it as a creation of nature, a blending of 
qualities at birth—an enviable gift 
made by nature to its fortunte pos- 
sessor and withheld from the _ rest 
of us? But is a pleasing personality 
denied to all but the birth-favored? 
What constitutes such a personality? It 
fis made up of attributes and qualities, all 
of which are in every man. If therefore 
we can discover what constitutes a 
pleasing personality, and what a dis- 
pleasing one, and what a neutral one, 
and they hold the schedule up as a mirror 
in which to see ourselves, we shall be 
able to find in what good qualities we 
are deficient, in what repugnant ones we 
are strong, and whether or not we are 
neutral in our aggregate composition. 

All of us like to see a man who pos- 
sesses abounding health—the clear skin, 
ihe bright eye, the upstanding figure, the 
hhearty hand grip, the joyous voice. We 
are attracted by physical soundness. 

\» Add to physical appearance obvious 
mental power—quickness of understand- 
ing, readiness of response, aptness of 
story, the power to describe and reason 
and convince, and a happy imagination. 
We are attracted by mental power and 
variety. 

Other Ingredients Needed 


But these are not enough, although 
they are powerful ingredients. We must 
add to them from the emotions or sensi- 
bilities—which are the springs of con- 
duct and the source of morals. No matter 
how attractive the body and the mind, 
without that kindliness of heart which 
is manifested in serving others the per- 
sonality will not be magnetic. And if a 
man is a server of his fellows and is 
filled with good will toward them we 
shall usually find these qualities promi- 
nent: Loyalty, generosity, sympathy, 
tolerance, honesty, gratitude, courtesy, 
punctuality, truth_alness, sincerity, fidel- 
ity, industry, optimism, geniality. Add 
these to attractive physical appearance 
and attractive mental equipment with a 
fillip of humor and laughter and you will 
have a pleasing personality. A curious 
thing about personality is that the coun- 
terfeits of these qualities are never 
permanent deceivers. You are not long 
deceived by the smile imitation of geni- 
ality’s radiant aspect, nor by the hand- 
shake that is only simulative of heartfelt 
interest or even of instructive civility. 


Benefits Will Soon Appear 


We can, as all men know, change weak 
and ungainly bodies to strong and comely 
bodies. We can change weak and futile 
mental mechanisms into powerful mental- 
‘ities. And by the same process we can 
change repugnant or neutral personalities 
into magnetic personalities. Rightly 
nourish and use the body and it will 
respond. Rightly feed and use the mind 
and it will respond. Rightly nourish and 
use the qualities and sensibilities of 
heart and soul and they will respond. 
And while you are doing it you will be 
creating a will whose power will suffice 
for any task and any opportunity and 
which will lead you to where sit the 
masters of your profession. And not only 
in your daily work will these benefits 
appear—they will enrich all other rela- 





tionships—domestic, social or citizential. 


OUTLINES FACTORS IN 
SELECTION OF RISKS 


Massachusetts Mutual Actuary 


Tells How Life Companies 
Approach Problem 


MORTALITY RATE FIRST 


Physical Condition, Family Record, 
Occupation and Habits of Ap- 
plicant Considered 


DULUTH, MINN., Aug. 8—A dis- 
cussion of especial interest to field men 
in regard to the methods followed by 
the companies in the selection of risks 
was contained in the address given at 
the Northwest Congress by Alexander 
T. Maclean, assistant actuary of the 
Massachusetts Mutual Life, Spring- 


field, Mass. In his address, Mr. Mac- 
lean said: 


Assume Future Experience 


The premium paid for a life insurance 
policy is based upon certain assump- 
tions as to the future experience of the 
company. It is assumed that a certain 
rate of interest will be earned on the 
funds, that the business of the company 
will be conducted at a certain rate of 
expense and the mortality experienced 
will correspond to that shown by a cer- 
tain table. In our consideration of the 
selection of risks we are concerned 
only with the third assumption—that 
of the rate of mortality. 

It is generally supposed that all com- 
panies base their premiums on the 
American Experience table of mortality. 
Such is not the case, however. The 
American Table overestimates the mor- 
tality very considerably at the younger 
ages and only at the advanced ages 
does it approximate the probable ex- 
perience in these days. Non-participat- 
ing companies, therefore, base their 
premium calculations either upon their 
own experience or upon some experi- 
ence that represents more nearly the 
facts than does the American Table. 
Participating companies generally use 
the American Table because the differ- 
ence between the mortality rates ex- 
perienced and those used as a basis for 
Eremiums is to be returned as a part of 
the dividend or premium refund. 


Expect Saving from Mortality 


You can appreciate, therefore, that al- 
though the participating company does 
base its premiums upon the American 
Table, it does not expect that the mor- 
tality experience of the company will be 
represented by that table but. rather 
that there will be a considerable saving 
trom mortality. In other words, both 
companies actually expect to experience 
about the same rate of mortality. The 
non-participating company actually cal- 
culates its premiums on that basis 
which it hopes to experience, while the 
participating company raises its pre- 
miums on the American Table, believing 
that the mortality will be lower than 
shown by that table and returning to its 
policyholders these mortality savings 
by way of dividends. 

The problem for both companies is, 
therefore, to select their risks so that 
the mortality shall come within the as- 
sumed experience of the non-participat- 
ing company, and in the case of the par- 
ticipating company, so that there will be 
some saving from which to pay divi- 
dends. 

Last Year Abnormal 


As you are aware, during the past 
year the mortality experience of many 
companies has been in excess of even 
the American Table and in most com- 
panies the death loss has at least come 
ciose to that expected by that table. 
Last year, however, was a phenomenal] 
year in every sense of the word and 
in such a year the surplus of the com- 
pany may rightly be called upon to take 
eare of the extra mortality experience. 
By extra mortality experience, I mean 
the actual death loss over and above 
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(= AGENTS have from 5% 
to 10% less rejections than 
have the agents of the average 
company. Through our sub-stand- 
ard department (which, however, 
is limited to our agents’ business) 
we can offer some form of accept- 
able policy to many applicants 
who are overweight, have impaired 
hearts, albumen, etc. Thus our 
men cut down very materially 
their losses from unnecessarily 
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ADVERTISING FOR LIFE 
AGENTS IS DISCUSSED 


A. C. Larson Takes Up Question 
Before Northwest Congress 
at Duluth Meeting 


DOES IT GET BUSINESS? 


Lack of Institutional Publicity by Big 
Companies Is Pointed Out— 
Up to the Agent 


DULUTH, MINN., Aug. 8—The 
importance of advertising for the life 
insurance business, not only from an 
institutional standpoint but also from 
that of the individual agent, was em- 
phasized by A. C. Larson, state man- 
ager at Madison, Wis., for the Central 
Life of Des Moines, in his address be- 
fore the Northwest Congress on “In- 
dividual and Agency Advertising; Does 
Publicity Get Business?” . He discussed 
not only the advantages of advertising 
but also the methods by which the 
agents can get the best results. In his 
address, he said in part: 

Education Furnished by Agent 


There is no doubt that the growing 
familiarity of the public with life insur- 
ance has become a matter of liberal 
education, and this education in the past 
has been furnished by the individual 
agent as he elucidated to the prospect. 
The life insurance companies as a whole 
heve never advertised life insurance and 
it has been a question of the agent edu- 
cating the people, creating the desire to 
buy and paying the bill of advertising 
both merchant and manufacturer and the 
commodity which they sell. 

As has since been proven, the best 
advertising which the companies ever 
gave the institution of life insurance 
was when some of them brought about 
the big investigation which caused the 
white light of publicity to be thrown 
upon them. The floodgates of sensational 
news were opened and the muck-rakers 
were busy assailing the institution, the 
management and the agent. Yes, life 
insurance was advertised in that way 
but we are glad to state that following 
this came a realization of the importance 
of the real vaiue of life insurance and 
the wish on the part of the public to 
understand it thoroughly. 


Not Advertised as Product 


How has life insurance as an in- 
stitution been advertised? The adver- 
tising which the companies do in most 
eases is simply a financial statement 
which only an accountant can readily un- 
derstand. It has long been a lamentable 
fact that life insurance companies have 
not advertised life insurance as a prod- 
uct. What little advertising they have 
ever done or given themselves as com- 
panies has been of a rivalrous nature, 
seeking to show the strength of the com- 
pany and other matters inconsequential 
tc the public in general. The one thing 
which they have not done is the one 
thing which you and I as insurance 
salesmen and the public in general are 
interested in and that is they have never 
advertised the supreme value to society 
of the life insurance principle itself. 


Institutional Appeal Neglected 


Any company owes it to the territory 





in which it does business as a manufac- 
turer of life insurance to advertise life 
insurance and its brand of it, to its public 
but I believe that you will agree with | 
me when I state that the agent has been ; 
compelled to do that advertising for ! 
them at his own expense, and we are 
here today discussing the subject of 
publicity in regard to the individual and | 
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insurance. Do they know all about it? 
Are they convinced of its value? Do 
they buy as much of it as they need? 
Are they familiar with its technical 
points? Have they a lively sense of the 
benefits it confers as compared with the 
benefits conferred by the purchase of 
other commodities? If not, there is 
reom for education through advertising. 


Stress Need of Protection 


We must never forget that it is the 
big idea of life insurance which should 
be advertised. The public should be edu- 
cated to the need of protection. The 
fact that life insurance has a value which 
they cannot afford to ignore should be 
driven home and not left for some dis- 
aster to advertise. Most men are un- 
thinking. They think that they think 
but they don’t think. Practically every 
one needs the education on the subject 
of life insurance that advertising can 
bring. The big fact remains that most 
people are not fully sold on the general 
idea. 

The great question which confronts the 
live-wire agent is this: How can the 
prospect be attracted to the man who 
does the advertising? Dealing in gen- 
eralities for the benefit of the public 
may educate the public on the general 
subject of life insurance, but if some one 
will solve the problem how to tie the 
prospect to the man who provides the 
education, we will have arrived at some- 
thing worth while in the insurance busi- 
ness, 


Narrowed Down to Individual 


In discussing this part of the subject 
we must keep in mind that it differs 
from institutional advertising and that 
it is narrowed down to the individual 
himself. In other words, the agent is 
advertising himself as a merchant and 
not as a manufacturer of goods; as a 
dispenser of a commodity which is han- 
dled by others and which the pu’.: is 
supposed to be familiar with. Unfortu- 
mately, as has been shown, this is not 
true, and therefore the agent must as- 
sume a part of the company’s obligation 
in educating the people to the need of 
the article which he has to sell and must 
earry on this propaganda along with his 
individual advertising. 


Banish Thought of Competitor 


If there is any hesitancy on the part 
of any agency or agent to advertise be- 
cause he feels that his competitors profit 
from his efforts, it should be banished 
as unwise and goes to prove that such 
person or persons are not familiar with 
the actual results obtained and evinces 


‘a nature which savors of selfishness. 


The essential thing that is the aim of 
all individual and agency advertising is 
tv make the task easier of getting the 
name on the dotted line. Well planned 
and carefully thought out advertising is 
nothing more nor less than a method of 


the agency, all of which amounts to but ; reducing the cost of writing the business. 


little, providing institutional advertising 
has been neglected—and it certainly has 
been neglected by the life insurance com- 
panies. 

In asking the question: Does publicity 
pay? and whether mass appeal is useful 
in selling life insurance let us ask 
whether the public is familiar with life 


Keep Name Before People 


The real purpose of advertising is to 
{keep your name, business and service 
before the people of your territory. It 
should be the purpose of the agent to 
ave himself and his goods so well known 
in his territory that whenever one thinks 





of life insurance he immediately identi- 
fies it with the advertiser. The great 
object of any form of advertising is to 
form the human contact. Life insurance 
must be humanized, must be made uni- 
versal, and must be interpreted in a 
language that all can understand. Adver- 
tising life insurance is simply a matter 
of education. The closer you can bring 
your message to fit the average man and 
his condition the better the advertising. 

The problem of associating the indi- 
vidual doing the advertising, in the public 
mind, with his educational advertise- 
ments, can be solved if the peculiar merit 
of the agency or the agent or his organ- 
ization can be discovered and used in the 
advertising and if the advertising has a 
distinctive character. 


Organized Campaign Desirable 


The best returns can be had from 
insurance advertising only if the agent 
has an organized campaign and if that 
agent be a general agent, if he sells his 
‘advertising to his agency force. He must 
make his force feel that they have an 


;interest in the advertising; that it is 


putting before the public the ideas that 
they, the agents, are going to present 


ito them in interviews; that it is dignifying 


their business and making them welcome 
visitors. Rightly treated, a campaign 
should use arguments that have been 
worked out with the co-operation of the 
men in the field and that have been sold 
to them and have been sold by them to 
the men who have prepared the adver- 
tising. It may not be practicable to have 
the men contribute very much to the 
campaign, but they should make some 
contribution so that they may feel they 
are a part of the undertaking. They 
should be sold the general idea of adver- 
tising; they should be told of what is 
being done in the advertising of insur- 
ance by others: They should be coached 
to use in their interviews the points that 
have been presented in the adds. This 
will give them confidence and will make 
them feel that they belong to a good 
organization, one which is well known 
and favorably known. 


Must Be Continuous Performance 


Successful advertising is a continuous 
performance. It is the continuity which 
makes it successful. You must keep 
your name, your service and your busi- 
ness continually before the public. One 
or two issues will not do. Your adver- 
tising must always be on the job and 
you will find that it is talking to the 
other ninety-nine while you are talking 
to the other one. 


New Iowa Life Company 


DES MOINES, IA., Aug. 12—The Re- 
public Life is a new mutual company in 
Des Moines, headed by Christian S. Byr- 
kit, for years chief clerk in the state 
insurance department. Commissioner 
Savage has granted it permission to do 
business. B. F. Kauffman, Frank Mc- 
Devitt, W. H. Johnson, Attorney C. W. 
Lyon and Dr. Frank Foulk are associated 
with Mr. Byrkit. 





The Standard Life of Atlanta, Ga., has 
been admitted to do business in Okla- 
homa. E. H. Carry of Oklahoma City 
has been named as state agent. 








TELLS GOOD AND BAD 
METHOD OF APPROACH 


F. M. Flory Gives Agents at 
Northwest Congress Benefit 
of His Experience. 


DO IT THE EASIEST WAY 


Meet Prospect Man to Man, without 
Timidity or Too Much Aggres- 
siveness, Is Advice 


DULUTH, MINN., Aug. 8—Good 
and bad methods of approaching a pros- 
pect were discussed in detail at the 
meeting of the Northwest Life Con- 
gress by Frank M. Flory, general agent 
of the Provident Life & Trust at Min- 
neapolis. He emphasized the need of 
naturalness and approaching men as 
man to ian, without timidity and at 
the same time without too much ag- 
gressiveness. He said in part: 

It is a good plan if you are not 
acquainted with your prospect to have 
some means of introduction, either a 
letter or a mutual acquaintance, but if 
you go it alone, one of the best introduc- 
tions I personally know of is the state- 
ment, “I just wanted to get acquainted 
with you.” Are you aware that one of 
the strongest traits in human nature is 
that you are most interested in a person 
vho shows a constructive interest in you? 
Is it not a fact that you warm up to the 
man who shows an interest in your suc- 
cess? The other fellow is not any differ- 
ent in this regard than you are. 


Factors in Approach 


Now, what are the different things in 
the approach that attract or repel you? 

First—You like to do business with a 
gentleman. Then be one all the time for 
the reason that you cannot maintain the 
proper attitude of mind necessary to the 
-proper approach without being one. 

Second—You do not care to do business 
with an egotist. Then don’t talk too big 
or look too wise. The Platte River in 
Nebraska is six inches deep and a mile 
wide at the mouth, and that is about the 
condition of the cocksure salesman who 
tries by big talk of his sales and his 
knowledge to impress you with his ability 
to handle a part of your affairs. He is 
insulting your ability and you very soon 
put him in the class where he belongs— 
the braggart. 

Third—You like to meet a man well 
and properly dressed, not flashy or over- 
dressed. Flashy or extreme dress indi- 
cates to you a sportive nature or spend- 
thrift, unstable and one you do not trust 
your business with. A slouchily dressed 
man shows carelessness and suggests to 
your mind lack of attention to your 
interests. Then we should dress modestly 
but well. 


Congenial Face Is Welcome 


Fourth—The song goes, “There are 
smiles that make you happy, there are 
smiles that make you sad.” There are 
times when a smile is not appropriate, 
but those times are rare. A congenial 
face is always welcome. Is there any- 
thing in the world that will take the pep 
out of you sooner than a sour, gave 
sort of a face? And the man who carries 
that around on his shoulders is surely 
carrying a load which grows heavier 
every hour, and there isn’t anybody going 
to help him lighten that load, becausé 
they all have loads of their own ta carry. 
Fifth—yYou pity the timid, shrinking mor- 
tal, but you don’t do business with him 
for the reason that if he knew his busi- 
ness well enough to handle a part of 
your affairs he would be so obsessed 
with this knowledge that fear of you 
would not enter his mind. Never ap- 
proach a man with fear of him or his 
surroundings. If you do you are whipped 
before you start. Rest assured that 80 
per cent of the prospect’s attitude of 
mind will depend upon your attitude of 
mind and your attitude of mind controls 
your actions and very largely the actions 
of your prospects. 

The pre-approach is as essential as the 
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SERVICE IS STRESSED 


MUST MAKE WORK PRACTICAL 





George B. Peak Tells of Necessity for 
Close Relations Between Com- 
pany and Agents 


DULUTH, MINN., Aug. 8—The 
necessity for a close relationship be- 
tween a company and its agents and 
the importance of service on the part 
of both the company and the agent 
was stressed by George B. Peak, presi- 
dent of the Central Life of Des 
Moines, in his address before the 
Northwest Congress on “Getting Busi- 
ness; Company Service to Individual 
Agents.” He said in part: 


Service Keystone of Success 


The subject assigned for the present 
discussion is the foundation upon which 
your success and mine rests. The key- 
stone word of this subject is service. 
The transforming power in an individual 
or an institution is a sincere desire to 
render a worthy service; and no man’s 
service is worthy of him until he has 
dene his best. It is also the duty of our 
ecmpanies to attain the highest point of 
usefulness and thus render the greatest 
possible service to the world. 

Among the institutions that have be- 
come distinguished for the service, life 
insurance occupies a very important po- 
sition. I know of no other institution 
that combines the altruistic, the economic 
and the commercial elements so perfectly. 
The history of life insurance for more 
than a century is the history of a splen- 
did service 


Must Work in Practical Way 


In recognition of the service rendered 
by life insurance to the public it is your 
duty and mine to extend the benefits of 
the business to others. I would therefore 
impress upon both company and agents 
the importance of getting business. You 
are practical men. You represent prac- 
tical companies. You canvass practical 
people. You must do your work in a 
practical way. The man who will do this 
is sure to succeed. 

The central and western farmers are 
usually considered the most independent 
class of people in the world. They have 
grown strong financially and powerful in 
influence. We rejoice with them in their 
success and may it never grow less, but 
a very large majority of them owe their 
success to the long time loans secured 
from life insurance companies. They 
were enabled to buy their farms and 
double and treble the value on account 
of these long time loans made by life 
insurance companies. 


Building of Men Important 


A company is no greater than the men 
who compose it. The building of men 
is an important part of the building of a 
company. The agency force, the office 
force and the officers form the operating 
machinery of the company. To attain 
the best results there should be mutual 
helpfulness in these three departments. 
Agents sometimes introduce themselves 
by saying: “I represent,” naming the 
company. And this is true. The pros- 
pect may never see any other represen- 
tative of the company. The impression 
made upon this mind is largely the result 
of the agent. 

I would say to our companies, supply 
your agents with every fact and princi- 
ple that will enable them to present in 
the most convincing way the attractive 
fcatures of your company and its policies. 


Relations Should Be Close 


Much depends upon the service ren- 
dered by the company to the agent. The 
relationship here should be very close 
«und sympathetic, each strengthening the 
other. The morale of your agency force 
is indispensable to their success. The 
company should be a fountain from which 
a Stream is constantly flowing giving to 
every man in the field encouragement. 
Your men need information, not about 
other companies—ignorance here may be 
*« virtue—but information about your 
cwn company. 

There is enough good in most com- 
panies to set the agency force on fire 
With enthusiasm if rightly given to them. 
Impress upon them the fact the company 
se sir’ company and the success attained 
nya teir success. What we need in the 
agency force and every other department 
of life insurance is enthusiasm. Generate 
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this in your home offices. Send it out 
into the field. It will rebound to you 
with great force and bring delight to toil. 


TELLS GOOD AND BAD 
METHOD OF APPROACH 


(CONTINUED FROM PAGE 6) 
actual approach. Know all that you 
possibly can about your prospect, his 
mannerism, his habits. Familiarize your- 
self with his business to the extent that 
you can talk intelligently about his busi- 
ness with him, but don’t visit. 

Now, it is sometimes hard to get in to 
see your prospect. Here tact, diplomacy, 
presence of mind and often strategy is 
required. Very often the enthusiasm and 
determination reflected in your face and 
bearing will carry you through. In most 
cases it will. 

You want his whole attention. Let 
‘your attitude be such that he gives his 
full attention. In a great many cases 
T am sure you will find it better to 
devote your short time in arranging a 
jtime for an interview favorable to you. 
When you get the appointment make a 
written memorandum of it in the pres- 
ence of the prospect. Be busy all the 
time; study him every moment. 





Knowledge of Human Nature 


The right approach is 80 per cent of 
the transaction and 90 per cent of the 
approach is the knowledge of human na- 
ture displayed by the agent. It needs 
an open mind ready to grasp any situ- 
ation that arises. You cannot be in that 
attitude if you have a rehearsed approach 
for the prospect will discover it at once 
and with just as studied formality will 
dismiss you, and you haven’t any comes 
back because all your attention has beer 
concentrated on memorizing your af 
proach. 

Be natural; be yourself. You have 
individual personality. You cannot suc- 
cessfully assume another’s personality. 
Why do you want to try to be a phono- 
graph? That is mechanical. You are 
human. So is your prospect. Then treat 
him as though he were human. If you 
met him at the ball game, on the golf 
course, at the horse race or any other 
place where men congregate, you would 
meet him as man to man and treat him 
that way. He isn’t any different in his 
office, his store, on the farm or wherever 
his business is, except that he is busy. 
‘That does not make him any different. 
Go are you busy, busy getting an inter- 
view with him, an interview which is 
going to be a good piece of business 
‘for him, and he is going to do the 
business you want him to do with you 
because he wants to do it with you. 
You cannot make men do anything they 
do not want to do, but you can persuade 
them to do most anything you want them 
to do. You must dominate, but do not let 
the prospect feel that you are unduly in- 
fluencing him. Every one resents and 
will fight domination. 


Children of Fear 


I have touched on fear, the one attitude 
of mind that I am sure is the greatest 





handicap which mankind is heir to. The 





children of fear are doubt, worry, pro- 
crastination, self-consciousness, timidity, 
vacillation. 

The doubt in your mind of your ability 
to call upon the prospect and interest him 
will cause you to procrastinate and vacil- 
late between your resolution and determ- 
ination to see your prospect and your 
fear of failure, and if your determination 
forces you to see him, then the fear 
which you have allowed to occupy your 
mind has left its mark and you are 
timid and self-conscious and receive what 
you expected, a dismissal. But you lose 
a great deal more than that. You begin 
to doubt yourself, and if you do not 
square your shoulders, lift your chin, set 
your teeth and fight yourself, driving 
out of your mind this life-draining 
monster which you created, then you are 


doomed to travel down the path of 
failure. 
One more point. Mr. Horner, with 


whom I was associated for fifteen years, 
once said, “Don’t be too free with the 
handshake.” It set me to thinking. A 
handshake can mean a great deal or it 
can mean nothing. Why is it that you 
will go up to a man whom you have 
never met before, reach out, grab his 
hand and pump it up and down? In the 
big majority of cases it is to cover your 
embarrassment and_ self-consciousness, 
and the prospect, if he is an observer at 
all, will take it so. Let the prospect 
offer his hand. If you have impressed 
him, he more than likely will. Whether 
he does or not, impress him with the 
fact that you are there to do business 
with him, not to visit. If you make a 
strong enough impression he will give 
you his confidence, but do not try to jerk 
his confidence out of his hand by 
shaking it. 


Cultivate An Easy Manner 


In summing up, approach men as man 
to man, not in fear of them or their sur- 
roundings, nor in a bragging, cock-sure 
manner. You cannot fool yourself in 
your estimate of your own capabilities, 
and don’t think you can make the other 
fellow place a higher estimate on you 
then you do yourself. Be natural; think 
well of yourself and think just as well 
of the other fellow and show him that 
you do. Do not think that you have to 
give an excuse for living. Neither does 
the other fellow need to make excuses. 
We are all here to aid each other and 
just to the extent that we believe this 
and practice it will we be successful. 
The approach is the easiest thing in the 
world if you will it so; it is the hardest 
if you will it so. It is all up to you. 


Higher Tax in Massachusetts 


BOSTON, MASS., Aug. 12—Notice has 
been sent to all companies doing business 
in Massachusetts, both foreign and do- 
mestic, that the extra 1 percent “war 
bonus tax” imposed last year on -net 
premium income has been continued for 
the present year. Returns are to be made 
by Aug. 15. 





Dr. S. P. Hoffman, who recently re- 
turned from military service, will take 
the position of associate medical director 
of the Lincoln Life, at the home office of 
the company at Ft. Wayne, Ind. He was 


formerly a practicing physician at Deca- 
tur, Ind. 


NO WAR RISK CHANGE 


U. S. INSURANCE TO CONTINUE 





Head of Bureau Says Government Con- 
trol Will Be Permanent—Denies 
Transfer Rumors 


WASHINGTON, D. C., Aug. 12.— 
Reports reaching Washington of vari- 
ous propositions on the part of private 
life insurance companies to take over 
the work of the Bureau of War Risk 
Insurance, as well as rumors of in- 
tended congressional action to the same 
end, are characterized by officers of the 
bureau as all moonshine. It is ad- 
mitted that such reports have come to 
the ears of the bureau managers, but 
they attach no importance to them. 

Senator Calder of New York was re- 
ported several weeks ago to have said 
that he contemplated introducing a bill 
looking to the turning over to private 
companies of the administration of the 
bureau with a government guarantee 
against loss. He has never denied the 
interview, while at the same time he 
has introduced no such bill. 


Col. Jones Denies Reports 


Col. Cholmeley-Jones, director of the 
bureau, said in regard to the report: 
“That story has a familiar sound. We 
are always hearing reports of intended 
action in regard to this enterprise which 
have no basis in fact. 

“There was never thought by those 
who enacted the law, nor has there been 
thought by any one qualified to speak, 
since the law’s enactment, of any pro- 
cecure other than permanent government 
insurance for soldiers, sailors and ma- 
rines, permanently administered by the 
government. Section 404 of the War Risk 
Insurance Act stands as direct refutation 
of any rumor or hearsay that the present 
term insurance of service men is to be 
turned over to commercial companies. 


Cites Wording of Law 


“Section 404 reads: 

“*That during the period of war and 
thereafter until converted the insurance 
shall be term insurance for successive 
terms of one year each. Not later than 
five years after the date of the termina- 
tion of the war as declared by proclama- 
tion of the president of the United States, 
the term insurance shall be converted, 
without medical examination, into such 
ferm or forms of insurance as may be 
prescribed by regulations and as the 
insured may request. Regulations shall 
provide for the right to convert into 
ordinary life, 20-payment life, endow- 
ment maturing at age 62 and into other 
usual forms of insurance and shall pre- 
scribe the time and method of payment 
of the premiums thereon, but payments 
of premiums in advance shall not be re- 
quired for periods of more than one 
month each and may be deducted from 
the pay or deposit of the insured or be 
otherwise made at his election.’” 


No Definite Plan Submitted 


Col. Cholmeley-Jones added that no 
definite plan for private administration 
of the War Risk work had ever been 
submitted to the bureau since he has 
been in charge and that he had never 
heard that such a plan had been sub- 
mitted to his predecessor, Col. H. D. 
Lindsley. He would not discuss the prac- 
ticability of such a plan, saying that the 
foregoing extract from the law was a suffi- 
cient answer. There could be no question 
of the practicability of any plan, he as- 
Berted, when the law stood in the way. 
A change in the law would, of course, 
change all that, but no such legislation 
is yet in sight. 





New Iowa Company 

The National Reinsurance Life Com- 
pany has been incorporated at Sioux City, 
Ta., with an authorized capital of $500,000. 
The company will transact a general life 
reinsurance business. The officers are: 
BR H. Kingsbury, president; E. C. Eppley, 
vice-president, and J. A. Magown, secre- 
tary-treasurer. The directors include the 
officers and W. A. Lapham and William 
J. S. Cremin. 


Leo Lucas, formerly physical director 
of the Cincinnati Gymnasium and Athletic 
Club, has been appointed a special agent 
of the Northwestern Mutual Life at Cin- 





cinnati. 
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Northwest Life Congress 


THE NATIONAL UNDERWRITER this week 
is given over largely to presenting some 
of the addresses and features of the 
NortHWEST Lire INSURANCE CONGRESS 
held in Duluth. The material that was 
produced for this convention is well 
worth while. It is intensely practical, 
stimulating and helpful. Candor moves 
us to say that the addresses given at Du- 
luth, the talks there and the discussions 
surpassed similar material of some of the 
conventions of the NatrionaL ASSOCIATION 
or Lire UNpEeRwriTErRS. The NorTHWEST 
Lire INSURANCE CONGRESS meeting im- 
pressed all with the fact that here were 
gathered earnest, conscientious seekers of 


truth and helpful material. They desired 
to increase their service to mankind. 
Some of the most vigorous, strongest- 
minded and broad-gauged life men today 
are located in the section over which this 
Congress has jurisdiction. The material 
that was provided this year was excep- 
tional in many ways. It will pay any life 
insurance man to peruse in these col- 
umns every bit of information that is 
given concerning the inspiring meeting 
at Duluth. We congratulate the lead- 
ers of the NortHwest CONGRESS on 
their ability to furnish a program so 
chock full of real meat and value to 
life insurance men everywhere. 


Twisters Again in Evidence 


Lire men in the larger cities report that 
twisters, self-styled experts, actuaries 
and auditors are again becoming active. 
Twisters are finding a fertile field among 
policyholders who are commencing to 
feel the pressure of the high cost of liv- 
ing. The policyholder who is having diffi- 
culty in making both ends meet, is an easy 
victim of the twister who always is able 
to present a plan whereby more insurance 
can be purchased for less money. 

In Chicago a twister who is very active 
at this time relies on the telephone for his 
leads. He calls up a selected list of men 
and as quickly as possible finds out 
whether they carry $25,000 of life insur- 


ance. If less than this amount is carried, 
interest in the policyholder ceases, but if 
$25,000 or more is in force, the request 
for an interview is made on the plea that 
it will be possible to cut the premiums 
in half and still furnish the same amount 
of life insurance. During times like these 
when the high cost of living is forcing 
policyholders to make retrenchments and 
to cut down every possible expense there 
is a danger that existing life insurance 
may be lapsed or, under the influence of a 
twister, revised to the detriment of the 
policyholder. Life men should be on the 
lookout for the twisters who are seeking 
out victims at this time. 


Preparing for the Eventide 


A VETERAN solicitor was saying the 
other day that while under ordinary oc- 
casions he did not emphasize the selfish 
viewpoint and the personal interest of 
the prospect for insurance, he finds that 
this is a good talking point with a num- 
ber of people. In some cases a man feels 
that he has sufficient means to take care 
of his dependents. The question that in- 
terests him may be provision for his old 
age. 

In these days when corporations are 
retiring people because of age and when 
there are so many men of 60 or beyond 
that find it almost impossible to secure 
jobs because of their age, a man must 
consider very seriously just what pro- 
vision he should make for himself as the 
years come to him. He may be very 
comfortable just now on a salary, but 
the question is how long his employer 
will be satisfied with his work when he 
begins to slip and slow down. No one 
can tell these days about the change in 
management of a concern, new people not 
feeling any moral obligations to the older 
employes. In fact a man has no guar- 


antee of his position. There is no more 
pitiful sight than to see one in declining 
years finding it necessary to work and 
being turned down on every side, not be- 
cause of lack of ability or experience or 
character, but solely because of age. The 
person who has enough money to pay 
his way can always find a satisfactory 
welcome and place to live. With these 
changing times and uncertain conditions 
it certainly behooves a man to watch out 
for himself. The so called selfish or per- 
sonal element in life insurance might well 
be brought to the front in a more vig- 
orous way than it is at present. 

Even if a man has his own business 
and is managing it he will find as he 
grows older in years he has not the am- 
bition, the vitality, the “pep” to keep 
pace with his competitors. With the 
tremendous competition of the day a 
man needs to have all his faculties and 
be equipped to take his part in the great 
work. If he finds himself being out- 
run in the race it is a comfortable feel- 
ing to know that he can relinquish the 
cares and not be dependent on anyone. 
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The members of the J. L. Atkins 
general agency of the National Life 
Oc for North Carolina, were 
called to agency meetings last week in 
Durham and Wilson. There was an 
enthusiastic gathering of good pro- 
ducers on both occasions. J. L Atkins, 
who heads the organization, is one of 
the most capable organizers in the 
south. Within a comparatively short 
time he has built up an organization 
of big writers which will go “over the 
top” for more than $2,000,000 of busi- 
ness in 1919. Mr. Atkins is a fine ex- 
ample of the type of men which the 
National Life U. S. A., has attracted 
to its organization, He is a man of 
great force, untiring energy and the 
square deal methods which he applies 
in his work, have made for a loyalty 
to him and the company which means 
big things in the future in his territory. 
He is a man of considerable resources 
and enjoys an enviable reputation in 
the business circles of North Carolina. 

In recognition of the splendid re- 
sults he has obtained the state of South 
Carolina has been placed under his 
jurisdiction. It is a foregone conclu- 
sion that this territory will soon be in 
the million dollar class under the able 
direction of this brilliant organizer. 


Lieut. John Henry Russell, son of 
John N. Russell, manager of the home 
office agency of the Pacific Mutual 
Life, has entered his father’s office, 
choosing life insurance as a permanent 
vocation. He was in Leland Stanford 
University and left college to enlist in 
the navy. 


Dr. Frederick L. Hoffman, statistician 
of the Prudential, has gone to Eng- 
land and will spend some time there 
investigating the effects of war on life 
insurance. He is accompanied by Fred- 
erick H. Johnston, associate actuary of 
the company. The two men will in- 
vestigate the methods and results of 
national health insurance in Great 
Britain. 


Alex E. Yahr, special agent of the 
Central Life of Des Moines at West 
Bend, Wis., is becoming a conspicuous 
success as a life underwriter. Last 
spring Mr. Yahr resigned as rural mail 
carrier to enter the field for the Cen- 
tral Life. During the month of July 
his production amounted to exactly 
$100,000, which is considered a remark- 
able achievement, especially for so new 
an agent. hen his July report 
reached the home office in Des Moines, 
the secretary’s office immediately wired 
its felicitations to Mr. Yahr and this 
has attracted the attention of daily 
and weekly newspapers in West Bend 
and vicinity, with the result that this 
agent is receiving congratulations on 
all sides and his prospect list is grow- 
ing rapidly because of the desire of his 
friends to help him improve upon the 
excellent record he already has made. 


Otis J. Backenstoce, general agent of 
the Missouri State Life at Tulsa, Okla., 
has qualified as president of the $100,000 
Club by virtue of having written the 
largest amount of business during the 
club year. Mr. Backenstoce is one of 


the big men in the Missouri State or- 


ganization who is always at the very 
forefront when it comes to production. 


Col. A. L. Gurney of Topeka, Kans., 
a civil war veteran, although 82 years 
old, is still up and doing as his record 
will prove. Col. Gurney has charge of 
the western half of Kansas for the 
American Home Life of Topeka and is 
writing new business at the rate of 
$1,000,000 a year. He has been en- 
gaged in the life insurance business 





for over 50 consecutive years. During 
July, which was one of the hottest 
months for several years in Kansas, 
he traveled over 1,760 miles in the 
state by rail on special duty for his 
company. In recognition of his serv- 
ices, the American Home Life has 
elected him a member of the board of 
directors. Col. Gurney is also an at- 
torney and actuary. 


Julius Abrahamson of the Chicago 
agency of the Illinois Life a few days 
ago heard of two partners in a general 
store in a medium sized city that were 
reported to be making money and be- 
ing in a the aiag state. He con- 
cluded he would try his hand and made 
a visit to this city. There are a num- 
ber of life insurance men in the same 
town. All of them knew the pros- 
perous condition of these partners. 
Mr. Abrahamson presented a proposi- 
tion of $50,000 on each man for the 
benefit of the business. It turned out 
in the course of the interview that 
they had never been solicited for more 
than $5,000. They felt complimented, 
therefore, that Mr. Abrahamson placed 
their worth at $50,000. It resulted in 
the partners taking $25,000 on each 
life. The life men of the town were 
greatly agitated when they heard of 
this achievement. They were well ac- 
quainted with the men, patronized their 
store, could get at them easily and yet 
never had regarded them as prospects 
for $50,000. Vice-President R. W. 
Stevens of the Illinois Life, in com- 
menting on this achievement says: 

There is more insurance to he written 
these days than there are capable agents 
to write it. The desire for insurance has 
been created; it is here; and it is now the 
problem of the agent to supply the de- 
mand and fit the policy to the man. 
Prior to this time the agent’s chiefest 
task has been to create the demand. The 
great popularization of life insurance in 
a large measure accounts for the fact 
that so many capable salesmen without 
making any appreciable increase in their 
efforts have more than doubled their 
business. People want life insurance, 
more life insurance—and they have the 
money to pay for it. 

This is no time to talk small policies. 
The price of practically everything ex- 
cept life insurance has been advanced 
until the -one-thousand-dollar policy is 
now about the equivalent of a five-hun- 
dred-dollar policy a few years ago. 
There is more danger of under-selling a 
prospect than of over-selling him; in 
fact, many agents are losing sales simply 
because the amount of insurance sug- 
gested is too small. Just bear in mind 
that you can never offend a man by 
over-estimating his financial ability and 
that it is easier to secure an application 
for five thousand, having approached the 
prospect with a_ ten-thousand-dollar 
proposition, than it is to interest him in 
one thousand if you have approached 
him on that basis. 

These are abnormal phenomenal times 
for the writing of life insurance; but 
astounding as the new business figures 
are, they do not begin to be what they 
should be or what they would be if each 
and every man who has been equipped 
for the writing of life insurance were 
working as he ought to be. A good life 
insurance man is a public benefactor. It 
is, therefore, his duty in times of extra- 
ordinary prosperity to advocate the life 
insurance investment—the safest and 
most remunerative known to man. It is 
estimated that more than $500,000,000 is 
being taken annually from the American 
public through the sale of worthless oil, 
mining and other securities. That in- 
comprehensible sum of money is being 
taken from the people who should be in- 
vesting -it in life insurance and the 
reason they are not investing it in life 
insurance instead of in worthless enter- 
prises is because the average stock sales- 
man is putting in more hours these days 
and seeing more people than the average 
life insurance salesman. 

No man can truthfully say that he is 
working in the life insurance business 
if he is interviewing less than six pros- 
pects each day and it is a well estab- 
lished fact that the more people we see 
the more insurance we will sell. 
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1894—1919 


STATE LIFE 


INSURANCE COMPANY 
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INDIAN APOLIS 





ALMOST 


NINETEEN MILLION DOLLARS IN SECURITIES 


($18,458,500.00) 


Deposited with the Auditor of State for the Sole Protection of Policyholders 
More than $1,750,000.00 Ahove the Amount Required by Law 





PROGRESSIVE CONSERVATIVE “FLU” PROOF 
The Growth of Oak—The Solidity of Granite 


On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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Agents in Chicago 
are making money. 





THE FRANKLIN LIFE CC Bap. 
INSURANCE COMPANY | val 


of Springfield, Illinois 











can find-places for a few good men. The Prudential Insurance Company of America 
Forrest F. Dryden, President Home Office, Newark, N. J. 





Incorporated under the Laws of the State of New Jersey 























ADDRESS 





WOLFLE, STEFFELIN & COMPANY 


823 The Rookery, Chicago 























twelve months. 





















OF DES MOINES, IOWA. 


JAS. H. JAMISON, Pres. 
FAVORABLE POLICIES 
SERVICES TO AGENTS 

A progressive Company with progressive 
methods. We offer an opportunity to a reliable 
man who can secure 100 applications during 














THE NATIONAL 





UNDERWRITER 


August 14, 1919 















" 


































MUTUAL TRUST 
LIFE INSURANCE 


COMPAN Y 
(O35 = © E O7-XN Cle he © OD Or 
Bin 
We are writing new business at the rate of Twenty 
Million for 1919—have four general agency openings in 


Home State: 


1. Lake, McHenry, Boone, DeKalb, Kane and DuPage Counties in 


Northeastern ILLINOIS. 


2. Stephenson, Jo Daviess, Carroll, Ogle, Whiteside aad Lee Counties 
in Northwestern ILLINOIS. 


3 LaSalle, Bureau, Putnam, Livingston, Grundy, Kankakee and 
Ford Counties in East-Central ILLINOIS. 


4. Thirty-five Countiesin Southern ILLINOIS, 
GOOD CONTRACTS—FOR GOOD MEN 


The only Illinois purely mutual company. 
The only Illinois strictly full level premium company. 


Write Home Office for information 


MUTUAL TRUST LIFE INSURANCE COMPANY 
30 North La Salle Street, Chicago, Illinois 



























Lutheran International 
Snsurance Company — 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 


J. O. LUAGMAN, President 


DR. ANDREW JOHNSON, Secretary 

































ILLINOIS 


MICHIGAN 








INDIANA 





























THE CLEVELAND LIFE 


William H. Hunt, President 
Howard S. Sutphen, Vice Pres. & Mngr. of Agencies 
Cleveland, Ohio 


As of August Ist the Com- 
pany announced a complete 
new line of Participating and 
Non-Participating policies, 
including the latest features 
found in Life Insurance con- 
tracts. Splendid General 
Agency opportunities in our 
territory for men of proven 
ability. 
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PEORIA LIFE’S OUTING 


———_—- 


$100,000 CLUB TO CALIFORNIA 





Annual Convention Held This Year in 
Los Angeles—Big Program 
of Entertainment 





PEORIA, ILL., Aug. 12—The $100,- 
000 Club of the Peoria Life, left Peoria 
over the Santa Fe railroad in five spe- 
cial Pullman coaches Saturday for its 
outing in California. The party num- 
bered 102 and was in charge of Henry 
Loucks, superintendent of agents. 

The club year which has just closed 
has been an especially prosperous one. 
Last year the club was to have gone 
to Boston, Mass., but the members 
themselves decided that it was their 
patriotic duty to stay at home during 
war times. Therefore the outing was 
postponed and combined with the one 
for this year. 


Hold Convention Aug. 13 


According to the schedule they were 
to reach Los Angeles today and the 
convention is set for Aug. 13. After 
the convention the club participates in 
the annual banquet given by the officers 
of the company at the. Clark Hotel, 
Los Angeles, and the balance of the 
time is given up entirely to the en- 
joyment of their outing. 

On account of the illness in the 
family of President Emmet C. May, 
and various matters connected with 
the erection of the home office build- 
ing, Mr. May was unable to accom- 
pany the club this year. This is the 
first year that he has ever missed an 
outing or meeting of the organization 
since its organization and it was with 
a great deal of regret that he did so 
this year. 


Many Entertainment Plans 


Various plans are made for their 
stay in Los Angeles, including an ex- 
cursion to Catalina Island, visits to 
the Old Missions, to the beaches, mov- 
ing picture studios, Mount Lowe and 
various other forms of entertainment. 
C. I. D. Moore, secretary of the Pacific 
Mutual Life, is to be the principal 
speaker at the club banquet. On Fri- 
day evening, Aug. 15, the Life Under- 
writers Association of Los Angeles will 
entertain the entire party. From Los 
Angeles they go to Yosemite National 
Park where they will visit Yosemite 
Valley and the various groves of big 
trees in California. From there they 
go to San Francisco and stay three 
days. They return home by way of 
Salt Lake City and the Royal Gorge 
and Peoria, Aug. 30. 


May Talks of Work 


President May, in speaking of the club, 
said: 

“It is the very life of our agency or- 
ganization. It is the center around which 
‘our agency force is built. It is to the 
members of this club that we look for 
the progress of our company, for the 
great volume of our business and espe- 
cially for the inspiration for the balance 
of our agency force. They have cer- 
tainly delivered the goods in every re- 
spect during the past year. Since Aug. 1, 
1918, this club has produced in issued 
and paid for business $16,500,000 of busi- 
ess, every dollar of which is paid for in 
cash. Every member of the club has 
made a splendid good income for himself. 
There are two ladies, members of the 
club. One, Miss Helen C. Shoecraft of 
Kansas, is not only a member of the 
Hundred Thousand Club but of the Two 
Hundred Thousand Club. Miss Mabel St. 
John, also of Kansas, is also a member 
of the Hundred Thousand Club. This is 
a distinction that comes to very few la- 
dies in the life insurance business. 


Delighted with Results 


“Last year when the club closed the 
company had in force $23,874,458 of busi- 
ness. When the club year closed this 
year we had in force $35,168,650, showing 
a net increase for the club year of $11,- 
294,200. It goes without saying that we 
are delighted with the results of the 
club year and are glad indeed to give 





AUGUSTINE AGAIN HEAD 


BIG MAN IN ILLINOIS LIFE 
Peoria Manager Qualifies As President 
of $100,000 Club—Dyrenforth’s 
Great Renewal Record 





Otto H. Augustine of Peoria, IIl., 
has qualified as president of the $100,- 
000 Club of the Illinois Life notwith- 
standing the handicap of over $200,000 
placed on him. Mr. Augustine was 
president for the club year ending July 
31, 1918, having qualified with $402,500. 
Under the club rules he was handi- 
capped in future presidential contests 
by half that amount. He qualifies this 
year with a net business of $697,270 
after the deduction of his handicap 
which makes his gross business $898,- 
500. Mr. Augustine has the distinc- 
tion of having personally produced and 
paid for the largest amount of new in- 
surance ever written in a club year by 
any representative of his company. 
Counting term insurance, and other 
plans not counted in club production, 
Mr. Augustine has a record of $1,038,- 
500 for the club year. 


Fine Persistency Records 


Edward J. Hutchinson of Cham- 
paign, Ill., qualified for the first vice- 
presidency, Robert S. Baker of Decatur, 
Ill., for second vice-president, George 
H. Kopperl of Jacksonville, Ill, third 
vice-president. The Illinois Life gives 
cash prizes each year for low lapse 
records. Harold Dyrenforth of Chicago 
wins first prize this year, his renewal 
percentage being 99.41 percent. Mr. 
Dyrenforth writes a large volume of 
business and this record of persistency 
is most unusual. He will be given $100. 
The second prize goes to Leon G. 
Richardson, Southwestern Illinois 
Agency, whose percentage was 95.66, 
the third to John W. Briggs of Car- 
thage, Mo., whose record was 95.59, 
the fourth to Eugene C. Wharf, man- 
ager of the Indiana Agency, 94.85 and 
Julius Abrahamson of Chicago, 93.06. 








our club the splendid outing on the west- 
ern coast. I am very sorry indeed that 
I am not able to go with the club this 
year, because there is never a day in the 
year which has been more enjoyable to 
me than those days of our Hundred 
Thousand Club outing. 

“Next year we shall hold our conven- 
tion in our own home office building at 
Peoria, after which we will take our club 
on their outing to Glacier National Park. 
I hope to be able to go with the club 
next year on their outing.” 


Officers of the Club 


The officers of the Hundred Thousand 
Club are: President, James H. Ritchey, 
Burlington, Ia.; first vice-president, A. C. 
Freeman, Ypsilanti, Mich.; second vice- 
president, L. A. Watson, Wood River, 
Neb.; third vice-president, Gus Zimmer- 
lin, Webster City, Ia. 

The Two Hundred Thousand Club of 
the company does not hold a separate 
outing. There are 21 members of the 
Two Hundred Thousand Club this year 
and the officers of the club are: Presi- 
dent, Lee R. James, Cedar Rapids, Ia.; 
first vice-president, T. A. Curnow, Kewa- 
nee, Ill.; second vice-president, N. E. 
King, Sterling, Ill.; third vice-president, 
H. L. Goodrow, Oak Park, Ill. 


Gary National Meeting 


The Gary National Life will hold its 
agency convention Sept. 1-2. The first 
day will be spent at a business confer- 
ence at the home office with luncheon 
following. The men will be taken to 
Chicago in the afternoon and will have 
a theatre party in the evening. At noon 
the second day, a luncheen will be given 
in Chicago. 


Cc. G. Hanson, general agent of the Old 
Line Life of Milwaukee at Rhinelander, 
invited his agency force to headquarters 
last week for a business conference and 
in the evening entertained at dinner, 
among the guests being M. H. Raymond 
of Rhinelander, a director of the com- 
pany. 
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RECORD SET IN TEXAS 


WRITE HEAVY LIFE BUSINESS 





Companies Find Farmers and Oil Men 
Take Biggest Policies and Pay 
Cash for Them 





DALLAS, TEX., Aug. 12.—With 
prosperity prevailing in every section 
of the state, life insurance companies 
are writing more business in Texas 
this year than ever before, according 
to S. A. Harris of the Southland Life, 
secretary of the North Texas Insurance 
Association. 


Write Farmers and Oil Men 


Farmers have learned the value of 
life insurance and several of the com- 
panies in Dallas have written policies 
of $5,000 and $10,000 for farmers during 
the past few weeks. One of the insur- 
ance men in Dallas declared that he 
finds it easier to convince a farmer of 
the necessity of insurance than almost 
any class of citizens. The next best 
bet in Texas right now is the men in 
the oil fields, where wages are fabulous 
and fortunes are made over night. 

From this section one agent making 
Dallas his headquarters sold $300,000 
worth of life insurance in one week. 
To one ordinary oil operator he sold 
a $100,000 policy. 

“The beauty of the farmers’ and oil 
men’s business is that the premiums are 
strictly cash,” declared Mr. Harris. 
“They have the money and will not 
discuss partial payments of premiums. 
There are agents who reside in the 
fields where oil flows by the thousands 
of barrels that send in enough applica- 
tions to keep an ordinary force busy 
in the offices.” ~ 


Prepare for Return of Flu 


Texas companies are preparing for 
the possible return of the influenza 
epidemic both in the manner of ac- 
cepting and handling applicants for in- 
surance and through financial prepara- 
tions and arrangements to care for ex- 
cessive losses which may be caused by 
the epidemic. The companies are 
scrutinizing closely all applications. 
The examinations are more rigid than 
formerly. It is hoped by this to raise 
the standard of applicants to such 
height that the loss from the epidemic 
will not-be as great as last year. The 
companies also offer to give all appli- 
cants the influenza serum free of charge 
if the applicant will submit to such 
treatment. 

Under the financial arrangements, in- 
vestments in real estate, heretofore a 
favorite with Texas insurance men, 
have been curtailed and in fact almost 
stopped. 


Dakota Life Agency Meeting 


WATERTOWN, S. D., Aug. 12—The 
agency meeting of the Dakota Life just 
closed was the largest attended and most 
successful in the company’s history. The 
North Dakota delegation, headed by P. L. 
Higgins, state agent, arrived over the 
Great Northern in a special Pullman and 
furnished music in the city and at the 
country club, where the meetings were 
held. Prizes for new insurance produced 
were awarded, the first to P. L. Higgins 
and the second to C. F. Carle of Water- 
town. Edwin Boeder of Pipestone, Minn., 
won a prize for increasing the amount of 
production, 

The agents and families were taken to 
the Lake Kampeska Country Club, where 
they not only held their meetings, but 
enjoyed fishing, boating, bathing and the 
freedom of the Watertown municipal golf 
links, and were taken across the lake on 
“Commodore” Billy Williams’ “Stella 
Mae” to the splendid country home of 
President John B. Hanten, for a picnic 
dinner, 

At the annual banquet general talks 
were made by Messrs. Myers, Miller, 
Rawles, Reed, Woolsey, Gullard, Hanten, 
Romig and Stewart, while Attorney 
James G. McFarland of Watertown de- 
livered an address on “Bolshevism.” 
South Dakota, North Dakota, Minnesota 
and Montana were represented. 








NEWS OF LIFE POLICIES 
et oe 
Yalu and ll Gang in oly, itary ae 
Digest,” published annually in May at $2.50 and the 
“Little Gem,” published annually in May at $1.25. 


DROPS WAR SERVICE CLAUSE 





























Equitable Life Also Discontinues War 
Travel Clause in Policies, 
Effective Aug. 1 





Use of the war service and war travel 
clauses in the policies of the Equitable 
Life of New York have been discon- 
tinued as of Aug. 1, beyond which date 
no extra premiums will be collected 
under such contracts. Agents of the 
society were advised of the above ac- 
tion in a letter from Secretary William 
Alexander, reading as follows: 

“(1) The use of the present war serv- 
ice and war travel clauses in the society’s 
policies is discontinued, the regular occu- 
pation extra premiums being charged in 
jthe case of applicants engaged or likely 
to become engaged in military, naval or 
air service as a permanent occupation. 
“(2) Effective Aug. 1, 1919, special war 
service and war travel clauses inserted 
in policies issued in the United States and 
Canada since Aug. 1, 1914, are without 
effect, and no extra premiums will be 
collected under such policies after Aug. 1. 
“Formal n¢gtice of the cancellation of 
the special clause will be issued to any 
policyholder upon his request, but in 
order that the society may not be embar- 
rassed by a flood of such requests, agents 
are asked to refrain from sending in re- 
quests except in those cases where it is 
absolutely necessary. 

“Any occupation extra premium re- 
quired by the terms of the policy apart 
from the special war service or war 
travel clause and charged to cover mili- 
tary, naval or air service, shall continue 
to be payable. 

“(3) All war and war travel extra re- 
miums collected under special war serv- 
ice and war travel clauses in policies 
issued in the United States and Canada 
since Aug. 1, 1914 (except extras col- 
lected under the Mexican war clause), 
will be refunded in full. 

“(4) Death claims arising under poli- 
cies upon which the insured failed to pay 
the required extra premium under poli- 
cies such as described in Paragraph 3 
will be paid in full. Measures are now 
under way for the carrying out of the 
adjustments under this and the preced- 
ing paragraph without action on the 
part of either agents or policyholders.” 


AMERICAN LIFE MEN MEET 





Annual Convention to Be Held Friday 
and Saturday with 300 Agents 
in Attendance 





GALVESTON, TEX., Aug. 12.—The 
fourteenth convention of the American 
National of Texas is to be held Friday 
and Saturday in Galveston. One day’s 
business session and one day of enter- 
tainment and informal meeting at the 
offices of the company will comprise 
the program. 

C. W. Nugent of Galveston will de- 


Tie Up With Us 


We are pushing an expansion drive in Montana, where our 
men are doing a splendid business. We are opening new terri- 
tory, and need a few experienced men to develop it. 


You Will Never See 


A better chance to tie up with a prosperous, progressive life com- 
pany doing business in 25 States. If you are a real producer we 
can make you an offer that you cannot afford to disregard. 


We Need a Manager 


for excellent territory in Idaho or Utah. This is an opportunity. 
Grasp it. 


The Bankers Reserve Life Company 


Robert L. Robison, President : 
Walter G. Preston, Vice Pres. ames R. Farney, Vice Pres. 
Ray C. Wagner, Secy. Treas. 


Omaha, Nebr. 











The Company that 


Leads Them All in Kansas 


The years 1911, 1912, 1913, 1914, 1915, 1916, 1917 and 1918 have unanimously 
rendered their verdict in favor of this Great Middle West Institution as a Leader 
in its Home State, as shown by the sworn statements filed with the Superinten- 


dent of Insurance at Topeka by all Life Insurance Companies operating in Kansas. 


COMMENCED BUSINESS MAY 1, 1911 


The Farmers & Bankers Life 


Insurance Company 


Wichita, - - i Kansas 











liver the address of welcome to the 
convention Friday morning, and P. B. 
King of Dallas will respond. Among 
the most important subjects to be dis- 
cussed will be that of “Investments and 
War Risk Insurance,” by Clark W. 
Thompson of Galveston, and “Selec- 
tion of Business and Claim Adjust- 
ments,” by Dr. Edward Randall and J. 
R. Sayre of Galveston. Selling and 
service suggestions also will occupy an 
important part on the program. 

Plans for fighting the influenza epi- 
demic which physicians say will come 
back this fall will be discussed, in con- 
nection with Dr. Randall’s and Mr. 
Sayre’s talks on claim adjustments. 

Three hundred agents and superin- 
tendents of the company are expected 
to attend the convention. The men 
who have written $100,000 in new busi- 
ness during the year will be given a 
trip to the convention with all expenses 
paid. 




















The Verdict of the Great Jury 


Your success as an underwriter depends upon the verdict 
brought in by the greatest jury in the world—the American public. 
For sixty-eight years the Massachusetts Mutual has been building 
up a nation-wide reputation. Its friends are everywhere and are 
ever ready to testify to the faithful and efficient service that it al- 
ways renders. There is no better company to buy from and no 
better company to sell for. 


Occasionally we have a General Agency opening. 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts 
Incorporated 1851 














We have something to offer in the way of a general agency that is 
very attractive to find with an old, conservative life company. _ It 
will pay anyone interested to investigate. All communications 
confidential. Address 77-P, care The National Underwriter. 














_ CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. = 

Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 














12 LIFE 





THE NATIONAL UNDERWRITER 














August 14, 1919 








OUTLINES FACTORS IN — 
1 SELECTION OF RISKS 


(CONTINUED FROM PAGE 4) 


the company’s normal experience and 
not merely the excess over the expected 
according to the American Table. 
Generally speaking, the trend of mor- 
tality experience is towards improve- 
ment. The advance of medical science, 
the constant health education which we 
are increasingly receiving and many 
other influences all work in the direc- 
tion of making people live longer and 
thus lowering the rates of mortality. 


Based on Conservative Estimate 


The mortality table is of course the 
fundamental basis of all life insurance 
transactions and you can understand 
from what I have already stated that 
therein lies one of the safest elements 
of our business in that our premiums 
are based always upon a conservative 
estimate of the mortality factor, a 
factor which is naturally and, I believe, 
continually improving in a manner fa- 
vorable to the companies, and conse- 
quently to the insured. 

If we took any large body of people 
at random and without any solicitation 
on their part we could afford to dis- 
pense with the medical examination, 
base our premium rates on census 
tables and accept such lives just as they 
stand. This principle is the basis of 
the system of group insurance. In the 
ordinary course of events, however, our 
business does not come to us in this 
way. We are required to carry the risk 
on certain selected individual lives. 


Tests for All Applicants 


This individual application gives rise 
to a possible selection by the applicant 
against the company because those who 
realize their physical limitations will 
most feel the need of life insurance. The 
practical result is that each applicant 
must be subjected to the usual tests of 
insurability for the protection of the 
policyholders as a body. 

When we say that any particular ap- 
plicant is “insurable’ we mean much 
more than’ that he is in good physical 
condition. We do not consider him in- 
surable unless his family record, his oc- 
cupation, his habits are all up to the 
standard ordinarily required by the 
company and unless there is a normal 
state of affairs with respect to every 
other factor that might be said to affect 
the duration of the individual life. The 
physical condition of the applicant is 
of course the primary consideration but 
in addition to this, other factors that I 
have indicated are all of great im- 
portance and must be kept in view. In 
fact, the art of selection of risks (if I 
may so describe it) lies in the ability to 
combine all of these factors so as to 
obtain a composite picture of the ap- 
plicant and judge him on his record 
as a whole. 


Must Build for Permanence 


A life insurance company is a per- 
manent institutien. Its contracts are 
all in the nature of promises to pay 
money at some future time. It must, 
therefore, build its business with the 
idea of permanence in view. No com- 
pany can afford to accept business that 
will be profitable only for a limited 
period unless of course the company is 
relieved of the risk at the end of that 
period. The underlying idea of the 
underwriting department is, therefore, to 
obtain a body of risks of a certain uni- 
form type among which there will be 
experienced a normal rate of mortality, 
allowing the necessary margin over the 
tabular rate upon which the premiums 
were based. 

It may perhaps be best stated at this 
point that the great majority of ap- 
plications for life insurance are accept- 
able on the plan applied for and without 
any question being raised as to their 
acceptability. Probably 80 to 90 percent 
of all applications submitted are almost 
automatically accepted so that the field 
man may take comfort from the fact 
that having induced an individual to 
make application, the chances are very 
greatly in favor of his obtaining the 
business. 


Business Declined by Others 


There is, however, one type of repre- 
sentative who devotes much time and 
energy trying to place business that has 
been declined by another company. For 
such a man, much trouble and disap- 
pointment are in store. The fact that 


cular applicant will make any other 
company careful in its consideration of 
the case if for no other reason than its 
knowledge of the fact that no applica- 
tion is declined by any company with- 
out the greatest consideration of all 
possible aspects of the case and that 
there is always a very good reason 
behind every declined application. I 
merely, therefore, make the suggestion 
that the time spent in such practices is 
time very badly spent, with the conse- 
quent loss of much good business that 
would otherwise have been secured with 
the same energy. 


Most Applications Acceptable 


As I have just stated, the great ma- 
jority of applications are acceptable 
without much difficulty. The papers 
submitted indicate that everything is 
as it should be and the amounts in- 
volved are in most cases not large. It 
may interest you to know that of the 
business accepted by the Massachusetts 
Mutual Life in 1918, 40 per cent was 
represented by applications for $1,000 
and under; 36 percent was represented 
by applications for more than $1,000 
but less than $5,000; 16 percent was 
represented by applications for $5,000 
but less than $10,000; 8 percent was rep- 


more. 
“Borderline” Cases Difficult 


The really difficult cases on which the 
underwriting official has to pass are 
those known as “borderline cases’’—al- 
most good enough to be accepted yet 
having some flaw that cann.t alto- 
gether be ignored. 

For guidance in passing on such risks, 
reference may be made to the previous 
experience in similar cases of the com- 
pany concerned, the experience of an- 
other company or the combined experi- 
ence of several companies. 
readily appreciate, a company‘s experi- 


favorable experience 


normal experience, 


happen. 


ence of combinations of companies. 


Least Desirable Ones Accept 


get. The likelihood, 


able section. 


in any particular 


game in life insurance because it is no 


in their career, 
stringent selection to get the better o 


that it can’t be done. 

In considering the individual applica 
of the physical condition of the appli 
Cition of the applicant himself may b 


said to tell us what he is today, hi 
family record will very often tell u 


history. 


Causes Much Discussion 


take place between the home office an 





one good company has declined a parti- 


the agency force, 


e 


As you may to him to be correct. 


ience on an articular type of risk 
will depend A largely Boe sg le degree which they have conducted the life in- 
tena a Be pnecroo be credited with at least some knowl- 
with a consumptive family history, one 
company might by very rigid selection 
find such a class satisfactory and so 
long as it continued to accept these 
lives on precisely the same basis, the 
might be con- 
tinued. But if the position were taken 
that, as these cases had proved favor- 
able as compared with the company’s 
they might there- 
fore be more freely accepted, it is easy 
tc appreciate what is almost certain to 


In using the experience of other com- 
panies as a guide in matters of selec- 
tion, due account of this factor must, 
therefore, be taken and the same re- 
marks apply to the published experi- 


The underwriting official cannot work 
in the hope that he will have good luck 
class. To use a 
popular expression, you can’t beat the 


something founded on chance but on the 
very fundamentals of human existence. 
Some companies have, at various times 
endeavored by very 
certain types of impaired risks. The 
common experience has been, however, 


tion, examination is first of all made 


cant and with this is allied his family 
history because, while the physical con- 


what is likely to be his future medical 


Among all the many transactions that 


there are probably 





none that give rise to so much discus- 
sion as the question of the acceptance 
of risks. The field representative, hav- 
ing spent considerable time and energy 
in obtaining the application is naturally 
at least disappointed when his hard- 
earned application is declined. The par- 
ticular case on which he has been 
unfortunate is apt to assume an im- 
portance out of all proportion to its 
place in the year’s work, and much 
time is spent endeavoring ito have the 
home office reconsider its decision or to 
obtain further particulars. Such efforts 
on the part of the agent are certainly 
to be commended as long as they are 
confined to legitimate investigation 
where certain facts or features of the 
case may still remain a matter of doubt 
and with all such honest endeavor to 
place good business on the books the 
home office is in hearty accord. The 
agent should remember, however, that 
no case is declined, in any properly 
managed home office, without a very 
great deal of consideration having been 
given to the matter. The home office 
thoroughly appreciates what it means 
to an individual to have his application 
declined. The home office is every bit 
as anxious as the agent to place that 
business on the books if it can be done 


resented by applications for $10,000 or | but there are of course applications that 


unfortunately cannot be considered for 
life insurance on any terms except by 
those companies which specialize in 
sub-standard business and even in such 
companies there will still arise cases 
impossible of acceptance on any terms 
i\that would maintain equity with the 
other policyholders of the company. 
Should Be Loyal to Company 
The point of view of the agent should 
always be one of loyalty to his own 
company and to its decisions even 
though these decisions may not appear 
In the home of- 
fices are gathered together bodies of 
men who, in view of the success with 


surance institutions of the country, can 


edge of the business. The very first 
thought of these men is to help you to 
put on the books all the good business 
you pessibly can. 

Remember that what is bad business 
for the company is bad business for the 
agent and the agent cannot afford, any 
more than the company, to have infe- 
rior business put into effect. 

A great many questions as to the in- 
surability of certain lives must for some 
time to come remain matters of opinion 
and if your medical director does not 
believe that your company should take 
a certain type of risk then you simply 
must avoid such risks or pass them 
along where they will be accepted. The 
company is behind you all the time. It 
wants to see you succeed and will do 
everything in its power towards that 
end. It asks in return your loyalty to 


Qno other factor is of interest in the institution and to the ideals which 
dealing with this borderline group and 
that is the tendency of the worst lives 
of the group to take the proposition 
offered to them by the company. The 
better lives of such groups are more 
likely to consider that the particular 
plan offered in lieu of that applied for 
is a limitation that they do not de- 
serve, while the poorer lives of the 
group are glad to take what they can 
therefore, is that 
in any group of sub-standard lives, 
those who take what is offered to them 
are, of their own class, the least desir- 


have carried it along successfully for so 
many years. 








Will Be Held at the Home 
Office 





14-15. -Eugene O. Burget, 


t| theatre party and dinner. 


gram is as follows: 

Thursday, August 14 
Rell Call... City TAGGAL ..«6 . 6.6668 2 
f Welcome Address, President A. < 


Introduction, W. A. Irwin. 

Round Table Talks. 

_ | Baseball Game—T. P. A. Park....5 P.M. 
Captains, H. C. Helms, Claude "Alleger. 

Dinner—Coulter House 7 P.M. 


Friday, August 15 
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Address “Constructive Methods”.10 A. M. 
Barney Pearson 


Frank J. Haight 


tion. 





Address, “The Successful Agent’. 4 P.M. 
Barney Pearson 
d | Business Meeting. 
il |. Sa ees pane ee tee ee ae 8 P.M 


PEOPLES LIFE MEN MUSTER 
Annual Gathering of the Field Forces 


The annual meeting of the agents of 
the Peoples Life of Frankfort, Ind., 
will be held at the home office, Aug. 
secretary 
of the company has prepared the pro- 
gram. While the men are being enter- 
tained, provision will be made for the 
ladies in the way of automobile rides, 
The pro- 
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SELLS INSURANCE ON 
PSYCHOLOGICAL BASIS 


(CONTINUED FROM PAGE 3) 


where I am with my man, and I know 
I am always driving him ahead of me. 


Same Opener for Every Sale 


Here is the generalized opener I use 
with every sale. I never make a sale 
without using this opener. At the very 
first I use one of the strongest laws for 
influencing a mind to act as I want it 
to act. Before the human mind com- 
mands the body to do anything, to per- 
form any act, it first projects that action 
in imagination. That is, the mind must 
see the necessary steps before it can 
perform any action other than an in- 
stinctive or involuntary action. The mind 
and body might be compared to a great 
caterpillar tractor, with wheels running 
over those revolving tracks. <A cater- 
pillar tractor is always running on its 
own track, which it is always laying in 
front of itself. It lays its track as it 
goes. Just so with the mind. We can 
not perform any act unless we know 
exactly what act is to be performed. We 
may not know the result of the act, but 
we have to know the steps for perform- 
ing the act. Any man, or salesman, who 
is trying to prevail upon a man to do 
anything should carefully and fully ex- 
plain how his proposed action is per- 
formed. He should try to project the 
thought in the man’s imagination. He 
should lay the track for the man’s mind. 


Lays Out Applications First 


Because of the great influence this law 
has over our actions, I use it the very 
first in opening. This law influences men 
to act, so I use it to the limit. You may 
think this is a very strange opener. I 
lay the applications out in front of the 
man, or a whole block of applications 
if I am in my office. I do this before 
I say a word. I lay it out in front of 
him and tell him how he would fill it 
out and sign it. I make his mind go 
over the course it must take to secure a 
policy. I make him see himself filling 
out the application, and he is lost almost 
before I say a word about the value of 
life insurance. Here is the way I get 
the man up to the point where I can run 
his mind over the track it must follow 
to take out a life insurance policy. We 
sit down and are ready to talk life in- 
surance. I say, “Now, Mr. Jones, you 
urdoubtedly know a great deal about the 
economic functions of life insurance.” 
(You know every man thinks he knows 
a great deal about life insurance.) “But 
let us presuppose that you know nothing 
about life insurance, Let us start at 
the very beginning.” (I use that little 
preamble to get him down to the point 
where I can run through the application 
with him.) “Here is an application for 
« medical examination in the Northwest- 
ern Mutual Life Insurance Company.” (I 
always call them applications for medi- 
cal examinations. A man signs an ap- 
plication for a medical examination a 
great deal quicker than he does an ap- 
plication for life insurance.) 


Gets Man’s Full Name 


Now I say, “Let us suppose that you 
give me your three full names here on 
this line.’ (He usually gives me his full 
name.) Then I go right on, and I say, 
“And you certify here that you live at 
so and so?” (I always say “certify” to 
this.) “You certify that you live at so- 
and-so, to show that you are an Ameri- 
can citizen.” (I don’t actually write this 
information. I just run over the appli- 
cation in a perfectly inoffensive way, so 
as to visualize to him, unconsciously, the 
making out of that application.) “And 
you name right here the person that you 
would want to be your beneficiary if you 
took this policy. You would probably 
want your wife, wouldn’t you; or would 
you want that little girl of yours?” (He 
will probably tell you.) “What is your 
occupation or employment? We want to 
know; want you to certify that you are 
not in any hazardous occupation before 
we consider you for insurance.” (You 
see what I am doing: I am making his 
mind go right through that application. 
I am not filling in the application—just 
running through it.) “And here you give 
the place of your birth. You certify 
that you were born in this country. And 
you certify that you have never been 
rejected by any other company.” (And 
I follow him right through. He becomes 
interested; he will pull up and look at 
the application every time.) 


Make Him See Himself Signing 
Now I say, ‘We will say you have 


certified to this data by writing your 
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three full names.” Now I am not one 
of these salesmen that is afraid to ap- 
proach the subject of signing the appli- 
cation, and kind of ooze up to it in the 
last minute of the sale. That is wrong. 
Hit it right off the bat. He has got to 
sign something if he is going to take a 
policy, so hit it right at first. Make him 
see himself signing an application, and 
the psychological chances are that he 
will sign it. 

Then I go right on making him see 
the rest of the process that is gone 
through to secure a policy. “We will sup- 
pose that I filled in this receipt, and gave 
it to you; that puts your insurance in 
fcrce immediately. Then you go down 
with me to the second floor of this build- 
ing to see our examining physician, Dr. 
c. S. Sheldon.” (Then I make him see 
himself going to that doctor. I talk 
about the doctor, a fine white-haired old 
man who will examine him in about 
twenty minutes. You will probably 
think this is an odd way to start a sale 
for life insurance—but it sells it. I 
make him see himself at the doctor’s.) 
I say, “Have you ever had your blood 
pressure taken, or have you ever had an 
insurance examination?” “Yes, I’ve had 
one.” “Well, have you had your blood 
pressure taken since they have adopted 
that new process with the sphygmoman- 
ometer?” (That pretty near sells it 
right there, that one word. I try to 
project the man’s imagination so that 
he sees himself going to the doctor.) 


Visualize Receipt of Policy 


Then I say, “And let us suppose this 
data is all right, the doctor says you 
are a superlative risk, and let us sup- 
pose that he sends this data in to the 
company. There our examiners go over 
it again and decide that they will let 
you join our company. “And they send 
me back a great folded sheet of paper 
with the name John Henry Jones $5,000, 
written across it.” “And I put that great 
folded piece of paper in your hands and 
say, ‘there is a life insurance policy.’ 
What do you think you would have 
hought? Would you have bought any- 
thing? You wouldn’t buy it, would you, 
if you didn’t know it was going to con- 
fer a benefit upon yourself? What have 
you when you have that life insurance 
policy?” 

That is the end of my opening. 

That is the automatic opener. It will 
work. Telling a man “how” is no reason 
for his taking insurance, but it makes 
him take it. It is in accord with a 
psychological law. Project the action in 
imagination and the action tends to fol- 
low—an absolute law. 


Don’t Argue With Prospect 


Now at the termination of this general- 
ized opener, notice where I am. I Say, 
“What do you think you have?” Prob- 
ably he will give a couple of trite lines 
about life insurance. It doesn’t make 
any difference what he says. Pitch right 
in yourself and tell him what he has. 

We don’t want to argue with him and 
prove that to take the policy is the most 
logical thing a man in his circumstances 
can. Here is the trouble with most sales- 
men. They know the other side of their 
Proposition. They meet objections every 
day in life insurance. They absolutely 
know the objections to life insurance, 
better than the men to whom they are 
talking. They will start an argument 
with the prospect on the assumption that 
he is going to bring up those objections, 
and they start to hit them right off the 
bat. They indirectly suggest to him 
all the reasons why he should not take 
the policy. Do you catch my point? 


Go After His Emotions 


Here is a most important thing to do 
as you tell him about the contract. Go 
after his feelings; go arter his emotions. 
Men respond to their feelings, not to 
their heads. We like to think we act 
according to logic, intellect, reasoning, 
but we don’t. We act, or rather re-act 
to our feelings. Life insurance is not 
bought because the prospect is clearly 
shown the actuarial computations in the 
contract, or because it is economically 
correct for him to put 10 percent of his 
income in life insurance. Throw away 
your technical talk. Make only such ex- 
positions of the subject as you will call 
out the great human emotions. Play up 
the pride in being the possessor of a 
large contract. Go after the love the 
man bears his family. Talk about him 
giving the policy to his wife, not about 
how dividends are calculated, and go 
after his own feelings of personal gain 
and sense of possession. Make him see 
himself getting his money back. I tell 
you most of us are fundamentally selfish. 
I don’t care whether you are talking to 


policy, or to a wealthy man on a $100,000 
policy. A man likes protection, but he 
likes it better if it is thrown in on a 
proposition where he has got an oppor- 
tunity to get his money back, if he 
wants it. Also play up the fear of 
death. Make a list of the dominant 
human feelings that can be affected by 
life insurance—and life insurance more 
than anything else in the world catches 
them all—and write them out and shape 
talks about them, and use them, and 
nothing else. Your prospect will think 
you are the most interesting man he 
ever listened to, if you keep off abstrac- 
tions, and give him specific facts to play 
on his feelings. 


Sense of Possession Strong 


Humans have a strong sense of pos- 
session. It is necessary for humans to 
have possession of certain commodities, 
and the possession of different things 
with us is almost an instinct. Haven’t 
every one of you seen something and 
started to want it without even knowing 
what you would do with it after you had 
bought it? We all know how women, 
who respond more easily to their feelings 
than men, respond to this longing for 
possession and buy everything they see 
on the bargain counters as long as their 
money lasts. This feeling has tremen- 
dous pull on the human actions. 


Has Sample Policy Ready 


But how can the life insurance agent 
use this law? He hasn’t any definite phy- 
sical commodity that the prospect can 
see and want, just because he sees it. 
All he has is benefits, privileges, services. 
I was almost stumped at first on this 
law, but as I worked over my canvasses 
I got it, and I found it was the easiest 
thing in the world. Here is how you can 
do it. You know how easy it is to de- 
liver the second policy we issue. You 
know the man says he wants five, and 
we come back with two fives. That 
second policy is easy to deliver because 
you have definite, physical policy there 
for him to take. Now reverse this, and 
have a definite, physical policy to start 
with. I always want a sample policy 
made out. I have them made out, cash 
reserves and everything, and underline 
his name with red ink, and put it in a 
folder, I don’t call it a sample policy. 
I wish that name sample didn’t have to 
be on them. I call it “the policy.” I 
say, “Buy that policy.” As I play on his 
feelings, I keep telling him all those 
benefits are “here in your policy.” I make 
it a definite physical commodity just as 
much as I can. That is psychologically 
correct. 


Talks of “Your Policy” 


I hand him the sample policy, putting 
it right in his hands. Then as I talk 
I let him hold it, and I keep referring 
to “your policy.” Try that. It will re- 
lieve the difficulty of selling life insur- 
ance more than anything else you can 
do. As I talk about the functions of the 
policy, his policy, that sheet of paper 
begins to feel like he owned it. I also 
use a check to make his feeling of a 
definite, concrete commodity even more 
strong. When I talk about protection I 
reach in my pocket, or reach in my desk, 
and I pull out a check book, and I write 
out a big check in red ink for $5,000, 
payable to John Henry Jones, and I sign 
it X-Y-Z, and I put it right in his hands, 
and I say, “There, that check belongs 
to your wife if you trip and fall under 
the front trucks of a street car.” Let 
him hold that check and look at it. If 
I am talking about an endowment, I 
write out a check for $5,000, sign it 
X-Y-Z, date it twenty years from today, 
or whenever the endowment is due, and 
I reach right across the desk and put it 
in his hands and I say, “There is a check 
with which you can start in business.” 
Or if he is an older man, “There is a 
check for you to travel in Europe with 
for two years, and assimilate culture.” 
Let him hold that policy and those two 
checks and I tell you his mouth gets to 
watering for that policy. 


Psychology of the Close 


What has psychology to tell us about 
this last and all important part of the 
sale, the close? The mind of our pros- 
pect has been deliberating the thing that 
we proposed, Very, very few men have 
the power to deliberate to any degree, 
and, if subtle, continuous suggestion is 
used, man practically loses the power to 
deliberate. Furthermore, we have in- 
creased our chances of having his de- 
liberation favor us because we have 
never said a word about the other side 
of the case. Never mention the other 
side of the case. 











WANTED—to get in touch with men capable 
of developing General Agencies in north and north- 
western States. 


Our proposition to men of character and ability 


is worth 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President. 


looking into. 





Home Office: Saint Louis, Missouri 

















1867 


1919 





EQUITABLE | LIFE OFIOWA 


Announces New Policy Forms 
INCORPORATING: 


Increased Total Disability Benefits 


Other 


Double Indemnity Benefits 
and 
Increased Benefits and Privileges 
Low Net Cost and Best Service to Policyholders 


For Agency Connections, Address HOME OFFICE, DES MOINES 











Or 
LIFE INSURANCE COMPANY OF VIRGINIA 
OLDEST—LARGEST_STRONGEST 


y 
Issues the most liberal forms of Ordinary Policies 
Industrial Policies from $12.50 to $1,000.00 
[COO CECE TE Te er enr TT eee er errr 2S 


RMN die odd wanna cca dadcdwasedascaeducéeccuadesscdcecacawas 
Capital and Surplus..............sscsceeeeeececeeeesseeeeeeeees 


1871 
Richmond, Virginia 
Southern Life Insurance Compan 


from $1,000.00 to $50,000.00 and 


Condition on December 31, 1918: 





16,626,824.78 
1,736,037.97 


NORM MMSR ORTON MONO Oe oss eau dodcwadsscsecssenduacddecnsaadecdcues 149,170,320.00 


Payments to 


DGG QHOENG eis discs xanscsncgsdscdnascexssccac) QataOee 


Total Payments to Policyholders since Organization..........$21,988,834.83 


JOHN G. WALKER, President 














THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now m 


Our Life omnes Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE 


Reliance Life Insurance Company of Pittsburgh F*2%3,3:"* Pittsburgh, Pa, 


AND WE WILL TELL YOU MORE ABOUT OURSELVES 








“SAFE AS A GOVERNMENT BOND’ 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT 2° MONTHLY INCOME INSURANCE. 





LATEST POLICIES AND AGENCY CONTRACT #atC82.\HE5 
Openings OHIO, IND., KY.. MICH. and W.VA Write Columbus 








Now the close is when he has deliber- 





a young boy 19 years old on a $1,000 


ated and we think we see that his mind 


— 


ECRET OF OUR 
One SUCCESS IS 
Sec VICE 


We have a contract for you under which your 
income will be limited only by your activities. 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY maticis 


Cash Capital $200,000.00 | V. D, CLIFF, President 
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favors our proposition. Whenever you 
















“The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 
modern life insurance. The “contribution plan” of surplus dis- 
tribution, used almost universally by American companies. The 
Continuous Instalment policy, the basic form of all Life Income 
contracts. 


‘Mutual Life’’—known in every household. Unexcelled 
policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York City 











of deciding. The recipe for a close is 


close. Never again arouse his delibera- 














































MORE POWER TO YOU 


The more push there is behind 
you the more power you have. We 
furnish the push. This push is the 
help we give our men. No other life 


insurance company does as much 
to insure the success of its Field 
Force. Ask any Bankers Life man 


or write 


Bankers Life Company 
DES MOINES 




















Columbia Lite 


[nsurance Company, C™GNNATI 





We are all proud of Columbia these days. It is 
a name on every tongue. It stands for liberty, de- 
mocracy, om from military dictatorship. 

The name, COLUMBIA LIFE OF OHIO, also 
has come to mean justice, liberality, honesty and 
high-mindedness in life insurance operations. When 
you think of this company you think of equity to 
agents and policyholders. 

The Columbia Life has back of it a strongly but- 
tressed board of directors, who are seeing to it that 
the company is given every chance to develop. Its 
officers are men of wide insurance experience. 

It offers as policies, contracts well ballasted, that 
give every possible benefit consistent with safety. 


S. M, CROSS, President and General Manager 























see this, you should close immediately. 
In the close relieve him of the necessity 


this—do his deciding, and do his thinking 
for him. 
And here is what not to do in the 


tion. Never against get his mind to 
ask “why,” simply tell him “how.” Here 
is the reason more salesmen lose a sale 
than from any other cause. They see 
they have their man and they begin to 
close. He comes harder than they 
thought; so they throw in another good 
strong point why he should take the 
policy. They see they about have him, 
and they think one more good strong 
point will put it across. They shoot him 
another good point, and in doing so they 
absolutely make it harder for that man 
to take the policy. He has to deliberate 
that additional point. 

When you have him coming never make 
his mind deliberate again. You make it 
hard for him to close when you make him 
deliberate again. Even if during the 
canvas you have forgotten your very 
strongest point, don’t use it in the close. 
It won’t help and will only hurt. 


Get Medical Application First 


First I get the application for a medi- 
cal examination. I say, ‘““‘We have talked 
this over as long as it is necessary now. 
I'll just run through this application for 
a medical examination again and fill it 
out. You can’t help but see what the 
possession of this policy here means to 
you, but I don’t want you to decide now. 
Just make this application for a medical 
examination. Just see our doctor so I 
can let you take the policy to go over 
yourself. I don’t want you to decide to 
take the policy now. I just want you 
to take an examination.” 

Then I fight for the examination. Then 
when the application is signed, if I can 
get him to take the examination, I make 
the second close. I have made it easy 
for him to take the examination. There 
was no decision there. Then I say, “Now 
you are in good faith interested in this 
policy, aren’t you? You see the value 
of this insurance?” And he will say 
“Yes.” “Well,” I say, “I was afraid I 
might have influenced you a little bit too 
much. Now, since you are taking the 
examination, I believe that what you 
should do, and the best thing’ you can 
do is to clean the whole thing up and 
put it in force now.” And then I show 
him how I can put it in force; how I 
can give him the binding receipt if he 
‘will give me a check. Then I push him 
a little bit more and it is all over. 


Believes in Scientific Method 


I believe in this scientific way of in- 
fluencing people, because I know it to 
ibe solid science, and I know it has al- 
lowed me to sell a great amount of life 
insurance. Furthermore the business I 
kave written and that my friends have 
written by this method has a small lapse 
ratio, the lapse ratio on $1,000,000 of 
my business being less than the average 
lapse ratio of the Northwestern Mutual 
‘Life. I want to close with this simple 
warning. Do not think it is hard to use 
psychology in making your sales. 
Psychology is simply scientific human 
nature. It is equally effective with the 
youth of 18 and the old man of 60. Don’t 
think it is hard to use this science. It 
is the only place a salesman can turn to 
scientifically, not accidentally, build a 
forcible sale. Try it and see if you can 
net beat all your sales records. 








NEWS OF COMPANIES 




















Reliance Life—Its paid for business 
the first six months was $19,458,343, gain 
$6,228,587. Its paid for business in June 
was $4,111,151, gain over June of Jast 
year $645,251. It now has insurance 
in force $15,582,352. 


* *K * 

Pacific Mutual Life—Its new business 
the first six months amount to $32,812,- 
078 as compared with $17,533,170 for a 
similar period last year. Insurance 
gained net the first six months amounted 
to $25,763,054. 

* * 

Farmers & Traders Life, Syracuse, N. 
Y.—Its paid business the first six months 
of this year was $1,330,500 as compared 
with $884,000 the first six months of last 


$5,560,250. 
* * * 
Central Life, Fort Seott, Kan.—The 


policy with the double indemnity feature 


incorporated. The Central Life is mak- |: 


iy in Kansas and is showing increases all 
‘along the lines. While some surplus was 
lost in 1918 during the influenza epidemic, 
the company has at the present time to 
its credit a surplus slightly in excess of 
$100,000. The company will write about 
$2,500,000 of new business this year. 
* * = 


Manhattan Mutual Life, Manhattan, 
Kans.—This company which commenced 
writing business about a year ago, is 
making a steady, healthy growth. It has 
not reached the $1,000,000 mark in paid 
for business. H. M. Leonard, president 
of the company, is:an experienced life 
insurance man, who believes in develop- 
ing the territory close to the home office 
first, before entering more distant fields. 
Practically all of the business the Man- 
hattan Mutual has written is located in 
the counties adjacent to Topeka. J. J. 
Donelan, agency director of the company, 
is gathering some good men around him 
and by the first of the year will be ina 
position to start off 1919 with a rush. 








LOCAL ASSOCIATIONS 




















Milwaukee, Wis.—The Milwaukee Asso- 
ciation is preparing to resume its regular 
meetings and organization work after a 
vacation of two months. According to 
Secretary George F. Knoernschild, of the 
Prudential, the next regular noon lunch- 
eon and round table meeting will be held 
Saturday, Sept. 20, unless plans are 
changed by unforeseen developments. Be- 
fore labor was called off in June, the 
association tentatively decided to meet 
on Saturday instead of Friday noon, be- 
cause the week-end is a more convenient 
time for many members whose duties 
keep them away from Milwaukee through 
‘the week. The speakers’ committee, of 
which Maj. R. W. Corbett of the Old Line 
Life is chairman, is in communication 
with a number of men of national repu- 
tation to build up a strong program for 
the 1919-1920 season. 








WANTED 


Field Supervisor 


A wonderful oppor- 
tunity with a giant 
‘company in the 
Cleveland district. 
Liberal salary, travel- 
ing expenses, also 
commissions on per- | 
sonal business. 








Mail experience and reference to 


Box A, 314 Hippodrome 
Building, Cleveland, Ohio 














Agency Openings in 
SOUTH DAKOTA 


OUR POLICIES SELL 
WHEN OTHERS WILL NOT 


RATES PER $1,000 
Age 40........ $16.00 Age 45........ $17.50 


NATIONAL LIFE 
ASSOCIATION 
Des Moines, Ia. 














GOOD MAN WANTED 
Field Supervisor of producing ability to 
work with banker agents in agricultural 
communities in Minnesota. Salary and ex: 
penses. Security Life Insurance Company, 
Endicott Building, St. Paul, Minn. 








year. Its insurance in force July 1 was IN SURANCE STOCKS 


BOUGHT AND SOLD 


otations Furnis 


Qu hed 
company has recently issued a new SMITH - MARTIN COMPANY 


208 So. La Salle St. Harrison 4050 
CHI 


‘CAGO 














ing a good record. It operates extensive- 
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UNDERWRITERS CALL 
PROGRAM “BEST EVER” 


(CONTINUED FROM PAGE 3) 


Crowl’s first two years in the life in- 
surance business, he wrote consider- 
ably over $1,000,000 in new business, 
on which the lapse ratio has proved 
much lower than the average, all prov- 
ing the correctness of Mr. Crowl’s 
psychology in its practical application 
to insurance salesmanship. Mr. Crowl’s 
subject was “The Automatic Canvass.” 


“Man: the Instrument” 


Stewart Anderson of New York, edi- 
tor of “Points,” read an eloquent pa- 
per on “The Instrument,” opening with 
a beautiful eulogy of Duluth. 

J. Walker Godwin, president of the 
Minneapolis Life Underwriters Asso- 
ciation, presided at the Thursday after- 
noon meeting in the unavoidable ab- 
sence of the scheduled chairman, B. N. 
Waller of Des Moines. 

“Getting Business, Company Serv- 
ice to the Individual Agent” was the 
subject of an eloquent address by 
George B. Peak, president of the Cen- 
tral Life of Des Moines. He declared 
that service is the keynote of successful 
operation and the test of a company 
is its service rendered policyholders. 

“The morale of the agency force is in- 
dispensable,” he said. “From the com- 
pany office should come a stream of in- 
spiration and aid to set the agency force 
on fire with enthusiasm. Generate en- 
thusiasm from the home office and it will 
rebound and bring delight to toil. Let 
the company build its men, and the men 
will build the company.” 


“Selection of Prospects” 


“Selection of Prospects and Methods 
of Finding Them” was the subject of an 
informal discussion by George Wilson of 
Duluth, general agent of the State Mu- 
tual Life. Some ten years ago he gave 
up his former business as the result of a 
rhysical breakdown, he explained, and 
continuing, said: 

“In my ignorance in seeking something 
light and easy, I selected life insurance, 
showing that ‘fools rush in where angels 
fear to tread.’ With a bunch of applica- 
tion blanks in one pocket and a rate 
book in another, I launched out. With- 
out training or help, I paid for $250,000 
business my first year. 

“What I lack in knowledge, I try to 
make up in ‘stick-to-itiveness.’ I first 
made a list of my friends, went out, and 
the first day wrote a 20-pay $5,000 policy. 
Now, I find out all I can about a pros- 
pect before I call on him, his income, and 
surrounding conditions. I feel I was to 
blame in my early years in not doing 
this and going after more business. I 
call on at least one new prospect daily. 


Work Close to Home 


“My advice is, look more after your 
prospects close to home. Most of my 
personal business is written within a 
radius of six blocks of my office. Keep 
in touch with your old policyholders. 
They can help you. Keep hustling, for 
life insurance is no business for a dead 
one. If I find I have picked a ‘dead’ 
os I want a funeral of his job right 
om. 

“Earnestness and enthusiasm are es- 
sential. No two men may work alike, 
but examples of successful men stir 
agents to their own initiative and best 
individual powers of salesmanship. You 
may listen to a dozen orators, but no two 
will make the same impression. The 
man who will impress you the most is 
the one in dead earnest. That’s where 
we get down to brass tacks and with sin- 
cerity, each man will develop his own 
best methods of underwriting. My con- 
tention is, the man who cannot do this 


should at once get into some other line of 
business. 


Insurance Sold on Enthusiasm 


“Life insurance is sold on enthusiasm. 
Without it no agent can get far. Too 
much value is sometimes placed upon 
technical knowledge, which is all well 
enough in its place, but enthusiasm gets 
the signatures. A man may have hon- 
esty, health, ability, sincerity, but with- 
out enthusiasm he is lost. Enthusiasm 
is that quality which makes a man boil 
over in his business. So let us become 
enthusiastic about the grand old com- 
panies which as knights of the rate book 
we represent.” 


Frank M. Flory of Minneapolis, gen- 








AGENCY MANAGER for Indiana and Michigan—one who has a 
record as a personal producer and has had success in getting Agents 
to write business. All of our policies are unrestricted. Complete 
line to work with. Combination Accident and Health Policy for 
Business and Professional Men, $5,000—$25.00—$25.00, costing 
$9.00 quarterly. No better policy issued anywhere. Monthly 
payment department equipped to handle big volume. Direct Home 
Office connection to right party. For particulars address 


soutH BEND INCOME GUARANTY COMPANY 


Wanted 





INDIANA 

















Indiana National Life Insurance Co. 
INDIANAPOLIS | 
Authorized Capital, $1,000,000.00 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 
contracts are liberal and modern, having many Our Home Office is heietd our agents are pleased wit 
pad wy t appeal to agents and prospects. the treatment accorded them. 
WE PAY OUR AGENTS WELL WHO DESERVE WELL { 


For Territory and Agency Contracts Address C. D: RENICK, President 














FIRST RURAL OLD LINE COMPANY 


Low participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE COMPANY OF AMERICA 


FRANCIS F. McGINNIS, President, General Counsel and Founder 


We are writing at the rate of over three millions a year and have a particularly attractive prop- 
osition for men with clean records who can deliver the goods—as General, State or District Agents. 
WILLARD E. KING, Vice President and Manager of Agencies FRANKLIN A. BENSON, Secretary and Superintendent of Agents 
Home Office: BAY CITY, MICHIGAN 























Standard Life Insurance Company| 


HOME OFFICE, DECATUR, ILLINOIS 


All we ask is an opportunity to show to Address the Company at once for agency con- 
the up-to-date Agent either part time or ‘@t = Procyon onttine’ — allowance 
whole time that we have the best proposi- , Company operates in Mikeons Iowa, Illinois 
tion and opportunities for his future success. Nebraska, Kansas, Oklahoma, Missouri and Indiana 


Approximately $35,000,000 insurance in force. 














“ THOMAS J OWENS, President DR. ALBERT SEATON, Vice-President and Medical Director CLAUDE T. TUCK, Secretary 


CENTURY LIFE INSURANCE CO., oissnetnatins 


Capital, $200,000 NO ORGANIZATION EXPENSE Surplus, $100,000 
All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de 
of Indiana who believe in the ability of the management to partments of life insurance work. 
FF) sreallife insurance company. 
= offer agente experienced management, superior policy contracts, 
territory, progressive field and home office methods and an 
old-fashioned general agency contract that means meney. 
Mf yeu want to be affiliated with an institution that has real red blood im its ves the elements of growth and permanency— 


Tell us where you want to work 











19,712 LEADS 


pn ey Bi oun O tO 
dhocesalh cheur dveneall This is agency 


The Minnesota Mutual Life 
INSURANCE COMPANY are tees 


E. W. RANDALL, President T. A. PHILLIPS, S tary-Actuary more business than at any time im our history. 


We have just entered The Fidelity operates in 40 states, Full level net 


THE STATE OF KANSAS ee en a 


We are looking for one or two capable General Agents A FEW AGENCY OPENINGS POR THE RIGHT MEN 


A REAL OPPORTUNITY THE FIDELITY MUTUAL LIFE 


For Particulars Address 
E. S. ALBRITTON, Supt. of Agencies, Saint Paul, Minnesota | | "GANS" Smee reneu Preians 
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A Record of Thirty Years of Progress— 


Ten-Year Periods 


Assets Insurance in Force Income Policies Issuca 
Dec. 31—1888.... $ 104,307 $ 889,073 1889-1898...... $ 2,128,182 $460,386 
1898.... 321,505 9392, 1899-1908...... 12,088,346 1,169,329 
908.... 3,621,170 43,443,633 1909-1918...... 35,887,982 2,199,357 


1908. 
1918.... 15,758,2 145,055,484 


the WESTERN and SOUTHERN 


Life Insurance Company 


W. J. WILLIAMS, President CINCINNATI 
Organized February 23rd, 1888 





Attractive Opportunities 


Open to Agents in Ohio, Indiana, Kentucky, West Virginia, 
Western Pennsylvania and Michigan 








A Wider Field —An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up to $3.000, to 
young men and young women as young as age 2—protective insurance and Edu- 
cational and Business Start Endowment Insurance. This extension of the age 
limit for Ordinary Insurance down to age 2 helps our Agents considerably, and 
we have other advantages that ‘“o" more. Weprovide banking facilities for 
our Agents in the rural districts, e issue Participating and Non-Participating 
Policies. As regards adults, we write contracts with Double Indemnity provi- 
sions covering any kind of fatal accident, or with Double Indemnity provisions 
covering fatal travel accident only, as may by desired. We issue policies with 
waiver of Premium and Disability Annuity or Instalment Payment features. 
We insure males and females at the same rates. If you cannot make a full time 
contract with us we will let you write our insurance for chil as a side line, as 
long as your Company does not object. Some are writing as much as $10,000 a 
month of this insurance for us as a side line. 


OLD COLONY LIFE INSURANCE COMPANY, 
CHICAGO, ILLINOIS 











W /AN l | ED: SUPERVISOR of. Agents 

¢ for the State of Oklahoma. 
Must be acquainted with the territory and have had experience in securing and 
trainin new agents. Salary and expenses. Address: 


J. FRANK MONTGOMERY, Agency Manager 


American National Insurance Company 
GALVESTON, TEXAS 








State Mutual Life Assurance Company 
OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 


1919—SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 years—far longer than the average life—the STATE MUTUAL has 
furnished unsurpassed caomye we and service. 
Additions are made to our agency force when the right men are found. 
STEPHEN IRELAND D. W. CARTER 
Superintendent of Agencies Secretary 





B. H. WRIGHT 
President 











O_O Very Few Life Insurance Men Make Good Without oe 


Day ab al Sey le 


The Systematic Salesmanship Outfit will provide 
you with a good system. Write THE NATIONAL 
UNDERWRITER, 1363 Insurance Exchange, 
o Chicago, for particulars. oo 


o=——— 
o— 

















Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 





eral agent of the Provident Life & Trust 
Company, spoke on “Good and Bad Meth- 
ods of Approach.” Be a gentleman all 
the time, he advised. Don’t talk too big. 
The Platte river at its mouth is a mile 
wide and only ten inches deep. The 
verbose agent is similar. 


“Individual and Agency Advertising” 


A. C. Larson of Madison, Wis., read a 
paper on “Individual and Agency Adver- 
tising; Does Publicity Get Business?” He 
said the insurance companies have not 
advertised life insurance as a product, 
have not brought forth the supreme 
value of the life insurance principle. 
They have rather advertised merely their 
individual strength as companies. Suc- 
cessful advertising is a continuous per- 
formance which talks to many while you 
talk to but one. The companies should 
step forward and let advertising help 
reap the harvest that in this day should 
be theirs. 


Selection of Risks 


“Some Remarks on the Selection of 
Risks” was the title of an able paper by 
Alexander T. Maclean, assistant actuary 
of the Massachusetts Mutual Life of 
Springfield, Mass. He said that mortality 
in any group depends largely upon de- 
gree of selection made. Special investi- 
gation is now being made by actuaries 
of certain types of groups to be used as 
general guides in making a basis for 
accepting under certain conditions busi- 
ness now necessarily rejected. 
Overweights show heavy mortality 
where they run 20 percent over average. 
High blood pressure has proved an omen 
of bad business for the companies. A 
family history of two or more cases of 
heart trouble is found to produce a death 
rate over 100 percent of the expected. 
The mining industry presents a mortal- 
ity of from slightly over normal to 200 
percent above among the underground 
workers. Railroad yardmen have an ac- 
cidental death rate of three times normal. 
Mortality in large policies is much heavier 
than among holders of small policies. 


Business Ethics and Finances 


At the Friday morning session A. O. 
Eliason of St. Paul, vice-president of the 
National Life Underwriters’ Association, 
was in the chair. H. T. Miller of Min- 
neapolis was the first speaker, his subject 
being “Business Ethics and Association 
Finances.” 

Life associations have no uniform plan 
of financing their organizations, he said. 
A plan should be formulated and fol- 
lowed that is practical to put the major- 
ity on a better financial footing. He out- 
lined in detail the plan adopted by the 
Minneapolis association. He declared 
that agents should not only “think in in- 
terest,” but “think in ethics.” The Min- 
neapolis association’s code of ethics is 
not law, but it is stronger than law in 
that it is a gentleman’s agreement. Mr. 
Miller made a plea to further advance 
the legitimate earning capacity of the 
all-time agent by elimination of the part- 
timer—‘“the one-case broker, spotter, and 
plugger.” The part-timer, he contended, 
should be eliminated from every town of 
25,000 inhabitants or over. Mr. Miller 
concluded with ridicule for newspaper 
advertisements of certain companies 
which advised the people to buy of them 
so as to “keep their money at home.” 


Conklin Discusses Miller’s Address 

In discussing Mr. Miller’s paper, F. W. 
Conklin, secretary of the Provident Life 
of Bismarck, N. D., said that Mr. Miller’s 
reference to companies advertising for 
support of “home” companies possibly 
referred to his company. It is doing 
business in but the one state, North Da- 
kota, he said, yet has endeavored to be 
strictly ethical in all its practices. North 
Dakota is a good deal like the guinea 
pig—it is being used for experimentation. 
It has had a good many new forms of 
legislation, “but I believe in the north- 
western farmer,” said Mr. Conklin, ‘“‘and 
that eventually when he finds he is being 
led wrong, he will insist on turning back. 
Our agents’ delegation of fifty to this 
Congress are not only members of this 
organization, but also of their state and 
respective local associations, and for 
them first, last, and all the time.” 

Mr. Deming of Des Moines, in citing 
what organization among insurance men 
can do, said the insurance men of Iowa 
had caused the removal of their state 
commissioner this year. 

George W. Harrison of St. Paul, who 
has specialized with great success on 
business insurance, spoke on “Business 
Life Insurance,” declaring that the pos- 
Sibilities of business life insurance are 
unlimited and the opportunities it offers 
agents can hardly be calculated. 











In the unavoidable absence of Frank- 


lin Mann of Omaha, scheduled to speak 
en “Agency Organization,” W. J. Fisher, 
general agent for more than 30 years at 
St. Louis of the Northwestern Mutual 
Life, informally substituted. He asserted 
he was going away from Duluth, hoping 
to be able to use in his own business 
some of the valuable ideas elucidated at 
this Congress. It is said opportunity 
comes to each man but once, and for 
fear this is true, we should make the 
most of opportunity whenever it comes. 
As human instruments we should indi- 
vidually become more potential. 

“Do you each believe yourselves suffi- 
ciently in life insurance to put 15 to 16 
percent of your salaries into premiums?” 
he asked. ‘Last year the total income 
of the people of the United States wag 
about $50,000,000,000, yet their insurance 
premiums were but $1,000,000,000; pos- 
sibly $25 for every family head. What 
is the proper amount of life insurance 
€or each man to carry? If it should be 
16 percent of his income, it would raise 
life insurance in force to $250,000,000,000. 


Energy Should Be Capitalized 


“Human energy is more valuable than 
any mere property. It therefore should 
be capitalized; and to preach this doc- 
trine, to have it generally understood, 
is to have life insurance universally 
adopted. 

“The test of efficiency is in a man’s 
action. Cne agent in Wayne county, Mo., 
last year wrote $560,000 in the one 
county, an average of $200 per capita. 
This is efficiency. With general effi- 
ciency equaling this man, the limitations 
of underwriting would only be the capac- 
ity of the companies to absorb business. 
Let us work with a degree of enthusiasm 
that makes men accept. Surely a nation 
which a year ago spent $1,000,000,000 in 
insurance and $2,000,000,000 in booze can 
now double the amount of insurance in 
force. What an endless chain would thus 
be established for the betterment of hu- 
manity! Let men eliminate some of their 
extra pleasures for needful life insur- 
ance. Consider the matter of pleasure 
ears. The men who cannot afford both 
car and insurance should feel duty bound 
to go without the car.” 


J. K. Voshell Speaks 


President J. K. Voshell of the National 
association was introduced as the last 
speaker of the Friday morning session. 
He stated that he had come out here to 
study the Northwest Congress and its 
action. To say that he was pleased with 
it was but most mildly expressing it. 
He only hoped they would be as success- 
ful at the National association meeting 
at Pittsburgh in having agents take the 
‘live interest in the proceedings that they 
did in Duluth. 

“There are some forces in the life insur- 
ance business which should be put to- 
gether for the good of our business,” he 
said. ‘There has been’ a disposition on 
the part of a few men to criticise the 
companies, their officers and manage- 
ment. We’ve got to have a head man- 
agement for these great trust funds. It 
is a dangerous thing for our business for 
an agent to go before the public in criti- 
cism of the company he represents. If 
the people get the impression the com- 
pany you represent is not run on good 
business principles, you are walking on 
dangerous ground. The present public 
clamor for radical procedure would find 
our criticism of our own companies meat 
and food in the advocating of the taking 
over of our companies by the govern- 
ment. It is largely up to the agent to 
represent the company before the public. 


Against Part-Time Men 


“I am absolutely in favor of the Min- 
neapolis association’s action against part- 
time men. I am for the man who sells 
insurance, the agent, as against the gen- 
eral agent who sits in his office and 
deals through brokers. In New York the 
broker is a big factor, but with cities 
like Minneapolis taking the action they 
have, I believe the man with the rate 
book in his pocket is going to come into 
his own. 

“Now as to government insurance. We 
have been trying for a good many years 
to establish life insurance as a business 
institution. Warren M. Horner’s move- 
ment along this line was right, but he 
was ahead of his time. Now the govern- 
ment has established life insurance for 
all time, the individual amount at $10,000, 
and income insurance as the right prin- 
ciple. This action by the government 
has been the greatest cause of the influx 
of new business you are having today. 
It is teaching its lesson and will for 
years to come in an average of $50 each 
in government checks going monthly into 
60,000 homes.” 

Mr. Voshell spoke of the nation-wide 
“thrift week” campaign to be carried out 
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by the Y. M. C. A. next January, and ex- 
plained that one day was to be “Life In- 
surance Day”; that life insurance was 
to be advocated in newspapers, in thea- 
tres, churches and public meeting places 
generally throughout the land. In this 
the life men are asked to take charge, 
but in so doing they will not be asked to 
raise any expense money. Mr. Voshell 
strongly advocated one and all aiding in 
this work. 

He warned his hearers that when the 
lesson of government insurance fades 
“way and people begin to lose their pres- 
ent great interest, that unless the agents 
did something to advertise their busi- 
ness it would fall back in volume to 
where it was before the war. 

He did not expect the insurance com- 
panies to pay for such advertising, as 
the bulk of life insurance is written 
on the mutual plan. It therefore would 
not be well to ask policyholders to give 
up part of their dividends to invest in 
advertising to help agents write more 
business, perhaps for these same policy- 
holders. A fee of 10 to 20 cents from 
every agent for each $1,000 of business 
he writes would not be a burden to pay 
and would supply plenty of funds. 


Urges Activities in Politics 


Mr. Voshell stated he was not inter- 
ested in partisan politics, but did want 
the agents to go into civic politics to get 
the right kind of men to represent the 
agents as well as the biggest business in 
the land. At least one life man should 
be sent to every legislative session with 
a membership on the insurance commit- 
tee. The right kind of men are also 
needed on health boards to enforce 
proper health regulations, for it is the 
duty of life men to do all in their power 
to reduce mortality. 

The speaker concluded with a eulogy 
of the high type of men found in the 
life underwriting field, and appealed for 
“co-ordination in the field of usefulness 
in the insurance business that our people 
may be advised on all questions of na- 
tional policy, to think straight, be con- 
scrvative, and act wisely.” 


Ring Given to Shafer 


At the conclusion of the morning ses- 
sion, J. B. Ames of Kansas City, Mo., 
asked for the floor. In a few choice 
words he spoke of the great appreciation 
by the Duluth life men of the untiring 
efforts which had been put forth by 
President Shafer to make the Congress 
at Duluth the success it was, and in ap- 
preciation of his successful work they 
desired him to accept a ring as a lasting 
token of their thanks. The ring, a Ma- 
sonic signet ring, was then slipped on 
Mr. Shafer’s finger. He feelingly replied 
and expressed his thanks, amid loud ap- 
plause. 

Friday afternoon was devoted to an 
“Open Forum,” with J. E. Myers, mayor 
of Minneapolis, presiding. “Best Prep- 
aration and Equipment for Business” was 
the first subject considered. 


Training the New Agent 


F. M. Deming of Des Moines advised 
as the first step in training the new man 
to instruct him in what life insurance 
reality is and means, that he should join 
the local association and study to be- 
come thoroughly prepared for his work. 
When the new agent begins his outside 
work it is preferable to send an ex- 
perienced man with him. Where a new 
man after fair trial demonstrates he 
can’t make good in the business it is a 
mistake to lead him along for six months. 
Tell him in such event he should find 
some other line of employment. 

A. C. Larson asked to hear from H. T. 
Miller of Minneapolis, who in response 
stated that one of the most essential 
things in handling the new agent is to 
instill in his mind the possibilities of 
the business in the years to come and 
where he can land in this, the greatest 
business in the world. “I spend two or 
three hours with a new man and find it 
worth while. I want to make him be- 
lieve in the institution he proposes to 
represent. I rarely hire a man not rec- 
ommended by my own agents. Thus I 
generally have one or more of my ex- 
perienced men at once interested in the 
new applicant.” 


Thorough Education Advocated 


M. M. Studebaker of St. Paul advocated 
thorough education for the new man. He 
said, “Mr. Crowl had a course in sales- 
manship before he started. Training is 
of course essential, but with it must go 
theory. Preparedness is essential to suc- 
cess. There was a definite plan in the 
creation of man, and as we were given 
gray-matter in our heads, let us use it, 
and train ourselves. It is the thinking 
man who counts. Life insurance sales- 
manship is a thinking proposition.” 





W. J. Fischer has a chart in his office 
which serves to rivet attention of new 
men. It pictures the experience of 100 
men from age 35 to 65 years. Of these 
54 eventually become dependents, and 
only four attain competence. Mr. Flory 
recommended use of the Earl Manning 
(Boston) chart. 

G. W. Moore of Sioux Falls, S. D., em- 
phasized the importance of impressing 
on the new recruit that he must be opti- 
mistic. 

Obtaining New Prospects 


“The Best Methods of Obtaining New 
Prospects” was the second general topic 
considered. W. A. Schwartz of Bismarck 
said he had a great deal of success in 
getting new prospects by exciting the 
desire of farmers to acquire more land. 
F. M. Deming of Des Moines said that 
in studying the reports of 55 agents’ 
business over a period of four weeks, out 
of 191 applicants 133 had no other insur- 
ance, 33 only had fraternal, and but 58 
had other old line protection. This shows 
that 133, or a very large percentage of 
those newly insured, are all prospects in 
another year for additional insurance. 

Some discussion followed as to the ad- 
vantages or disadvantages of joint work 
by agents’ team-work. The consensus 
seemed to be that temporarily it might 
work for relief of each man for encour- 
agement, but that for a steady thing it 
was not satisfactory and frequently cre- 
ated undesirable friction relative to the 
division of commissions. 


Political Dangers Discussed 


Before concluding the general discus- 
sion E. A. Sherman of Minneapolis, execu- 
tive secretary of the Minnesota Insur- 
ance Federation, appealed for the co- 
operation of the life men in the work 
of the federation in combating the 
threatened onward march of state insur- 
ance. He reminded them that at the last 
Minnesota legislative session bills were 
introduced by radicals for every form 
ef insurance underwriting by the state 
en monopolistic plan. At the recent Min- 
nesota Federation of Labor meeting at 
New Ulm there was organized the Work- 
ing People’s Political League, catering 
tu the extremists’ vote and having in its 
platform a declaration for all forms of 
insurance underwriting by the govern- 
ment at actual cost, including life insur- 
ance. At the last Minnesota election this 
same radical element was able to cast 
150,000 votes in Minnesota, and he thought 
the whole subject one serious and vital 
enough for careful consideration by the 
life insurance men. 

The Thursday evening banquet was the 
big social event of the Congress. The 
large hall was filled to overflowing. 
Toasts were responded to by Mayor J. E. 
Meyers of Minneapolis, J. A. O. Preus, 
state auditor and former Minnesota in- 
surance commissioner; F. T. MeNally, 
former president of the Duluth Under- 
writers, and Mr. Voshell. Friday evening 
there was an auto drive over Duluth’s 
wonderful lake shore boulevard, winding 
around the top of the hills overlooking 
Lake Superior. This was followed by a 
steamboat excursion, first in the harbor, 
and later for an hour on the billows of 
the great lake. 


Federal’s Good Record 


Up to Aug. 10 the Federal Life of 
Chicago had this year written $9,700,000 
of business as compared to $4,660,000 
for the corresponding period of 1918. 
This is a gain of over $5,000,000 for 
the period. The company now has 
over $33,500,000 insurance in force, an 
increase of better than $7,000,000 since 
a year ago at this time. The lapse ratio 
has been decreased 25 percent. 


Agency Officers’ Meeting 


The annual meeting of the Asso- 
ciation of Life Agency Officers will be 
held in Chicago, Tuesday and Wednes- 
day, Nov. 11-12. The executive com- 
mittee will be in session on the Mon- 
day preceding. All meetings will be 
held at the La Salle Hotel. 


Seeks $500,000 for August 


WATERTOWN, S. D., Aug. 12—‘Five 
hundred thousand dollars for August,” is 
the slogan of the Northwestern National 
Life’s state manager and fiscal agent, 
G. W. Hart of Watertown. The monthly 
bulletin shows a gain of $61,500 for July, 
1919, over July of last year, and a gain 
of over $2,000,000 for the first seven 
months of this year over a similar period 
of 1918. Ira Woodward of Watertown 
started as district manager July 10 and 
made a good showing. 
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HOME LIFE 
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INSU 
(Purely Mutual) 

256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 
The 59th Annual Report of the Home Life 
Insurance Company shows over Four Mil- 
lion Dollars paid to policyholders in 1918, 
of which over Seven Hundred Thousand 
was in dividends. The influenza pneumonia 
epidemic caused an abnormal mortality, 
greater than any experienced in the Com- 
pany’s history, but notwithstanding this 
the assets show an increase of more than 
4% and are now over Thirty Six Million 

Dollars. F , 

The total insurance in force was increased 
during the year 8.6% and is now nearly One 
Hundred and Fifty Nine Million Dollars. 


W. A. R. BRUEHL & SONS 


Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 


HOYT W. GALE, General Manager 
For Northern Ohio 
229-232 Leader-News Building 
CLEVELAND, OHIO 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an I Proposition which in the 
sum of all its Benefits, is unsurpassed for net 


low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 
of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 
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TWISTING IS CHARGED 


——_— 


FIGHT STARTED ON M. W. MACK 





Brother-in-Law of Secretary Glass Ac- 
cuses Cincinnati Agent of Im- 
proper Practice 





CINCINNATI, O., Aug. 13—There’s a 
pretty tempest in a teapot in Cincinnati 
life insurance circles over charges of 
twisting war risk insurance brought 
against Capt. Millard W. Mack, gen- 
eral agent for Hamilton county of the 
Northwestern Mutual of Milwaukee, 
whose standing as a life underwriter 
is of the highest, and whose agency 
for many years has represented all that 
is best in good life insurance practice. 
The charge was brought by Blair Ban- 
ister, a solicitor for the Cincinnati of- 
fice of the Equitable of New York, a 
brother-in-law of Carter Glass, secre- 
tary of the treasury at Washington— 
and it was filed through Glass, instead 
of through the ordinary channels. 
Specifically, the charge is one of 
twisting war risk insurance to the 
Northwestern Mutual, in substantiation 
of which Mr. Banister alleges that Cap- 
tain Mack “confessed” the twisting of 
300 war risk policies. 


Problem in Higher Mathematics 


Therein arises a problem of higher 
mathematics. Captain Mack has been 
back from France, where he served for 
17 months, since May—three months. 
It is substantially certain that during 
this period he has written not more 
than 30 policies, of which three—or 
possibly four—were on lives of men 
who had been in government service. 
Interested in the investigation are the 
Cincinnati Life Underwriters Associa- 
tion, the Ohio insurance superintend- 
ent, the War Risk Insurance Bureau, 
the secretary of the treasury and the 
Northwestern Mutual. Captain Mack 
is in Milwaukee conferring with com- 
pany officials. 

It is alleged in the charges that Cap- 
tain Mack advertised in the Cincinnati 
papers that he would advise returned 
soldiers with regard to their policies, 
and then, on the strength of his ex- 
perience and advice, that he induced 300 
of them to drop their government poli- 
cies and take others with his company. 


Charges Sent to Glass 


Mr. Banister filed his charges in the 
form of a letter to his brother-in-law, 
Carter Glass, secretary of the treasury. 

Secretary Glass turned the letter over 
to Col. R. G. Cholmeley-Jones. Colonel 
Cholmeley-Jones wrote Captain Mack, 
asking for an explanation of his acts, 
as alleged in the Banister charges, but 
did not wait for a reply before writing 
to Banister, or to W. H. Tomlinson, 
superintendent of insurance at Colum- 
bus, who asked for the evidence on 
which the charge was based before tak- 
ing any action. 


Bureau Resents Criticism 


In the view of men in position to 
know, or at least to judge accurately, 
the whole incident hinges on Captain 
Mack’s frank criticism of the install- 
ment payment feature of the war risk 
insurance. Captain Mack is a positive 
and at the same time an impulsive man, 
and the combination has made enemies 
for him locally; while the thin-skinned 
attributes of the war risk insurance 
bureau, resentful of any and all criticism, 
furnish the vehicle for the manifesta- 
tion of the local animosities. 


Metzger Becomes Secretary 


F. P. Metzger has been made sec- 
retary of the American Home Life of 
Topeka, Kans., succeeding Charles H. 
Sandy, who has resigned. Mr. Metz- 
ger has been with the company for the 
past ten years, acting as agent, general 
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Prudential Activities 


Not only is Agent W. B. Rason of the 
Prudential at Peoria, Ill., a regular and 
consistent business producer, but he gives 
careful attention to the condition of the 
debit intrusted to him. At the close of 
last month his account carried but 2 per- 
cent of arrears and he had the satisfac- 
tion of responding “three hundred per- 
cent” when the advance payment roll was 
called. Mr. Rason has just completed 
fifteen years of continuous Prudential 
service. 

On July 19, 1909, A. H. Gerdes of 
Galesburg, Ill., decided to throw his in- 
fluence Prudentialward and, finding the 
relations congenial, he continued until] 
now there are more than ten years of 
uninterrupted service to his credit. So 
well satisfied was Mr. Gerdes that he 
concluded an extra industrial effort dur- 
ing the week of July 14 would be the 
proper way to celebrate his entrance 
into Class B of the Old Guard, accord- 
ingly he “went to it” and the outcome 
was an issue of 63 policies carrying an 
aggregate of $4.85 in premiums. 
Benjamin Porent has been advanced 
to an assistant superintendency in Buf- 
falo 3. His agency experience was in 
that field and so well did he improve 
his opportunities that it was evident he 
could better serve the Prudential in a 
higher position. 

The Buffalo 1 district “points with 
pride” to the record of Agent William 
St. John, who continues to set a swift 
pace in industrial and ordinary. He is 
named fourth on the list of agency lead- 
ers in industrial for 1919. 





Death of A. B. Williams 


A. B. Williams, superintendent of 
Philadelphia No. 5 of the Prudential, died 
a few days ago. Mr. Williams had gone 
to Island Heights, N. J., to recover his 
health. He began his career with the 
company as an agent in Cleveland No. 2, 
March 30, 1908, was made an assistant 
superintendent there April 19, 1909. He 
held that position until Oct. 9, 1916, 
when he assumed charge of Philadelphia 
No. 5 





Life Industrial Notes 


S. P. Phillips, who has been with the 
Conservative Life of South Bend, Ind., for 
some time, acting in the capacity of spe- 
cial superintendent, has been promoted 
to the managership of the South Bend 
district. 

The Conservative Life of South Bend, 
Ind., announces the appointment of O. 
G. Bird to the position of superintendent 
of the Peru, Ind., district. Mr. Bird 
started with this company as an agent 
June 1, 1917. 


Plan Thorough War Risk Probe 


WASHINGTON, D. C., Aug. 12—Thor- 
ough investigation of the Bureau of War 
Risk Insurance has been determined up- 
on by the Republican leaders in con- 
gress. It was at first planned to begin 
hearings during the recess of the house 
of representatives, but the overthrow of 
all recess plans by the food and railroad 
crises has postponed the war risk inquiry 
indefinitely. It is believed, however, 
that the investigation will go forward 
some time in September. Hearings will 
be held by the committee on expenditures 
in the treasury department. 

The inquiry was determined upon by 
the Republican leaders to set at rest the 
public: rumors, which have been so prev- 
alent for many months, that the bureau 
was being extravagantly and carelessly 
run, and that the interests of the sol- 
diers were being badly looked after. It 
was also felt that the representations of 
the bureau officers that the existing law 
was inadequate to meet the needs of the 
situation needed careful examination. 





Life Notes 


Charles C. Baker, Appleton, Wis., has 
returned home after nearly two years’ 
service with the American Expeditionary 
Forces in France and has renewed his 
connection with the New York Life, be- 
ing associated with W. Frank McGowan 
in the management of the district office 
at Appleton. 

John Hancock, agent for the Pru- 
dential, and widely known resident of 
Fort Collins, Colo., died last week as the 
result of injuries incurred when his auto- 
mobile skidded on a bridge and turned 
over, pinning him underneath in the 
water. Fishermen saved Hancock from 
drowning, but he suffered a hemorrhage 
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Did 
You 


Lose 


any cases last year? Do 
you know why you lost 
them? Was there some- 
thing you can't put your 
finger on that seemed to 


hold back the applica- 


tion? If So 


Are you sure it wasn't 
your fault? Is your 
knowledge of Life In- 
surance such as should 
inspire confidence? Do 
you realize that your 
knowledge of Life In- 
surance affects the pros 
pect’s confidence in you? 


Easy Lessons 
In 


Life Insurance 
By J. A. Jackson 


will tell you all that you 
need to know. It is a 
simple, concise treatment, 
from an agent's stand- 
point, of the fundamen- 
tals of your business. 
Y ou should have a copy. 
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BUSINESS INSURANCE 
BECOMING ESSENTIAL 


(CONTINUED FROM PAGE 3) 

of death before maturity of the shares, 
the value of the shares being thus kept 
intact. 

To protect a loan granted upon an 
endorsement of a guarantor in event of 
the guarantor’s death. 

To protect an endorser of mercantile 
paper against loss that might ensue by 
reason of death of the maker of the note. 


Protects Loan on Income 


To protect a creditor who has loaned 
money to one having a yearly income 
‘from an estate, who anticipates payment 
by borrowing the amount and assigns 
the income to the creditor. The insur- 
ance is essential where the income would 
cease at the death of the borrower. 

To indemnify survivors against loss of 
a partner’s service; personality is often 
the most valuable asset. 

To provide a firm asset for liquidating 
‘purposes in event of termination of part- 
nership by death. 

To provide a fund payable to surviving 
partner to purchase the deceased part- 
ner’s interest. 


Will Provide Sinking Fund 


To provide a sinking fund (increasing 
yearly) to meet future liabilities, or for 
quick loans, available on demand, on the 
collateral value of the policy, for busi- 
tness purposes or emergencies. 

To cover a mortgage on plant, the 
physical value of which, to the uses for 
which it is being applied, is adequate, 
.but which the death of a partner, an 
ensuing dissolution or depreciation of the 
‘business might cause to deteriorate. 
To make a satisfactory answer to this 
‘question: “What effect will A’s death 
have on your business?” 


Satisfies “Silent Partner” Debt 


To satisfy the demands of a “silent 
partner” debt, whose lien always at-} 
taches when death occurs. 

To indemnify a corporation against the 
‘loss of executive ability of the official or 
jexperienced manager. 

To indemnify for loss of valued em- 
ployee, whose skill, technical knowledge, 
possession of professional or trade se- 
crets, inventive ability, make him a living 
and tangible asset of real value, whose 
death would cause financial loss until 
one equally competent was found to take 
his place. 

To provide a fund for the purchase by 
survivors of a close corporation of the 
stock held by the deceased member. 


Sinking Fund for Bonds 


To provide funds for the repayment of 
bonds, either at maturity of endowment 
policies or at prior death of the policy- 
holder. The cash or inventory value of 
the policy takes the place of the usual 
sinking fund. 

No special form of policy is necessary 
for partnership, corporation, or commer- 
cial purposes, all the regular forms being 
‘available. Some companies have special 
forms for partnership and corporation in- 
surance, but they are nevertheless stand- 
ard policy contracts. Practically every 
spossible insurance need can be covered 
jin the beneficiary clause of the policy 
selected. 


Merely Logical Development 


It has been claimed that the adaptation 
jof policies of insurance to business pur- 
‘poses and the writing of large lines on 
partnership and corporation plans is a 
departure from the original function of 
life insurance to protect the home and 
family. The happiness and material com- 
fort of a man’s family depend upon busi- 
ness success, prudence and provision for 
‘present needs and future contingencies, 
and the application of the life insurance 
principle to insure these ends is not a 
departure, but a logical and needful de- 
velopment. A company which assumes 
a risk for $5,000 or $50,000, $10,000 or 
$100,000 or any other amount, on the 
life of an individual for the protection 
of family interests, may properly, and, in 
fact, cannot well refuse to issue an 
exactly similar insurance contract to 
another individual where the beneficial 
interest is to be vested in a business 
iassociate or other person with human or 
legal personality, if there exists with the 
survivor an undoubted insurable interest. 


R h A i Total 


The extent to which life insurance is 
being utilized for partnership, corporate 
and commercial protection is marvelous 
and the volume of insurance already 
written for this purpose would reach an 




















GEM CITY GATHERING 
OUTING AT BUCKEYE LAKE, O. 


Three-Day Meeting Scheduled for Aug. 
14, 15 and 16—Good Pro- 
gram Is Arranged 


The annual outing of the Gem City 
Life of Dayton, O., is scheduled for 
Aug. 14, 15 and 16 at Buckeye Lake, 
O. The program announced for the 
meeting is as follows: 

Thursday, Aug. 14 
Welcome— 
I. A. Morrissett, vice-president and gen- 
eral manager. 
Response— 
W. C. Grant, general agent, Green- 

ville, O. 

Introduction of New Agents 

‘The Agent’s Part in the Selection of 
Risks,” Dr. G. T. Brown, medical di- 
rector, Dayton, O. 

Discussion 

“The Best Policy and Why,” R. W. Wood- 
ruff, general agent, Findlay, O. 
Discussion 

Friday, Aug. 15 

Address— 

Ralph E. Richman of The National Un- 

derwriter, Cincinnati, O. 
“Preparation,” discussion led by E. W. 
Griffa, general agent, Dayton, O. 
“Why I Believe in Insurance,” discus- 
sion led by August Bruck, Jr., general 
agent, Cincinnati, O. 

Announcement Second Prize Essay 

“My Best Selling Points for Country 
Prospects,” C. W. Cashner, general 
agent, Columbus, O. 

“My Best Selling Points for City Pros- 
pects,” F. W. Dick, general agent, 
Youngstown, O. 

“Accounts and Settlements,” J. L. Robin- 
son, assistant secretary and cashier, 
Dayton, O. 

Address— 

L. W. James, company’s attorney, Day- 

ton, C. 

Afternoon—Devoted to recreation and 
baseball game at 3 o’clock. 


Saturday, Aug. 16 


Address—“The Great Uncertainty,” E. A. 

Mead, state employment superintend- 

ent, Dayton, O. 

Address—“Present Day Problems,” E. M. 

Pavey, former manager life depart- 

ment, Columbus, O. 

Address—“Loyalty and Enthusiasm,” 

George L. Hines, general agent, 

Clyde, O. 

Mock Sale—Amount of Policy and Plan 

to Be Determined. Prospect—Vv. P. 

Simpson, general agent, Cleveland, O. 

Agent—A. F. Newhouse, general agent, 

New Lebanon, O. 

Organization of Hundred Thousand Dol- 
lar Club 

Exhibition baseball game between Gem 

* City Life team and Columbus. 












“FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 


“Suggestions“for Increasing 


Your Income’”’ 


and would be pleased to send a copy to every 


Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 








THE COLUMBIAN 
NATIONAL LIFE 


Insurance Company 


Boston, Massachusetts 


LIFE, ACCIDENT AND 
HEALTH INSURANCE 


Low Guaranteed Rates 














THE PEOPLES LIFE 


INSURANCE CoO. 


Now convert- 
ing Industrial 

| policies to 

Ordinary. 

= Splendid op- 

He) portunities for 
f= good men. 


Address 
= ELON A. NELSON 


President 


Home Office Building CHICAGO 
Chicag 





but just recently begun what promises 
to be one of the greatest developments 
in the whole history of life insurance. 

What success I have attained in placing 
business life insurance can be attributed 
to the serious and conscientious study 
of the needs of those insured—rendering 
in every instance a real service. 

There are so many avenues that lead 
to the prospect that I need not specify. 
If you are resourceful and diplomatic 
and develop your individual personalities 
and devote your energies to this great 
work in which we are engaged, you will 
be successful. I have no fixed plans or 
rules of operation to give you. My only 
suggestion is to develop your own meth- 
ods, survey in detail all the elements 
surrounding your prospects, use your 
heads more than your legs by carefully 
compiling your illustration and then get 
the business without knocking your com- 
petitor. 


Great Southern Life 


A foot note in the 1919 Unique Manual- 
Digest, on page 563, states that the 
Great Southern Life of Houston and 
Dallas, Texas, had been “reinsured by 
the International Life of St. Louis, 1919.” 
It will be remembered that the reinsur- 
ance deal for this company had been 
completed between the two companies 
concerned and had been announced to 
the insurance world as an accomplished 
fact when the insurance commissioner of 
Texas refused to approve the consolida- 
tion. This note in the “Digest” should, 





amazing total. This great movement has 





therefore, be disregarded. 











WANTED! 


DISTRICT AND SPECIAL 
AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive Old 
Line companies in the Northwest- 
ern field. Writing business in its 
home state at the rate of $500,000 


per month. 


Men of integrity and ability, 
who wish to stay and build for the 
future, will be given liberal con- 
— directly with the Home Of- 

ce. 


We invite correspondence. 


PROVIDENT INSURANCE 
COMPANY 


BISMARCK, NORTH DAKOTA 
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A:FARM: MORTGAGE 


BEHIND 


EVERY: POLICY 


Why Our Agents 
Succeed Rapidly—12 Reasons 


1—We Insure Both MEN and WOMEN on equal terms. Women are important factors i in 
business today. 

2—We Sell both PARTICIPATING and NON-PARTICIPATING Policies—A Big Ad- 
vantage in meeting competition. 

3—WE INSURE TOTAL ABSTAINERS AT REDUCED RATES—How many Total 
Abstainers could you Insure if you could offer this advantage? How much would it 
help your organization? 

4—WE GIVE SERVICE TO AGENTS—Every man is given assistance and instruction 
until he is a success—Every man must make good—He is our partner—His Success is 
our Success. 

5—OUR OWN MEN GET ALL OUR GOOD POSITIONS. 
All promotions are made from the ranks of our own agents—Each man has an opportu- 
nity with us—Something to work for all the time. 

6—WE SELL SPECIAL POLICIES which are up to the minute, giving the agent the ad- 
vantage of the “Best Sellers” in the Insurance Market. Every Policy the best we can 
make it. Special Policies for Total Abstainers. 

7—WE GUARANTEE TO SAVE 4 PREMIUMS on a 20 Pay Policy and give dividends 
besides—This Policy is our G. P. A—It is our best seller—FOURTEEN MILLION 
OF IT IN FORCE. 

8—WE SELL THE BEST INCOME POLICIES we can make on both Participating and 
Non-Participating plans. A check from beyond the grave is Daddy’ s monthly contribu- 
tion to the family. 

9—WE GIVE SERVICE TO POLICYHOLDERS—When the policy is placed our Service 
has just begun. Death Claims are allowed within 30 minutes after proofs received at 
Home Office and check immediately issued. No delay—No red tape. This Service 
makes our agents popular. 

10—WE HAVE A FARM MORTGAGE BEHIND EVERY POLICY. No Investments 
are made in any other Securities (except Liberty Bonds)—Rate of Interest 6.2%. 

11—WE ARE DEVELOPING NEW TERRITORY and making new op- 


portunities for our agentt—WE MAKE THE CHANCE FOR YOU 
TO MAKE GOOD. 


12—We offer to good clean men a LIFETIME CONTRACT direct with 


the Company, giving full advantage of all there is in the business and 
in the best territory in the world. 


To Good Clean Men We Offer Success— 
May We Prove Our Offer? 


PEORIA LIFEcompany 


PEORIA ILLINOIS 





